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Write for new catalog 
HUNTER FAN & VENTILATING CO., INC. ¢ 392 SOUTH FRONT ST., MEMPHIS, TENN. 








What youve always wanted! 


SMART BUYERS KNOW it’s the installed cost of | GEDNEY FITTINGS FIT! 
electrical fittings that counts...not the purchase price! ; 

And that’s where Gedney Fittings come in. Gedney’s % Gedney One-Hole Conduit Strap... 
slash installation time and expense. They're machined , 

and threaded with utmost accuracy. They’re made of 2) yk Gedney Clamp Back... 
unbreakable malleable iron. Many are hot dip galva- J 

nized, the surest safeguard against corrosion . . . For d 

longest profits on ie scagnd job, order Gedney * ro yao linen scale ms Rye 
Fittings now! nests securely behind Clamp Back. 





RKO BLDG. + RADIO CITY » NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 
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The new Curtis Light and Sound Conditioning System offers an 
entirely new approach to LIGHTING and SOUND CONDITION- 
ING problems. The system provides quality low-brightness 
illumination with acoustical treatment which eliminates exces- 
sive sound reflections and the annoyances and distractions 
which sound creates. 


The Electrical System — Standard basic sections of the 
Underwriters’ approved electrical portion of the Curtis System 
are supplied completely wired and packaged in 8” x 12” x 
96” cartons. Each basic section covers a ceiling area of 256 
square feet. Combining the basic sections with extension and 
wing sections makes it possible to provide quality low-bright- 
ness illumination and effective sound treatment. 


The Sound System—tThe vertical baffles are constructed of 
highest quality acoustical material with a flame retarding, 
high reflectance washable finish. The baffles are positioned 
between the 8 foot, T-12, single pin fluorescent lamps to 
provide both recommended shielding and sound conditioning. 


Yes, the Curtis Light and Sound Conditioning System offers the 
finest in lighting and sound conditioning efficiency from the 
stand point of low initial cost, low installation cost, low operat- 
ing cost and low maintenance cost. 


A comprehensive bulletin, completely illustrated, will be avail- 
able soon. Write Dept. K15-05, for your free copy. 





CURTIS LIGHTING, INC. 

Dept. K15-05, 6135 W. 65th Street, Chicago 38, Illinois 
Nome_ 

Company 

Address 


City 








Standardized for ECONOMY... 
Tailored for 


EFFICIENCY! 


@® KLAMPSWITCHFUZ TYPE 


A safety-type switchboard incorporating the 
latest features and design . . . an extremely 
compact unit with almost unlimited electrical 
capacity ... greater operating efficiency with 
less maintenance—safer operations with dead 
front safety type enclosures and safer, more 
efficient switching with @ Klampswitchfuz or 
Snufarc (hinged, pull-out type) switches. Ex- 
cellent for disconnect service on lighting and 
power Circuits. 


Capacities: KLAMPSWITCHFUZ 30 to 600 amps. 250 
voits AC or DC and @ SNUFARC: 30 to 200 amps. 
600 volts in 2, 3 and 4 poles. 


@ SHUTLBRAK TYPE 


A type similar to the Klampswitchfuz, 
designed for frequent operation of switches. 
Totally enclosed, this switchboard features 
the @ Shutlbrak switch . . . a front-operated, 
horsepower-rated industrial switch with quick 
make and break operations and interlocking 
fuse doors that permit access to fuse com- 
partment only when switch is “Off.” 


Capacities: 30 to 1200 amps. 250 volts, AC or DC 
and 600 volts AC in 2, 3 and 4 poles. 


When it comes to dependable, economical 
and efficient light and power distribution, 
Standardized (@ Switchboards are your answer. 


The flexible plan introduced by of assem- 
bling complete sections and units into stand- 
ardized enclosures, not only provides all the 
advantages of a “Tailor-Made” switchboard, 
but affords substantial savings in cost. 


Standardized ¢@ Switchboards are factory as- 
sembled and shipped ready for connection of 
main and branch circuit cables. Units can be 
arranged singly or grouped, because all sec- 
tions readily fit together. Removable end walls 
permit the addition of sections to either side. 
The number and capacity of switches are sup- 
plied according to your specifications. 


Want to know more about these safe, efficient, 
long-lasting, trouble-free Switchboards? Just 
see your nearest representative, listed in 
Sweet's, or write to... 


Frank e€dam Glectric Co. 


ST. LOUIS 13, MISSOURI 


Makers of BUSDUCT +» PANELBOARDS + SWITCHBOARDS » SERVICE 
EQUIPMENT « SAFETY SWITCHES *« LOAD CENTERS + QUIKHETER 
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when you need it! 


TRIANGLE products keep power flowing —to factories producing jet planes, to ship- 


yards, atomic energy plants, tank and gun assembly lines —to all defense industries. 


TRIANGLE produces a full line of quality 
WIRE, CABLE AND CONDUIT—products 
that will stand up under the most severe 


conditions —products that will not fail. 


To be certain YOU get power 
when you need it—specify 


TRIANGLE. 


Ask your electrical distributor. 


He knows—“‘It Must Be Right!” 


TRIANGLE ee). [o]5]) mer): 8 elem, [en 


NEW BRUNSWICK, NEW JERSE 
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1005—Building Wire, Cable, Conduit. Extensive technical 
data on a comprehensive line of electrical cable, building wire, 
and conduit raceways are provided in a new ye publication, 
General Catalog No. 500, issued by Triangle Conduit & Cable 
Co., Inc., 1906 Jersey Ave., New Brunswick, N. J. Handsomely 
bound in sturdy leatherette to take years of wear, this catalo 
also contains valuable information on electrical engineering an 
wiring standards for the aid of contractors, engineers, architects, 
and industrial users. 


1007—Panelettes. An illustrated 8-page folder describing Fed- 
eral Noark O L Panelettes is now available from Federal Electric 
Products Co., 50 Paris St., Newark 5, N. J. Clearly explained 
are uses, adding of circuits, wiring, flexibility of the unit, pro- 
tection afforded, and elements of the panelettes. Illustrated are 
typical wiring diagrams, along with cutaway illustrations. 


1011—Conduits. ‘Natural Electric Conduits” is the title of 
the new 30-page Catalog No. 603 which describes and illustrates 
the many types of electrical conduits that are manufactured by 
National Electric Products Corp., Chamber of Commerce Bldg., 
Pittsburgh 19, Pa. 


1013—Proper Cable Sizes. A new booklet, “Selection of Proper 
Cable Sizes,” has just been issued by General Electric’s Construc- 
tion Materials Advertising Department, Bridgeport, Conn. This 
publication deals with the method of determining cables and 
cable sizes of asbestos-varnished cambric cables, Types AVA, 
AVB, and AVL. 


1015—Shunt Capacitors. A new bulletin, No. 21, on the use 
of shunt capacitors for power factor correction has been prepared 
by the James R. Kearney ag 4236 Clayton Ave., St. Louis 
10, Mo., and is now available for general distribution. 


1019—Service Panels. Information and prices on protective 
control centers for homes, apartment buildings, service stations, 
and industrial applications is contained in Bulletin 494, “New 
Push-Button Service Panels,” issued by BullDog Electric Prod- 
ucts Co., Detroit, Mich. 


1023—Protective Control Centers. Information and prices on 
a new line of push-button protective control centers are con- 


| 


tained in Bulletin 493, “BullDog Pushmatic and Pushmatic 
Electri-Centers.” BullDog Electric Products Co., Box 177, 
= Park Annex, Detroit 32, Mich., has made the bulletin 
available. 


1031—Heating Units. The new Chromalox Catalog of Indus- 
trial Electric Heaters, Catalog 50, is available from Edwin L. 
Wiegand Co., 7600 Thomas Blvd., Pittsburgh 8, Pa. Four basic 
Chromalox units—strips, rings, tubulars, and cartridges—with 
wide variations in wattage, voltage, and sheath material, are list- 
ed, as well as easy selection and application data. 


1035—Electrical Fittings and Devices. Buchanan Electrical 
Products Corp., 1290 Central Ave., Hillside, N. J., offers a 12- 

ge catalog covering solderless connectors, cable and conduit 
ittmgs and wiring devices. It contains complete data on “Splice 
Caps” and “Termend” lugs for wire splicing and terminating, 
box connectors for metallic and non-metallic sheathed cable, bot 
plain and insulated conduit bushings, conduit locknuts, knock- 
out plugs, terminal blocks, attachment plugs, fuse pullers, etc. 
Suitable illustrations, dimensional data, and application instruc- 
tions are included. 


1039—Switches and Guards. Newly released 32 Base, two-color 
O. 


Catalog No. 49, of the McGill a a ge , Inc., Val- 
paraiso, Ind., contains complete descriptions of Levolier switches, 
McGill lamp guards, and McGill electrical specialties. 


1041—Cabinets and Boxes. Thirty pages ot catalog sheets com- 
prise a new catalog available from B & C Metal Stamping Co., 
P. O. Box 56, Station D, Atlanta, Ga. The catalog is divided 
into three sections: products for electrical applications in gen- 
eral, products for the utilities and the R.E.A., and products for 
appliance distributors. 


1045—Electric Connectors. General Electric Co., Schenectady 
5, N. Y., has announced a booklet describing a complete new 
line of solderless electric connectors which accommodates a 
wide range of conductor sizes. The new line is completely il- 
lustrated and diagrammed. ‘This booklet is available from the 
Apparatus Dept., General Electric, in Schenectady 
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You ALWAYS 
NEED what 
You NEED IN) A HURRY. 


ae YY 
For the past 4 years, you got what you Rr ap HORRy when you ordered 
it from SOUTHERN ELECTRICAL CORPORATION: | ‘Due to present Defense 


Regulations, we can no_longer GUARANTEE the prompt deliveries of the past. 











HOWEVER— ‘eo 


Weite,, Telegraph or Telephone 
SQUTHERN ELECTRICAL COR- 
® ACSR CONDUCTORS PORATION, Chattanooga, Ten- 


© COPPER WIRE AND_CABLES nessee. We will make the very 
best déliveries possible within the 
; GALVANIZED STEEL STRAND limitations of conditions beyond 


© WEATHERPROOF WIRE | our control. 
eamaaner 4 or copper 


e ACSR agcessorits 


When you need — 


Aisd\the products we deliver will 
/ still, be TOP-QUALITY! 





/ 


j ' 


SOUTHERN QUALITY SOUTHERN SERVICE 
MEETS EVERY TEST EXCELS THE REST 


Phone 7-3325 P.O. Box 989 
ee a de 


CHATTANOOGA, TENNESSEE 
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1051—Air-Cooled Transformer. Bulletin No. 49-ACO is now 
available from Marcus Transformer Co., Inc., 34 Montgomery 
St., Hillside 5, N. J., giving descriptive details on the company’s 
new air-cooled distribution transformer. Designed for indoor 
or outdoor use, the new transformer utilizes heatproof class B 
and C insulation which enables it to withstand overloads and 
eliminates the use of oil or other liquids. 


1053—Bustribution Duct. This 23-page bulletin, No. 462, 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and ‘- 
Bustribution Duct for bus duct electrical distribution. 
bulletin is profusely illustrated. The many drawings included 
show details of the duct, the various fittings, and the hangers, 
as well as diagrams of complete systems. 


1071—Plugs and Receptacles. Additional loose-leaf sheets for 
insertion in the Pylet —s 1100 are available from the 
Pyle-National Co., Chicago 51, Ill. ‘These pages describe a 
wide range of plugs and receptacles for special purposes. 


1079—Connectors. A 24-page, three-color catalog describing K 
& H solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Ciucinnati 2, 
Ohio. A wealth of information, including specifications, descrip- 
tive material and illustrations are included. 


1081—Busduct Data. Various applications of the FA busauct 
for industrial purposes are illustrated in this 31-page bulletin 
made available by the Frank Adams Electric Co., St. Louis, Mo. 


1085—Lighting Fixtures—Eastern presents their most com- 
plete catalog, 32 pages of engineered lighting data, including a 
variety of fixtures for all architectural, commercial and indus- 
trial applications. Eastern Fixture Co., Inc., 70 Vernon St., 
Boston 20, Mass. , 


1087—Connectors and Fittings. The M. & W. Electric Mfg. 
Company, Inc., East Palestine, Ohio, announces a new twenty- 
four page catalog covering Service Entrance Cable Fittings, 
Ground Clamps, Ground Rods, BX and Romex Connectors, 
Staples, Conduit Fittings, Wireholders, Insulator Supports, Cable 
Racks and Watt-hour Meter Protectors. 


1093—Magnetic Motor Starters. A new 22 page booklerc 
Sere | No. 6300—AIA file No. 31G3) issued by the Monitor 
Controller Company, 51 Hayward Street, Boston, Mass., de- 
scribes in detail the Company's V-t; 
ire inherent in the patented 
oad. 


1095—Electrical Specialties. The F. D. Kees Mfg. Company, 
Beatrice, Neb., has available upon request, a 20-page catalog illu- 
strating various types of enclosures and other electrical specialties 
manufactured. This 76-year old firm supplies the better-known 
utilities and jobbers throughout North America. 


1097—Flexible Cords and Cord Sets. A complete 9-page cata- 
log is available from Cornish Wire Company, 15 Park Row, 
New York 7, N. Y., containing data on all standard electric 
enrds and stock cord sets, including Neoprene-jacketed. Also 
descnptive data on the new UL approved all-Neoprene heater 
cord—“COROPREX”. 


1099—Lighting Fixtures. Fluorescent and incandescent lumi- 
naires for schools, offices, stores and churches are illustrated in 
a series of bulletins issued by Curtis Lighting, Inc., 6134 West 
65th Street, Chicago 38, Ill. The entire series or any indivi- 
dual bulletins may be obtained upon request. 


1103—Electrical Connectors. Burndy Industrial Catalog 52, 
featuring a complete line of general-purpose connectors for in- 
dustrial wiring is available. Complete information concerning 
application, construction features and dimensions of these con- 
nectors are included, as well as several pages devoted to engi- 
neering data. Published by Burndy Engineering Co., Inc., 107 
Bruckner Blvd., New York 54, N. Y. 


1105—SnapX Connectors. A new folder on SnapX connec 
tors is now available from Briegel Method Tool Co., Galva, Il] 
Illustrated and explained are the three steps necessary for con- 
necting cables to boxes with this new connector for armored 
and non-metallic cable. 


1107—High Voltage Portable Cables. The various t for 
use from 600 to 15,000 volts are described and illustrated. Cata- 
log listing including weights and outside diameters are given. 
Detailed splicing instructions are included. Copies may be ob- 
tained from Simplex Wire & Cable Co., 79 Sidney Street, 
Cambridge 39, Mass. 


1109—Anchoring and Drilling Devices. An illustrated 32-page 
catalog No. 65, describing more than twenty-five anchoring and 
drilling devices for making fastenings to masonry, is avallat. 


starters and explains the 
ompensated Thermal over- 
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from the Arro Expansion Bolt Company, Marion, Ohio. 


1111—Fluorescent Fixtures. The specifications on all fixtures 
built by the Light & Power Utilities Corp., of 1035 Firestone 
Blvd., Memphis, Tenn., are detailed with illustrations in the 
newest catalogue issues by this company. The cover of this cata- 
logue has an interesting wood cut called Light through the 
Ages which depicts the advance of lighting from the cave man 
to modern fluorescent lighting. 


1115—Remote-Control Wiring. An eight-page, non-technical 
booklet on remote-control wiring, publication No. 16-330, writ- 
ten expressly for the consumer, is available from the G.-E. Con- 
struction Materials Dept., Bridgeport 2, Conn. The booklet gives 
a picture story on the convenience, safety, and economy of this 
new wiring method. 


1117—Fluorescent Fixtures. The Edwin F. Guth Co., 2615 
Washington Ave., St. Louis 3, Mo., has released a new catalog 
covering their complete line of commercial and industrial, fluo- 
rescent and germicidal lighting equipment. A full range of 
fluorescent fixtures is presented in the catalog, No. 47, in a 
condensed, easy-to-refer-to form. 


1121—“SPIKE-LITE,” a new product of PERFECT-LINE 
Manufacturing Corp., Hicksville, N. Y., is now available. The 
“SPIKE-LITE,” a weatherproof, adjustable, aluminum lamp 
holder, is ideal for special outdoor lighting for farms, gardens, dis- 
plays, billboard, etc. It is complete with stake, asbestos gasket 
and 10 ft. or 25 ft. outdoor cord and plug, and uses PAR 38-150 
watt lamp which is not included. 


1125—Paulding Wiring Devices—Lighting Fixtures. New No. 
18 Catalog of 40 pages illustrates and describes more than 75 
wiring devices and incandescent lighting fixtures. Furnishes full 
specifications together with shipping information. Invaluable 
to Architects, Engineers, Contractors, Maintenance men and 
volume purchasers. John I. Paulding, Inc., New Bedford, Mass. 


1127—Bar-Hangers and Supports. Three time-saving items 
—adjustable bar-hangers, rigid upright box supports, and rigid 
upright conduit supports—are described and illustrated in Bulle- 
tin No. 3 FL, available from The Fast-Lok Mfg. Co., Ash St. 
at Bedford, Bridgeport 5, Conn. 


1129—Fluorescent Lighting Fixtures. A complete catalog of 
the Compco fluorescent line is available from Compco Corp., 
2251 W. St. Paul Ave., Chicago 47, Ill 


1131—Fluorescent Units for Slimline Lamps. ‘This new, 
illustrated, 20-page bulletin gives complete specifications of 
general purpose, ‘““Magna-Flo” lighting systems for 96, 72 and 
48-inch, T12 Slimline lamps. Describes individual units and 
continuous line systems plus accessories. 842” x 11” page size. 
Vrite Benjamin Electric Mfg. Company, Des Plaines, Illinois 
and ask for bulletin “mf”. 


1133—Vaportight Fixture. New Appleton “V-51" Series Con- 
vertible Vaportight Lighting Fixture is fully described and 
illustrated, for pendant, ceiling or bracket mounting, with or 
without reflectors and guards. Wattages, weights and dimen- 
sional data. Bulletin 5-A, 20 pages and cover. Appleton Elec- 
tric Company, 1701-59 Wellington Avenue, Chicago 13, Ill 


1135—Electrical Wiring Devices. Catalog o. 12A, containing 
the complete electrical wiring device line of Leviton Mfg. Co., 
Brooklyn 22, N. Y., is a 64-page thoroughly illustrated one. 
Included are such features as the Kwikchange line, with wiring 
diagrams, a general index, and an index to catalog numbers. This 
catalog is a reprint of Catalog No. i2, and is for temporary use 
while an entirely new and cémpletely revised catalog is being 
prepared. 


1139—Electrical, Production, Maintenance & Safety Equip- 
ment. 64-page catalog of the Martindale Electric Co., 1361 
Hird Ave., Cleveland 7, Ohio, including commutator grinding 
stones, undercuttels, dust masks, electric etchers, rotary files and 
burs, growlers, mice-millers, megohm testers, blowers and wheel 
and gear pullers. 


1141—Champion Maintenance Manual. The Champion 
Maintenance Manual’”—24 pages of basic data on incandescent 
and fluorescent lamps, also the “Champion Lightrule”—an accu- 
rate pocket calculator for problems involving various lighting 
fixtures with incandescent or fluorescent lamps 


1143—Electric Blowers and Exhausters. Bulletin 3014-D de 
scribes Types “E” and “RE” Buffalo blowers and exhausters, 
manufactured by Buffalo Forge Co., P. O. Box 985, Buffalo 5, 
N. Y. Characteristics of the blowers, graphs, charts including 
capacities and static pressure, and exact dimensions are all con 
tained in the 8-page folder. 








MILLIONS? 225. 


HOW LONG HAVE STAB-LOKS BEEN ON THE MARKET? 


Federal Noark introduced Stab-lok Circuit Breakers in mid-year, 1950. Sales were 


phenomenal right from the start and soon ran into millions. Today the demand 
is greater than ever. 


WHAT ABOUT STAB-LOK DEPENDABILITY ? 


With millions in service, Stab-lok dependability speaks for itself. Stab-loks are 
built. up to a standard, not down to a price. All parts are over-size, and manu- 
facturing economies have been achieved solely by specially designed equipment 
and mass production techniques. 

Stab-loks pass the same rigid Underwriters Laboratories tests that are applied 
to the highest priced breakers of the same AC ratings. And Stab-lok is the lowest 
priced breaker whose performance is absolutely proven. 


HOW AVAILABLE ARE STAB-LOKS? 


With mass production in full swing, Stab-loks literally pour from the assembly 
lines. You can usually expect better delivery of Stab-loks than of any other breaker. 


WHERE ARE STAB-LOKS SOLD? 


Stab-loks are sold exclusively by progressive wholesalers the country over. Out- 
moding all popular fusible equipment up to 60 amps, Stab-loks won nation-wide 
distribution as soon as expanded production facilities enabled Federal Noark 
to meet the demand. 


WHAT ARE STAB-LOK’S OUTSTANDING ADVANTAGES FOR CONTRACTORS? 


Stab-lok enables contractors to give customers the safest, most convenient and 
modern circuit protection at fuse box prices! It is outstandingly easy to install. 

* Enclosures have ample wiring space, and most of them are of the Noark combina- 
tion type for flush or surface mounting. In addition, Stab-lok’s low cost and the 
flexibility with which it meets almost any requirement makes it ideal as a stock 
item for contractors’ shops and trucks. 





OW, BREAKERS FOR GREATER LOADS! 


AND N 


Now three © 
production - 
ith 250 volt 
ie up to 100 amps. at 600 volts . 

225 amps. at 600 volts. 


breakers are in Get the full Stab-lok story—and order 
rk circuit breakers 


ew lines of ea and 3 pole construction Stab-loks —from your wholesaler today. 
gar seg DC ratings . . . Type NF Federal Electric Products Company, 50 
an 


Type NK up to Paris St., Newark 5, New Jersey. 
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MILLIONS 


OF Stab-lIo 


REGISTRATION APPLIED FOR 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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Day in--Day out 
DEPENDABILITY... 


\ oe 


Year in--Year out 


ECONOMY... 


Assurance of day in and day out mainte- 
nance-free performance makes Hazard 
Watertite-Hazaprene cable construction ideal for 
control circuits. From the inside out — from the 
corrosion-resistant Hazaloy coated conductors 
to the rugged Hazaprene sheath — Hazard 
Watertite-Hazaprene is engineered for long-lived 
economy. 


Watertite-Hazaprene amply meets the exacting 
requirements of control cable service. Rubber 
fillers prevent the wicking-in of moisture .. . 
firm, electrically strong, long-lived Watertite 
rubber insulation prevents deformation .. . the 
tire-tough Hazaprene ZBF sheath offers superior 


resistance to flame, oil, acid, alkali, sunlight, 
moisture and mechanical damage. The ZBF 
sheath is a research-developed, service-tested 
protective covering, compounded of neoprene to 
Hazard’s special Zinc Borate Formula; it is pres- 
sure-vulcanized in a continuous lead sheath to 
give a smooth, dense surface that resists abra- 
sion and tearing. 


There’s a Watertite-Hazaprene Cable for 
every control circuit requirement. For further 
information about these dependable, money-sav- 
ing control cables, write to Hazard Insulated 
Wire Works, Division of The Okonite Company, 
Wilkes-Barre, Pa. 
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compet” 
an nion 
withstand 
r - clampiné 


yrovided 


For taps, dead-ends, paralle! connections, etc., in any location. Can be furnished in 
bronze or aluminum. Re-usable over and over. 
SOLD BY LEADING WHOLESALERS. WAREHOUSE STOCKS CARRIED BY — 

BEN K. PATTON’ L. MORRIS LANDERS WALTER J. HUEMMER WILLIAM ROBINSON BECKER DRANE 
Gulf Sales Agency 624 Spring St., N.W. Dallas Transfer & Gulf Sales Agency Gulf Sales Agency 
3022 Metairie Road Atlanta, Ga. Term. Warehouse Bidg. 524 East 14th St. 731 Wingfield St. 
New Orleans, La. Dallas, Texas Little Rock, Arkansas Jackson, Miss. 


PENN-UNION ELECTRIC CORPORATION, Erie, Pa. 
PENN-UNION 
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months old and making 


safety switch history! 


BULLDOG 


VACU-BREAK 


MASTER SAFETY SWITCH 


Switch users hail BullDog safety switch simplification pro- 
gram. Now, one great line of 38 BullDog Vacu-Break Master 
Switches fills all safety switch requirements! Type A switches 


... at C prices . . . possible only by concentrating switch 


production on one sensible, simplified line. Just 3 


... instead of hundreds . . . to save you time, money, effort 
whenever you order, use, stock Type A, C or D safety switches. 


8 switches 





EXCLUSIVE 
CLAMPMATIC CONTACTS! 


“Clampmatic” is a method for ob- 
taining extra and enduring contact 
ressure between switch jaws and 
lades. In ordinary switches, jaws 
exert about 10 Ibs. ressure on ? 
blade. In Vacu-Break Switches, the 
Clampmatic spring augments this o, 
with 20 Ibs. pressure on both “line” 
and “load” sides of jaws. Thus, 
Clampmatic provides a total of 30 
s. of contact pressure between 
both sides of blade and jaw for 

“bolt-tight” contact. 








VOIDABLE COVER 
INTERLOCK! 


Interlock: With interlock pin at Hole 
A. cover cannot be opened unless 
switch is OFF. Cover must 
closed to throw switch ON. 


To void interlock: Simply push inter- 
lock up and insert interlock pin in 
Hole B. Switch can then be thrown 
ON or OFF with cover open or 
closed. 


be fully 








All the famous BullDog features 





EXCLUSIVE VACU-BREAK 
PRINCIPLE! 


Dangerous arcs are quickly 
snuffed out by lack of oxy- 
gen in BullDog’s exclusive 
Vacu-Break arcing chamber. 
This eliminates excessive 
arcing which, in ordinary 
switches, causes burning, 
pitting and rapid deteriora- 
tion of contacts. Thus, the 
BullDog Vacu-Break cham- 
er materially reduces 
switch maintenance. 


A Type A Switch 
at Type C prices! 


including 


Quick-make and quick- 
break 


Anti-creepage corruga- 
tions on switch bases 
and arc chambers 


Solderless cable 
terminals (wire grips) 

Horsepower-rated 

Silver-surfaced current- 
carrying parts 

Spring-reinforced fuse 
grips 

Ample supply of 
concentric K.O.’s 


Generous wiring space 
in all switches 








Just 38 great Master Vacu-Break 
Switches replace hundreds of Type 
A, C and D safety switches. 


WRITE DEPT. 453-B FOR DESCRIPTIVE FOLDER 
BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN «¢ 


FIELD OFFICES IN ALL PRINCIPAL CITIES 


IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


-s) BuL_Doc 


THE LEADER IN FLEXIBLE ELECTRICAL DISTRIBUTION 
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THE OLD WAY: 


strong contrast 


deep shadows 


UTH WYTE-LINER WAY: 


Here’s a new idea in factory lighting to lift 
the eyestraining gloom off the ceiling: 
ALL WHITE INSIDE—to reflect maxi- 
mum light down and outward onto the 
working area. 

ALL WHITE OUTSIDE—to reflect room 
light upward, brighten the ceiling and 
soften brightness contrast. 


low contrast 
soft shadows 


Easier to clean—reduces maintenance. Air- 
flow Channel circulates air currents for 
longer ballast life. 


GUTH Wyte-Liners are made in 2 and 3 
Jamp sizes for conventional 40-watt lamps 
and for 4- and 8-ft. Slimline. May we send 
you our 16-page Catalog 48-F with com- 
plete details? 


(@Mipucenne 


THE EDWIN F. GUTH COMPANY / ST.LOUIS 3, MISSOURI 
Gates: on Lighting Frnce 1Ig02 
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Hubbard Autogap Fuse Kits provide transformer 
protection with external accessibility. All parts 
are easily inspected. The fuse link is exposed, 
making it easy to select the right fuse for proper 
coordination. Transformer and kit can be assem- 
bled on the ground and mounted as a single unit. 
Kits for Vertical and Horizontal Autogaps are 
also available for factory assembly. 





Bronze Fuse Fork 
Terminal Lug Adapter 


Chrome Steel Sprin 
Assembly — 


No. 2332-9kv Autogap 
Arrester 


Heavy Duty Adjustable 
Mounting Bracket 
No. 2349 


HUBBARDaxnnw COMPANY 


ESTABLISHED 1843 


PITTSBURGH * CHICAGO + OAKLAND, CALIFORNIA 


larg the load on fiubbard fhardware!” 
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INSTALLED 1936 


@) 


RE-INSTALLED 1951 


RE-USABLE AAD seen 


BURNDY 
QGIKLUG 


After 15 years, this Qiklug is ready for another long 
stretch of service. Quickly installed, quickly removed — 
a wrench does it. Clean, rugged threads resist stripping. 
That’s why compact, efficient Qiklug connectors can 

be used over and over again. Today, especially, it pays 
you to take advantage of Qiklug’s salvage value — 

to help you stretch stock and cut costs. 


8 a be ag % y ¢ «| ey h® &E ¢€ T re] aa gy BURNDY © WEW YORK 54, N.Y. © WESTERN BRANCH: VERNON 58, CALIFORNIA 
‘ BURNDY CAWADA LTD., TORONTO 8, ONTARIO 
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Here’s How You Save Time, Money... And Reduce Inventory 


® 


oMarine - RoPrene 


ALL-PURPOSE POWER CABLE 
I] capie THAT CAN BE USED B ways 


he: 
BO en-* 00.4, 


IN DUCTS _—«s DIRECT IN EARTH = IN AR 


Gone are the days when you had to buy one cable for direct 

burial, another for installation in ducts, and still another for 

aerial service. Rome's famous RoMarine-RoPrene all-purpose 

power cable can be used in any one of these ways... or can be Underwriters approved as Type USE 

installed in circuits combining all three. As a result, you save Accepted by leading utilities and 

time and money, reduce expensive inventories and conserve industrials. CAA approved for air- 

scarce copper. port lighting under Specification L-824 
RoMarine-RoPrene has a specially compounded rubber in- 

sulation (RoMarine) designed to withstand extreme heat and 

moisture. The tough, easy-pulling RoPrene (Neoprene) sheath 

resists flame, moisture, acids, alkalies, oils and abrasions. Diikile usin sit snidieian ane 

Suitable for continuous operation at 75° C., RoMarine-RoPrene a inaieailint Bienetel oats | 

is recommended for services up to 5000 volts. N.P.A. Controlled Materials Plan. | 
Simple to splice and tap, flexible at low temperatures, it's a USE YOUR CMP ALLOTMENT. 

lightweight, easy-to-handle power cable. What's mire, it can | 

be terminated with manual connections, eliminating the neces- ee a 

sity of potheads or stress cones. RoMarine-RoPrene has proven 

excellent for secondary network circuits, underground en- 

trances, street lighting, station control, industrial power systems 

and many other direct burial, conduit and aerial installations. It Costs Less 

For complete information, send the coupon below. to Buy the Best 


ROME CABLE CORP., Dept €s-11, Rome, N. Y. 
Please send copy of new Rome Power and Control R © pa Cc A B L E 


Cable Catalog. e 


Company ‘ eke , , ROME + NEW YORK 
Address “304 








TORRANCE + CALIFORNIA 
City 
Southern Warehouses: Atlanta, Georgia, and Dallas, Texas 
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Skilled Graybar personnel can often help you plan for rent-carrying capacity of an existing — but inadequate 
savings of both time and money on important wir- conduit system. Similar technical advice is readily 
ing contracts. For example, in the installation above, available to you through a near-by Graybar office — 
a special cable permitted a sharp increase in the cur- as near, in fact, as your phone! 





To.improve your service on any wiring job- 


Look behind the Graybar tag 


You’ll find it’s true— Graybar can help you speed up wiring 
installe tions and, at the same time, help you eliminate frequent 
interruptions of customer’s power supply. Schedule ahead with 
Graybar — order all of the electrical materials for your next job 
from this friendly, all-inclusive source . . . you’ll see for yourself! 
Years of experience in planning all types of wiring installations 
stands behind the familiar Graybar tag — experience that means 
savings to you in meeting the particular supply requirements of 
any job. 
Graybar distributes a complete line of wiring materials through 
a nation-wide network of strategically-located offices and ware- 
houses. Every item is a first-quality product of a leading manu- 
facturer. You get the fastest possible service from a Graybar 
office that’s always close at hand. When shortages exist, we will 
work with you and your customer to select practical alternate 
materials and arrange for realistic delivery schedules. 
Remember, too, that the recommendations of a Graybar In- 
i oe side Construction Specialist, supplementing those of your local 


Distributor of more than 100,000 different elec- Graybar Representative, will help to accelerate your project 
trical items, Graybar offers you comprehensive schedule from start to finish. 196-711 
service in meeting your requirements in the 
fields of lighting, communication, ventilation, 
and power supply. 
GRAYBAR ELECTRIC COMPANY, INC. 
Executive Offices: Graybar Building, New York 17, N. Y. 


Get conventencé, sernicé, reliability. git 58 


IN OVER 


iRelemed a1, Gis Va abel a9 








FOR LIGHTING TODAY 


... and Tomorrow Too! 





Raby Philiti Cow 


32-02 Queens 


7 * 
—_ 
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Unlike the housewife who uses bread crumbs 
and other materials to “stretch” the available 
supply of hamburger, Simplex is not able to add 
materials to copper to make it go further. We 
do achieve the same result, but by an entirely 
different means. Our way is to insulate the copper 
with Simplex-Anhydrex XX high voltage insu- 
lation. It is the very best “copper extender” that 
we know. 


Simplex-Anhydrex XX is a product of Sim- 
plex research and development. It is an insu- 
lation that is absolutely “tops” in the high volt- 
age field. It is designed to operate at a maximum 
of 167° to 176°F. (75° to 80°C.) copper tem- 
perature, depending on operating conditions. It 
has all the properties you want in such a high 
voltage rubber insulation. It will withstand heat. 


SIMPLEX-ANHYDREX XX 


SIMPLEX WIRE & CABLE CO. 


79 Sidney St., Cambridge 39, Mass. 
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It also withstands ozone and aging, and it is 
guaranteed not to absorb more than 15 milligrams 
of water per square inch of exposed surface when 
tested in accordance with U. S. Coast Guard 
standards. 

So far as we know it is the only insulation 
of its kind. Use it wherever you have a high 
voltage problem, whether the cables are to be 
installed directly in the earth, underground in 
ducts, under water, or overhead supported from 
messenger wire. 


“s-t-r-e-t-c-h” the small 
available supply of copper by insisting that your 


You can help to 


high. voltage cables be insulated with Simplex- 
Anhydrex XX insulation. Do you want to know 
more about this unique insulation? Then fill in 
the coupon below. 


| SIMPLEX WIRE @ CABLE Co. 
| 79 SIDNEY ST., CAMBRIDGE 39, MASS. 


' GENTLEMEN: PLEASE SEND A COPY OF BOOKLET 1009A TO: 
' RITE cee TITLE 

t COMPANY. 
STREET 




















Why is the 
scrap 


situation so 


critical? 


| 


An interview with J. L. MAUTHE, President 
The Youngstown Sheet and Tube Company 


Why are you concerned about iron and steel 
scrap, Mr. Mauthe? 

Our inventories are critically low and 
the present scrap flow is not sufficient to 
maintain capacity steel plant operations. 
Furthermore, if the flow of scrap is not in- 
creased, a curtailment of steel production is 
inevitable. 

The industry is using all the pig iron and 
all the home scrap that is available. The 
balance of our metallic requirements must 
be made up through procurement of pur- 
chased scrap. Every ton of scrap that we do 
not get represents a ton of steel that we can- 
not make. 

How much scrap does the industry need? 

In 1950, 96,700,000 tons of steel ingots 
and castings were produced, requiring over 
61,000,000 tons of iron and steel scrap. 

In 1951, over 65,000,000 tons of scrap 
will be required, and even more will be 
needed in 1952. 

Where does scrap come from? 

About 58% of the total scrap required is 
produced by the ingot and casting makers, 
and is known as “home” scrap; the balance 
of 42% is “purchased” scrap and is procured 
from outside sources. 


Purchased scrap generally falls into two - 
categories: Scrap from current fabrication 
and that which is the result of obsolescence. 

There are three important sources from 
which we get obsolete scrap, much of which 
is dormant:- 

1 - Obsolete machinery and equipment 
in every industrial plant, at the oil 
fields and on the farms. 

2 - Battlefield scrap, obsolete ships and 
war material, surplus machinery 
and equipment, which government 
can make available. 

Countless old automobiles and 
trucks, which are rusting away in 
automobile wrecking yards in every 
section of the country. 
What can be done to increase tonnage of 
purchased scrap? 

This scrap must be made available im- 
mediately! All industry and government 
must awaken to the critical nature of the 
situation. They must realize that if we do 
not get the scrap, they will not get the steel! 


YOU CAN HELP - YOU MUST HELP! 
NO SCRAP - NO STEEL 


The Youngstown Sheet and Tube Company Youngstown, Ohio 


ELECTRICAL SOUTH for NOVEMBER, 1951 





You can’t buy 


Better Fittings 


or ones that 
cost less 
to use 


O 


Cross Section 
Showing 
indentations. 





Quicker to use and neater in appearance, Briegel All-Steel 
Indenter Fittings not only make stronger connections but also 
make each job more profitable to the contractor and satisfactory 
to his customers. 


Two Easy Squeezes and they’re set to stay. It is only natural that 
the Briegel All-Steel Indenter Fittings are the most widely used 
E.M.T. connectors and couplings. Contractors the world over 
recognize their cost cutting qualities and the fact that they make 
each wiring job neater, stronger and better. 


All B-M Fittings Carry the 
Underwriters Seal of Approval 


METHOI) DISTRIBUTED BY 
The M. B. Austin Co., Northbrook, Ill.; Clayton 
TO0L Mark & Co., Evanston, Ill.; Clifton Condvit Co., 
Jersey City, N. J.; General Electric Co., Bridge- 
port, Conn.; The Steelduct Co., Young » Ohio; 
CO. Enameled Metals, Pittsburgh, Penn.; Kondu Mfg. 


Co., Ltd., Preston, Ont. 





SALVA, © ILCtM@ee 
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CERTIFIED 


Re 


HIGH PF 











in our National Defense 


The making of fluorescent ballasts uses critical materials 
required in our national defense program. 


The Lighting Industry can best conserve available materials by using 
them most efficiently. To assure Jong, trouble-free ballast operation, 
full lamp life, rated light output and satisfactory fluorescent 
performance, insist on CERTIFIED BALLASTS in all fixtures. 


CERTIFIED BALLASTS are tested by Electrical Testing Laboratories, Inc., which 
certifies they meet the precise specifications that assure efficient operation. 


TO BE SURE ... look for the CERTIFIED shield on the ballast. 
ys 


Participation in the CERTIFIED BALLAST program is 
CERTIFIED open to any manufacturer who complies with the require- 
ments of CERTIFIED BALLAST MANUFACTURERS. 


ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 











2116 KEITH BLDG., CLEVELAND 15, OHIO 
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APPLETON EXPLOSION-PROOF EQUIPMENT 


Type FSQX Explo- 
sion-Proof and Dust- 
Tight Plug and Re- 
ceptacle with inter- 
locking safety switch. 


The Appleton 

n-Pr 

Hy ted poten om srs “trad Seal-Line Switch 

in Hospital surgeries. Available Unilet is a combi- 

in one- or two-gang models. nation switch hous 
ing and sealing 

Patent Applied for. unit. Completely 
explosion-proof 
without additiona 


sealing fittings. 
Pat. No. 
2,208,558 


Safety and service features ~— 
of the Appleton Type EFU Ex- 

ion-Proof Fivorescent Lighting Fix- 
tures make them foremost in design 
of fivorescent lighting for hazardous 
locations. 





Sold Through Electrical Wholesalers 


Pat, No. 2,392,202 

| A 

teeny’) APPLETON ELECTRIC COMPANY 
x f 1754 Wellington Avenue ¢ Chicago 13, Illinois 


Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. © CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santa Fe Ave. * ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth St., S. © PITTSBURGH, 414 Bessemer Bidg. ¢ BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street * DENVER, 1921 Bloke Street * PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9. 








Resident Representatives: Binghamton, Dallas, indianapolis, Kansas City, Orlando, 
Milwaukee, New Orleans, Seattle, Portland, Ore. 


Export Representatives: international Standard Electric Corp. 67 Broad St., New York 4, N.Y. 


When released in a flammable atmosphere, the 
tiniest electrical spark can reduce the greatest in- 
dustrial plant to worthless ruin. To guard against 
this sudden disaster, Appleton explosion-proof 
conduit fittings and fixtures are expertly designed 
to completely seal off dangerous arcs that lurk in 
the wiring systems of chemical plants, oil refin- 
eries, hospital surgeries—wherever explosive or 
flammable vapors, dusts or gases are present. 

Appleton Explosion-Proof equipment is easy 
to install and service. And among the hundreds of 
fittings and fixtures in the complete Appleton line 
is an explosion-proof fitting exactly suited to 
your needs. 

No matter what your lighting or wiring re- 
quirements—explosion-proof or otherwise, spec- 
ify Appleton, supplier to American builders for 
nearly half a century. 








APPLETON 
ELECTRIC 
PRODUCTS 








Evenina 


dirty deal... 


























When you sell or install new or re- 
placement motors for machine tools, 
your reputation depends on their 
smooth performance. Yet often they 


- - ~must work under dirty conditions— 
in dust, sawdust, filings or oil splashes 
goo name that may prevent a motor from even 


sell Hoover Motors! 
Hoover integral horsepower capac- 


get going on cue no matter how dirty 
their surroundings .. . for Hoover's 
centrifugal starting switch is com- 
pletely enclosed in a dustproof, dirt- 
proof, external switch housing. No 
dirt can ever get in to cause trouble. 

There are many other Hoover Mo- 
tors for many other needs besides 
machine tools. All are built like ma- 


tors costing far, far more. Let them 


itor-start motors can be relied on for 


starting. That’s why it pays YOU to 
clean! 


help keep YOUR good name clean! 


long, dependable service . . . and they Write today for details. 














Typical SINGLE-PHASE CAPACITOR-START 
HOOVER MOTOR, | HP, 1725 RPM. Dripproof 
construction. Features centrifugal starting switch 

with oversize electric contacts of pure silver, en- 
closed in an external, removable switch housing that 
permits easy access yet keeps foreign matter from lodg- 
ing between contact points and causing trouble. 

Also available: Other CAPACITOR-START models, Ys 
through 3 HP. SPLIT-PHASE models, 4 and 3 HP. 
POLYPHASE models, “% through 5 HP. 


THE HOOVER COMPANY « Kingston-Conley Division 
68 Brook Avenue, North Plainfield, New Jersey T] 
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Designed to 


ie snap into any 12” ceil- 5a 


ing opening for “T" Bar, 


acoustical celotex or plaster ceiling 
iad structure. Five mounting methods with or 
itt tt i =iiume ~~ 
glass shielding and diffusing elements in all lamp lengths 
and milliamp ratings. Write Sunbeam Lighting Co., 
777 E. 14th Place, Los Angeles, California. 


—— 





the live Neo- 
on’t penetrate ; 
pia cover. This jacket rage 
saa than keep water out, A lt 
‘11 not swell and deteriora = = 
a exposed to oil and grease- CG 
w 


Amerclad Welding cables are 
made from extra-fine strands to 
eliminate strain on the opera- 
tor’s wrists. This also allows the 
cable to be easily snaked into 
restricted quarters. 


“aes MARKS 


AMERICAN | 
ELECTRICAL WIRE 
AND CABLE 
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| with AMERCLAD: 


+o sunshine- 


Amerclad cables are designed to 
give top service even when ex- 
posed to sunshine, ozone, oil or 
grease. This chemical protec- 
tion, combined with the me- 
chanical strength of Amerclad, 
assures you of long life even 
under the most punishing con- 
ditions. 






Hang it Over cliffs st 


resist abenes iS the Strength, om 
SWays in 4." Even th 
8 in the w; ough it 
88 ainst ro, nd : 
©Oprene 


WRITE FOR INFORMATION. There is an Amerclad cable 
or cord to meet your exact needs. Amerclad cables are 
designed for specific uses on portable machinery, tools, 
motor and generator leads, welders, machine tools, 
appliances, mining machinery—wherever you need a 
heavy-duty cable that will give long life and freedom 


from trouble. 


Get in touch with your nearest AS& W office or write: American 
Steel & Wire Company, Rockefeller Building, Cleveland 13, O. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 


* COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL, IRON & RAILROAD COMPANY, FAIRFIELD, ALA., SOUTHERN 


DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


American Electrical Wire and Cable 
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NECA CONVENTION 


NECA’s Golden Anniversary 


**Building ‘for Defense” is theme of contractors’ 


fiftieth annual convention, in Washington, D. C. 


@ THE GOLDEN anniversary con- 
vention of the National Electrical 
Contractors’ Association, in Wash- 
ington, D. C., attracted more than 
1,500 electrical contractors from 
all sections of the country. One 
of the highlights of the meeting, 
which extended from October 9 
to 12, was the Exhibit of Electri- 
cal Progress, dramatizing electri- 
cal developments in the first half 
of 1951. 

Some of the feature attractions 
of the exhibit were an 8-ft. by 
12-ft. model of a modern steam 
generating plant; an electrically 
modernized miniature home 
which lights up at the press of a 
button to reveal lighting and wir- 
ing systems; a museum of ancient 
light source; a display of wiring 
devices used in 1901; and displays 
of many recent developments 
such as remote-control switches, 
electronic garage door operators, 
ceiling that glows without lamps, 
etc. 


Business sessions 


Business sessions of the con- 
vention, with “Building for De- 
fense” as the theme, began Tues- 
day morning, October 9. The first 
day’s sessions included addresses 
by NECA president, Erne C. 
Carlson, of Youngstown, Ohio, 
and Dan W. Tracy, international 
president, of the IBEW. 

Most of the business sessions 


28 


_ manpower, 


| took the form of open forums on 


industry problems, including 
installation (labor) 
only contracts, below-cost bid- 
ding, ethics, and proper contract 
forms. 

An important part of the con- 
vention was the presentation of 
committee reports. These includ- 
ed reports from the Governmental 
Affairs Committee, the Research 
and Education Committee, and 
the Business Promotion Commit- 
tee. 

The survival and progressive 
development of small business in 
this mobilization period depends 
upon its ability to pool manage- 
ment services in its trade associa- 
tions, Mr. Carlson told the con- 
tractors in his address which of- 
ficially opened the convention. 
He outlined the types of business 
management consultant service 
which the modern trade associa- 
tion can and must give its small 
business members. This outline 
was in the form of a report on the 
development of such services by 
NECA. 

“We hear much talk of govern- 
ment helping the small business- 
man,” Mr. Carlson said. “Here in 
NECA we have developed the 
pattern for the small businessman 
to help himself. By so doing he 
can keep from the clutches of vi- 
cious political power with his of- 
fer of ‘security,’ and by so doing 


he can contribute greatly to the 
preservation of free competitive 
enterprise in America. There is 
no security in the privileges that 
arise out of political power. 

“The suggestion has been made 
that we are not a trade association 
—that we are a management-con- 
sulting service to the small busi- 
nessman contractor. To that 
charge we plead guilty. Your 
officers, and you as members, 
having had a taste of our poten- 
tialities, will not condone indus- 
try representation which goes 
through the motions of acting as 
a lobby, puts out a few press re- 
leases, does some. entertaining, 
and provides an excuse for the 
tired businessman occasionally to 
absent himself from his office for 
a few days.” 


Management services 


Instead, Mr. Carlson pointed 
out that NECA has developed 
these specific management serv- 
ices for the small businessman: 

(1) A complete educational 
course in industry management 
tailored to the electrical contract- 
ing business and available to 
developing management and tech- 
nical personnel of member com- 
panies so that they will be better 
equipped to do the proper job of 
doubling the facilities for electri- 
cal use within the next ten years. 

(2) Assistance in sales engi- 
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neering to provide the tools for 
the creative selling of electrical 
applications so that the public 
will be provided with an intelli- 
gent and accurate understanding 
of the requirements for safe and 
efficient increasing use of elec- 
tricity. 

(3) Development of sound la- 
bor relations to the point where 
employer-employee relationship is 
one of tranquility, mutual respect, 
co-operation, and productivity. 

(4) Industry representation 
with the federal government on 
matters of administrative and leg- 
islative actions affecting the busi- 
ness. 

(5) A field service which 
brings all of these small business 
management consulting services 
to the contractor’s own office and 
which can tell him they are help- 
ful and how he can best use them. 

“In this way,” Mr. Carlson ex- 
plained, “small business contrac- 
tors can have available necessary 
management services which large 
business units rely on and which 
small businessmen can only af- 
ford if they pool some of their 
resources through their trade as- 
sociation.” 


Government policy 


A recommendation that legisla- 
tion be sponsored that would set 
forth a clear federal construction 
contracting policy designed to eli- 
minate favoritism and unethical 
practice in contract awards was 
presented in the report of the 
NECA _ Governmental Affairs 
Committee, with the proposal that 
the contracting industry get be- 
hind such a reform. 

The Committee suggested that 
perhaps a full review of practices 
in the construction industry might 
be a wholesome and helpful activ- 
ity at this time. 


Problems demanding attention 


The Governmental Affairs 
Committee said: “The problems 
demanding attention fall into 
three principal categories, name- 
ly: one, matters of an emergency 
nature having to do with mate- 
rial, price, and wage controls; 
two, matters concerning basic 
federal policies on construction 
procurement; and three, federal 
policies on contracting procedure 


for federal work as a pattern for 
private work.” 

The report noted that the 
trend of federal construction pro- 
curement is toward favoring the 
large integrated operator and use 
of the cost-plus-fixed fee contract. 

Committee Chairman C. W. 
Moseley, of Charlotte, N. C., as- 
serted that both practices were 
wasteful of manhours and dollars 
and he urged that a federal con- 
struction procurement policy be 
spelled out by the Congress which 
would utilize to the fullest extent 
possible existing, competent, 
equipped small business units in 
the construction industry and put 
as much of the work as possible 
on a lump sum contract basis. 


Policy principles 


“Such a_ policy,” he - said, 
“should voice these principles: 

“That full use be made of exist- 
ing mechanical specialty contrac- 
tor organizations having tools, 
equipment, technical and super- 
visory staffs who are now prepar- 
ed to do the job, instead of allow- 
ing them to stand idle while in- 
experienced and inefficient high- 
cost organizations are developed. 

“That job management func- 
tions and experience-tested indus- 
try practices be given full play 
and encouraged rather than sup- 
pressed or supplanted by arbi- 
trary and unrealistic policies or 
procedures. 

“That mechanical specialty con- 
tractors be assigned complete re- 
sponsibility for the procurement 
of all equipment, material, and la- 
bor required to accomplish their 
part of the project. 

“That normal contracting pro- 
cedures be followed to permit the 
awarding of the mechanical spe- 
cialty work to established organi- 
zations of experienced and proven 
capabilities.” 

To stop the unethical practice 
of chiseling on bids after firm of- 
fers have been submitted, the 
Committee urged a federal statu- 
tory contracting policy that would 
have the effect of making the 
awarding authority the deposit- 
ory of all bids from subcontrac- 
tors. In that way the government 
will know the general contractor 
has not beaten down the quota- 
tion of his subcontractors to the 
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D. B. Clayton 


D. B. Clayton, electrical con- 
tractor from Birmingham, Ala., 
was elected president of the 
National Electrical Contractors 
Association at the final meeting 
of its Golden Anniversary Con- 
vention, in Washington, D. C. He 
succeeded Erne C. Carlson, of 
Youngstown, Ohio. 

Mr. Clayton is an electrical en- 
gineering graduate of Clemson 
College. He is president of Elec- 
trical Constructors, Inc., and 
vice-president of the Knight 
Electric Co., both of Birmingham. 
For several years he has served 
as regional vice-president, rep- 
resenting District 3 which in- 
cludes the southeastern states. 

New regional vice-presidents 
were elected for both the south- 
eastern states, District 3, and the 
southwestern states, District 5. C. 
W. Moseley, of Charlotte, N. C., 
associated with the _ electrical 
contracting firm of R. H. Bou- 
ligny, Inc., was named vice- 
president of District 3. Walter 
Schnorbus, of W. B. Schnorbus 
Electric Co., Houston, was elect- 
ed vice-president of District 5. 


detriment of quality on the job 
and has not pocketed the “sav- 
ings.” 

Chairman Robert W. McChes- 
ney, Washington, D. C., of the 
NECA Research and Education 
Committee, reported that the 
NECA educational program de- 
signed to give contractor manage- 
ment personnel access to practi- 
cal courses of instruction in man- 
agement problems is now under- 
way. Enrollments have started 
in both correspondence courses 

(Continued on page 51) 
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Place conduit flat on the floor 
and hold securely to make an ell. 
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To make neat 90 deg. elbows mark 
carefully and bend to the mark. 


Information for this series of arti- 
eles was furnished by the Committee 
on Electrical Distribution Systems of 
the American Steel and Iron Institute. 
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Part I 


Only with the proper kind of tools can you do a job 


quickly, professionally, and at the lowest cost 


@ STEEL CONDUIT wiring systems 
are applicable to every type of 
building and occupancy. Their 
use is permitted under the Na- 
tional Electrical Code for all loca- 
tions, both inside and outside, al- 
though a few restrictions are plac- 
ed on electrical metallic tubing 
where the conduit may be sub- 
jected to severe mechanical injury 
or extremely corrosive influences. 
Steel conduits are specifically re- 
quired in certain hazardous loca- 
tions where explosive atmos- 
pheres are present. 

The strength and durability of 
steel conduits make them espe- 
cially suitable to fireproof con- 
struction and locations where the 
wiring system may be subjected 
to unusual mechanical abuse dur- 
ing construction and throughout 
the life of the building. 

Steel conduits are, therefore, 
recommended for use in all types 
of industrial and commercial 
buildings, on bridges and similar 
structures, as well as on traveling 
cranes and railroad cars. 

Similarly, they are recommend- 
ed where special local protection 
is desired, as in residential serv- 
ices or hay-mow wiring and pole 
meter loops on farmsteads. Steel 
conduits are always used for 
water-tight construction. 


Steel conduits provide a con- 


tinuous ground for all parts of the 
wiring system so that it is not nec- 
essary to install separate conduc- 
tors to ground individual pieces 
of equipment and appliances. 

The fact that a conduit system 
of wiring permits the withdrawal 
or replacement of wires at any 
time makes this method of wiring 
especially adaptable where the 
likelihood of future expansion or 
conversion exists. 

Proper tools are a necessity, for 
only with the right kind of tools 
can one do a job quickly, profes- 
sionally, and at the lowest cost 
The electrical contractor who 
makes it his business to install 
good steel conduit wiring systems, 
must make sure that he has the 
tools with which to do his work 
efficiently. 

In addition to the usual tools 
carried by the electrician, a cer- 
tain number of special tools are 
needed for the installation of steel 
conduit wiring systems. A few of. 
these tools are described here. 

Reamers are véry important in 
conduit work to smooth the edges 
after cutting the conduit. This 
prevents injury to the conductor 
insulation, and makes wire pull- 
ing easier. Conduit reamers are 
made so that each fits several 
sizes of conduit. 


Knockout tools are used to 
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punch knockouts of the desired 
size in pull boxes or to enlarge 
existing holes. There tools are 
sold in sets, each set suitable for 
a number of conduit sizes. 

A fish tape is used to pull wire 
into conduit. A good fish tape 
of flexible steel is a great time 
saver, especially where wires 
have to be pulled through several 
bends in long conduit runs. 
Standard fish tapes are available 
from 50 to 200 feet in length. 

Conduit hickeys are employed 
for hand-bending the smaller 
sizes of rigid steel conduit without 
distorting the inside diameter. 
The hickey is screwed into a piece 
of pipe approximately 4 feet long 
to obtain leverage. The bend is 
made by inching the tube through 
the hickey, making about a 10- 
degree bend with each move. 

Electrical metallic tubing re- 
quires a special hickey or bending 
tool. The bending tool eliminates 
the possibility of kinking or flat- 
tening the tubing by providing 
extra ‘support at the sidewalls. 
Exact, smooth, round bends of 
any angle can be made with these 
tools. 


Practical bending tool 


Another practical bending tool 
for EMT is the Hossfeld-type 
bender. This tool is an interme- 
diate between a_hand-bending 
tool and a hydraulic bender. It is 
particularly useful when a great 
many bends are necessary on the 
larger sizes of conduits. 

Indenters are crimping tools 
used to secure sleeve-type EMT 
connectors to the tubing. 

EMT holders grip the tubing 
firmly so that other tools, such as 




















Four steps are required to make 
a saddle bend for a_ cross-over. 


cutters, can be used. These hold- 
ers will not flatten the tubing. 

EMT cutters produce a smooth, 
square cut. They are made to fit 
l4-inch, 34-inch, and 1-inch elec- 
trical metallic tubing, however, a 
32-tooth hacksaw is generally pre- 
ferred. 

Vises are used to hold conduit 
for cutting, threading, and ream- 
ing. A considerable variety of 
these tools is available, according 
to the purpose for which they are 
to be used. 

A bench vise is designed to be 
clamped to a workbench or table. 
The post vise, a handy tool on 
the building site, can be clamped 
to any convenient post or other 
upright. A chain vise uses a 
chain in place of the conventional 
jaws to hold the conduit. 


Vise stands are usually a tripod 
arrangement which permits the 
vise to be placed at any conven- 
ient spot. These vise stands are 
portable, firm, and efficient. They 
should be included among the 
electrician’s tools. 


Stocks and dies for threading 
conduit are made in several de- 
signs, each offering certain fea- 
tures and advantages. Solid stocks 
and dies make it necessary to 
change the die whenever another 
size of conduit is to be threaded. 

Adjustable die stocks permit 
the adjustment of the cutting 
teeth within a range of sizes, and, 
therefore, may be a time-saver 
when working on several sizes of 
conduit. 


Three-way die stocks 


Three-way die stocks are often 
used on smaller sizes of conduit, 
and have three solid dies perma- 
nently mounted to permit the cut- 
ting of three different sizes of 
conduit. These die stocks, though 
practical, are quite heavy. 

Most types of die stocks are 
made with two handles or are of 
the ratchet type. The ratchet 
type permits cutting of the 
threads from practically any posi- 
tion and is a great advantage 
when threads must be cut in a 
corner position or in other tight 
places. 

All die stocks are equipped 
with a guide which fits around 
the conduit and keeps threads 
straight and true. 
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Neat offsets are proof of the elec- 
trician’s skill and ability. 


The standard pipe wrench is 
usually sufficient to tighten the 
smaller sizes of conduit. For larg- 
er sizes, however, a pipe tong, 
which acts similarly to a chain 
vise, is the preferred tool. Pipe 
tongs are made for all sizes of 
conduit. 

The hydraulic bender is a time- 
saver for work on the larger sizes 
of rigid steel conduit and EMT. 
This tool, which performs bend- 
ing operations on heavy conduit 
with ease, is usually limited to 
the larger jobs because of its 
weight and cost. 

Cable pullers and wire reels 
are frequently used for the in- 
stallation of the larger sizes of 
ductors. Both are extremely 
handy on large installations, and 
save a great deal of labor and 
time. 

Hydraulic pipe pushers are 
used for underground installa- 
tions of conduit. They eliminate 
slow and back-breaking trench- 
ing operations. The conduit, 
which must be equipped with a 
cap or point, is driven through 
the ground in a manner similar 
to that used in well drilling. 

Pipe pushers can be operated 
at different pressures, depending 
on the size of conduit and the type 
of ground through which the con- 
duit is driven. Standard pipe 
pushers permit pushes of from 4 
to 7 feet without change of pipe 
clamp. 


Using raceway tools 


Don’t try to get along with poor 
tools. You can do a workmanlike 
job only if you have high-quality 
tools which are designed for the 
particular operation. Always kecp 
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Roll type benders are required for 
proper bends in EMT. 
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tools in good condition. Make 
sure that the teeth in your wrench 
are clean and sharp so that they 
will take a good bite. Dull teeth 
will slip and injure the zine or 
enamel coating on the conduit. 

It is poor economy to save on 
the amount of lubricant or to use 
the cheapest grade you can find 
when you cut threads. A good 
lubricant, and plenty of it, helps 
to do a better job faster. 

If enough lubricant is used, 
you will cut cleaner, sharper 
threads, and dies will last longer. 
Don’t use a few drops of oil here 
and there when cutting—lubri- 
cate during the entire time. Re- 
member, clean, sharp threads can 
be cut only when the conduit is 
well lubricated. 


Cutting the threads 


Conduits must come close to- 
gether in the couplings and must 
find a firm seat in the shoulders 
of the threaded hubs of conduit 
bodies. It is important, therefore, 
to cut the threads long enough. 
In other words, cut a full thread. 

Run the die up on the conduit 
until the conduit just about comes 
through the die for about one- 
half inch or one full thread. This 
gives you a thread length which is 
adequate for all purposes. 

When in doubt, it is always bet- 
ter to cut the thread a little too 
short rather than too long. If the 
thread is too long, the portion 
which does not fit into the cou- 
pling or threaded hub will cor- 
rode because threading removes 
the zinc or enamel. For this rea- 
son, make sure the threads are 
long enough, but never too long. 

Don’t cut conduit too short. 
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Nothing is more annoying than to 
cut and thread conduit and then 
find that it is just a hair too short. 

In addition to the length needed 
for the piece of conduit, allow an 
additional 3g-inch on smaller sizes 
of conduit for the wall of the box 
and the bushing. Because larger 
sizes of conduit are usually con- 
nected to heavier boxes, allow ap- 
proximately % inch. 

If additional locknuts are need- 
ed in the run, a %-inch allowance 
for each locknut will be sufficient. 
Where conduit bodies are used, 
be sure to include the length of 
the threaded hub in your meas- 
urements. 

When bending elbows, lay the 
conduit on the floor and rest the 
free end against a wall or other 
firm support. This will take care 
of the back thrust and prevent 
the conduit from slipping. Keep 
one foot on the conduit so that it 


+ will stay flat on the floor. 


Don’t try to bend conduit on 
a scaffold or other unstable plat- 


form; always play safe. 


90-degree elbow 


To make a 90-degree elbow, 
mark the conduit where the cen- 
ter of the bend should be. Then 
put the hickey a few inches ahead 
of the mark (4 to 6 inches, de- 
pending on the size of the con- 
duit) and make the bend about 
half way (45°) by pushing down 
on the hickey lever arm. 

Now move the hickey an inch 
or so, and bend another 20°; move 
the hickey again and bend to al- 
most 90°. Check to make sure 
that the bend is exactly on the 
mark. If it is too long, finish 
with a short bite; if too short, 
finish with a long bite. 

Finally, check the bend against 
a wall or other upright to make 
sure that it is 90°. Make any final 
adjustment necessary. Avoid re- 
bending too much or too often. 
Rebending puts a_ considerable 
strain on the conduit and while 
it may not break, the coating may 
crack and cause corrosion. 

To cross a small obstruction or 
other runs of conduit, it is nec- 
essary to bend a saddle. This is 
accomplished by marking the con- 
duit at a point where the saddle 
is required, and placing the hick- 
ey a few inches ahead of this 


point. Make a bend (1) of ap- 
proximately 30 degrees, then 
move the hickey to the inside and 
make another bend (2) of 30 de- 
grees in the opposite direction. 
Move the hickey the desired 
length of the saddle and bend (3) 
exactly like bend No. 2. Finally, 
move the hickey again and make 
bend (4) in the opposite direc- 
tion to bends No. 2 and No. 3. 

For most saddles, bends No. 1 
and No. 2, and bends No. 3 and 
No. 4, must be as close together 
as the hickey permits. A clean 
saddle is difficult to make because 
each individual bend must be ex- 
actly in the same plane as all the 
other bends. 


How to make offsets 


To make a neat. offset, first 
determine exactly where the off- 
set should be made and how much 
offset is needed. Mark the con- 
duit at the point where the 
straight leg of the offset should 
start. Stand the hickey on the 
floor with the jaws up, and in- 
sert the conduit in the hickey 
jaws at a point approximately 3 
to 5 inches below this mark. 

Using the conduit as a lever, 
pull it down the desired angle of 
offset. Then move the hickey the 
required distance along the bent 
portion of the conduit and bend 
the conduit in the opposite direc- 
tion until the two straight legs of 
the offset are parallel. 

Be careful not to turn the con- 
duit when you move the hickey 
from one position to the next, in 
order to keep the offset flat. 

When offsets are made on walls 

(Continued on page 51) 














Saddles and offsets in EMT are also 
made with roll type bender. 
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Modern appliances and adequate wiring have expanded 


residential wiring to the point where it can be profitable 


“We prefer residential work” 


by Joe A. Atkison, Jr. 


Atkison Electric Company 
Austin, Texas 


@ Our BUSINESS is divided about 
equally between commercial and 
residential work, but we have a 
preference for the _ residential 
jobs. Our reasons are strictly of 
a business nature; they cannot be 
attributed to any sentimental fac- 
tors. 

We can understand the major- 
ity of electrical contractors’ lean- 
ing in the opposite direction. 
Commercial jobs, notwithstand- 
ing, are of less interest to us. 

First, residential work shows a 
quicker turnover of profit. And 
I say profit with no reservation. 
Every residential job we under- 
take shows a net profit from ne- 
cessity. 

These jobs are undertaken on 
a cost-plus basis. That is some- 
thing that cannot be said of com- 
mercial jobs, for such jobs are 


(Top) Joe A. Atkison, Jr., author 
of this article, favors residential 
jobs because they are undertaken 
on a cost-plus basis, and each one 
shows a net profit. 

(Bottom) Joe Atkison believes 
that when contractors or house- 
wives come in to select residential 
fixtures, they are also exposed to 
appliances such as attic fans, which 
this contractor is inspecting. 
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seldom awarded on a cost-plus 
basis. 

Thus, it means that when en 
electrical contractor gets a com- 
mercial job, he has successfully 
out-guessed his competitors. This 
out-guessing usually favors the 
“prime” rather than the electri- 


cal low-bidder. And the ensuing 
worry associated with getting the 
job is hardly worth what it will 
cost. 

On the other hand, residen- 
tial jobs are literally dropped in 
the lap of the contractor who is 
in a position to execute that type. 





In this discourse, I want the 
readers to know that when I 
speak of residential wiring, I am 
not referring to drop-cording 
shacks. The work I have in mind 
is housing projects and remodel- 
ing undertakings in homes valued 
at $30,000 upward. 

We are set up to handle these 
type jobs. Consequently, curb- 
stoners offer us no worry. The 
shies 
away from residential work be- 
cause of the cut-throat bids of 


electrical contractor who 


curb-stoners, in all probability, is 
in no better shape to handle this 
type work 
stoners. When this is the case, 


than are the curb- 
curb-stoners do enter the picture 
as competitors 

Curb-stoner competition 


But at their best, curb-stoners 
Who 


can locate them when they are 


offer limited competition. 
wanted? Their operation is such 
that they 
than one job at a time. 


handle more 
If they 
have a job, they are working, and 


cannot 


their office being in their vest 
pocket, the vest is temporarily 
cast aside in favor of a suit of 
coveralls. 

And what about materials and 
fixtures? 

We have found it imperative to 
carry a heavy inventory of both 
When we 
go on a job, we can load from our 


materials and fixtures. 


own warehouse. This is a time- 
saving factor; and time saved is 


money earned. Outside of emer- 


gency calls, we know in advance 
(Continued on page 58) 


(Top) Atkison’s carries a large 
variety of fixtures for two reasons: 
they carry a nice mark-up; and 
contractors can send customers to 
Atkison’s to select all their fix- 
tures in one store. 

(Center) Mrs. Joe Atkison, Sr., 
shows fixtures to many a contrac- 
tor in this attractive showroom. 
Panels are of natural knotty pine, 
redwood, asbestos siding, and wood 
siding, in various colors to simu- 
late surroundings in the home. 
(Bottom) The contractor is called 
into the office and shown an item- 
ized list of labor and materials—a 
tentative statement—before he re- 
ceives his actual bill. If there are 
any differences, they are settled. 


ELECTRICAL SOUTH for NOVEMBER, 1951 





LOOKING AHEAD 


now for business promotion 


is the recommendation of NECA’s Business Promotion 


Commitiee, headed by H. L. Scott, of Houston, Texas 


@ INTENSIFIED industrial mobili- 
zation activities have blunted the 
opportunity for the normal devel- 
opment of the NECA Business 
Promotion Program initiated 
three years ago. 

Today electrical contractors 
have difficulty obtaining mate- 
rials and labor to do urgent work 
‘and any large and aggressive 
business building program would 
find little support. 

However, the Business Promo- 
tion Committee is not insensible 
to the fact that this might be the 
very time that the big promotion- 
al effort of NECA should be made. 
Such promotions invariably have 
a lag time of six months to two 
years in results, and by that time 
the situation well might be such 
that an effective promotional pro- 
gram started now would not only 
pay dividends but, indeed, might 
be a “must.” 


The year ahead 


It would seem proper at this 
time for the Committee to propose 
activities for the coming year that 
would attempt to accomplish the 
following results in this order: 

(1) Improve the basic condi- 
tions in the electrical contracting 
industry upon which an effective 
business promotion could be built 
at the appropriate time. 

(2) Carry out defense-connect- 
ed short-range programs designed 


to bring the contractor into essen- 
tial maintenance operations. 

(3) Plan for long-range promo- 
tional efforts so that the industry 
attitude can be properly condi- 
tioned and a program made ready 
at the appropriate time. 

(4) Continue the publication of 
the industry product 
manual. 


literature 


Improving basic conditions 


No electrical contracting firm 
can do an effective business devel- 
opment job unless it is favored 
with some basic conditions that 
permit it to exist and grow. No 
electrical contractor can sell ef- 
fectively if he is forced to remain 
a one-man shop, having to per- 
form the multiplicity of duties of 
engineering, sales, estimating, job 
management and 
Even the genius among 
us soon would tire of such a re- 
gime. 

Proper creative sales effort re- 
quires personnel and time. There- 
fore, we have little patience for 
our colleagues in the industry 
whose hearts bleed for “the self- 
employed contractor,” and who 
expend money and effort to cater 
to him in the fond belief that he 
is a major factor in the industry. 

To have a proper base for ef- 
fective creative sales effort, the 
electrical contractor must have: 
(a) an adequate supply of pro- 


accounting 
service. 
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ductive labor; (b) an adequate 
supply of material from suppliers 
who recognize the contractor as 
the proper distribution channel 
of installation material; (c) a fair 
and equitable contractual basis; 
(d) competent management per- 
sonnel; and (e) fair and realistic 
regulations. 

Most of these requisites are out 
of the ken of this Committee, but 
one is definitely within our tar- 
get and we shall devote the major 
emphasis in this report to it: the 
matter of material. 


Misguided efforts 


In the past several years mis- 
guided efforts by 
wholesalers and 


sales many 
manufacturers 
have created the impression that 
large economies are to be had in 
the direct purchase of electrical 
equipment and materials. These 
representations were made with- 
out the slightest knowledge of in- 
stallation and the axiom that 
material is only an incident to 
construction. 

Any good knows 
that the principle value to him 
of having complete procurement 
control over material is not in any 
margin he might obtain as a re- 
sult of purchase, but in having 
material under a control that as- 
sures its proper delivery on the 
job at the right time and in the 
proper shape and size. 


contractor 
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This is a selling job for the con- 
tracting industry. 

It is not a matter that can be 
resolved or helped by the obvi- 
ous but illegal weapon of boycott 
or collective pressure. 

It is a matter of education and 
a thorough selling job on the 
proper economic function of the 
contractor. This is a job that can- 
not be done overnight but one 
that will take five or ten years or 
even a generation of business 
management. 

There are two things that can 
be done. One is a long-range 
continuing forum on the matter. 
That is a job for NECA. The 
other is specific educational and 
promotion effort directed to spec- 
ific cases, and this is a matter be- 
tween the individual member, his 
chapter, and the headquarters 
staff. 


When a supplier makes a signi- 


ficant sale outside of economical- - 


ly sound industry channels, there 
should be a prompt report of that 
to the chapter and to the national 
office. These units could present 
to the offender a factual state- 
ment of why such a transaction 
did none of the parties any real 
good. 

To accomplish this, a minimum 
allocation of $5,000 for education- 
al purposes should be set aside for 
the coming year. 


Maintenance service 


Maintenance is one of the urg- 
ently needed services of the elec- 


trical contractor. Priority assist- 
ance is provided the contractor 
engaged in this type of work, 
especially in defense - connected 
plants. It will be the bread-and- 
butter business of many medium- 
sized contractor organizations in 
the period of squeeze immediately 
ahead. 

NECA already has provided a 
valuable tool for industrial main- 
tenance business development, 
and the Anaconda “Power Up and 
Be Prepared” program still is 
available to those interested in 
this work. 

Provision should be made for a 
reprint of the “NECA Preventive 
Maintenance Manual,” and in 
addition it is recommended that 
the staff prepare and publish a 
manual on lighting maintenance 
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to satisfy the increasingly heavy 
demand for such a sales tool on 
maintenance. 

A vast wealth of material is 
available for this and the corre- 
lation and publication is all that 
is required. For this purpose and 
for possible reprinting of the Pre- 
ventive Maintenance Manual a 
budget of $2,000 should be pro- 


vided in the coming year. 
Long-range plans 


This is a phase of the program 
that requires thinking, not appro- 
priations at this time. No recom- 
mendations for budget are being 
made other than the nominal cost 
of carrying out the regular indus- 
try promotional efforts such as 
Adequate Wiring and Planned 
Lighting. 

Reference is made in this report 
to the subject for the purpose of 
reminding the membership that 
conditions demanding a vigorous 
industry promotional effort could 
possibly come very suddenly, and 
we should take advantage of this 
time to plan for such a situation. 

The Committee will be pleased 
to act as a clearing house for any 
and all suggestions on the subject 
and all ideas will be correlated 
and given full consideration. 

Here are a few hints offered as 
a guide to thinking on this mat- 
ter: 

(1) This is a national promo- 
tional problem that must be di- 
rected to the ultimate consumer 
of electricity and is not something 
that should be confined to a lim- 
ited class such as architects or 
general contractors with whom 
we happen to do business. 

(2) The appeal must be made 
on a broad, general base such as 
“demand the services of a quali- 
fied electrical contractor for all 
of your electrical work.” The pur- 
pose is to acquaint the public with 
the fact that there is such a thing 
as an electrical contractor. 

(3) The actual program must 
begin at some point before we are 
able to say that all contractors are 
qualified, for in this, as in every- 
thing else, it is impossible to 
reach perfection. 

This year under the sponsorship 
of the Committee, the product 
literature manual, “Electrical 


” 


Materials Equipment Tools,” was 


published. Although this new 
publication did not receive the 
support of manufacturers in the 
initial publication necessary to 
defray costs of publication and 
distribution, a poll of the indus- 
try shows an overwhelming de- 
mand for such a service. 

This is a publication associated 
with Qualified Contractor, and it 
is anticipated that the Staff will 
be able to make changes in the 
service suggested by contractors 
and by experience that will bring 
its republication cost within the 
general estimate of probable reve- 
nue so that it will not be a budget 
liability. 

Accordingly, the Committee 
recommends that “EMET” be 
published again in 1952 with a 
view toward making it a regular 
annual service feature. 


Principal committee activity 


This year the principal activity 
of the Committee has been to 
continue the programs initiated 
last year. These concerned the 
promotion of Electrical Moderni- 
zation. The Committee found 
that very little of last year’s pro- 
gram was actually carried down 
to the chapter level. 

This year that essential step has 
been made to a degree which is 
remarkable. More modernization 
program materials and chapter 
promotional kits have been order- 
ed and used this year than were 
used last year. 

The Association’s part in the 
Adequate Wiring program was 
maintained, and an _ important 
contribution to the industry’s pro- 
motional effort was made in the 
course of preparation for this Ex- 
hibit of Electrical Progress. It 
is a display of an adequately wir- 
ed home to be made available to 
the industry for promotional pur- 
poses. 

It is appropriate to report at 
this time that this Exhibit of Elec- 
trical Progress, sponsored by the 
Committee and planned by the 
Public Relations Department, is 
an example of important co-op- 
erative promotional effort within 
the electrical industry. 

The idea of a display showing 
to the public electrical progress 
within the past half century was 

(Continued on page 53) 
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Modern cove lighting 
with standard fixtures 


@ ORNAMENTAL LIGHTING effects 
usually require special fixtures 
which, because they are ornamen- 
tal themselves, are more expen- 
sive than standard or non-orna- 
mental fixtures. 

Recently, we completed a cove- 
lighting installation which is not 
only ornamental but also prac- 
tical, and it called for the use of 
standard fixtures instead of orna- 
mental ones. 

Because the fixtures were con- 
cealed, it was not necessary for 
them to be streamlined or attrac- 
tive. 

This installation was made at 
the new and modernistic Pearl 
Restaurant, recently opened on 
St. Charles Ave., in New Orleans, 
La. Coves were constructed in 
the space between the original 
high ceiling and the new drop 
ceiling; the cove openings in the 
drop ceiling consisted of rec- 
tangular spaces. 


Cove openings 


A long row of these openings 
ran the length of the ceiling on 
one side of the restaurant. This 
row illuminated the beverage and 
oyster bars directly below it. 

On the other side there were 
three similar openings, but larger, 
which illuminated the dining 
area; additional lighting was ob- 
tained with the aid of 32 recessed 
spot lights which gave an orna- 
mental effect to the flat ceiling. 


The fixtures used were stand- 
ard strip-1ighting fluorescent 


Expensive-looking effects from inexpensive fixtures 


by Vincent Torres 


Torres Electric Service 
Chalmette, La. 


units. Some 28 of these were were required for the other side 
used for the long row of cove of the restaurant; that is, six two- 
openings, one fluorescent tube to lamp fixtures for each of the three 
each fixture. cove openings on this side. 
Eighteen two - lamp fixtures (Continued on page 56) 





Perspective — looking down on 
topside (ttic side) of drop 
ceiling , showing fixture 


installations 
Approx. 4’ 
Double tube 
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Line construction economies 


Rapid growth in miles of line and number of customers 


has put line construction on a mass production basis 


by John F. Nash 


Division Engineer 
Appalachian Electric Power Co. 
Blue field, W. Va. 


This article is adapted from a paper 
presented to the Southeastern Electric 
Exchange, in Richmond, October 4-5, 
1951. 
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@ Our RECENT load increases 
have added to the need for new 
transmission and _ distribution 
lines, the re-inforcing of existing 
lines, the enlarging of existing 
stations, and the building of new 
stations to serve the rapidly grow- 
ing distribution system. 

All of this has had to be done at 
a rather rapid rate. This growth 
has required us to develop “mass 
production” methods for building 
lines and related facilities. 

Our mass production methods 
have been based on careful de- 
tailed planning and close atten- 
tion to small details and items of 
cost in order to hold down the 
over-all costs in‘ the repetitive 
building of many miles of line. 

In like manner, our company 
has carefully studied station de- 
signs and details of cost to reduce 
over-all station costs. 

Costs have been kept down 
without sacrifice of operating re- 
liability of the lines and stations. 
Operating records have been ex- 
cellent. 


Construction problems and procedure 


I wish to speak from experience 
in the Bluefield Division of the 
company, which division operates 
in 17 counties of the southwestern 


part of Virginia and six counties 
located in the south part of West 
Virginia. 

I particularly will discuss our 
rural building program, since our 
experience gained in this program 
has taught us many things appli- 
cable to all types of lines. This 
experience has been used in the 
building of major distribution 
feeders, sub-transmission and 
transmission lines, and even in 
urban construction. 

The growth in other divisions 
of the company has paralleled the 
Bluefield Division growth. Prob- 
lems in other divisions have been 
similar to ours in Bluefield. 

Since 1935, more than 10,000 
miles of rural lines have been 
built in the Bluefield Division. 

The rural program started in 
1935 with a thorough survey of 
area possibilities. Maps were pre- 
pared showing roads, customer 
locations, land marks such as riv- 
ers, mountains, etc. A forecast 
of the mileage to be built, and cus- 
tomers to be secured, was pre- 
pared. A tentative system was 
designed to handle the loads and 
customers indicated in the survey. 

Organized teams were set up to 
actively solicit rural business and 
secure the necessary rights of 
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way for rural lines. These teams 
functioned exceedingly well. 

Our mass production methods 
of designing and constructing 
lines involved the consideration 
of many factors. 

Rural revenues are such that 
low-cost lines are a “must.” Our 
territory is rugged and would nor- 
mally require high-cost lines. 

The Bluefield Division territory 
is in high relief with many moun- 
tains, hills, valleys, heavily wood- 
ed areas, and a large percentage 
of rocky soil. Only by careful 
planning and use of material and 
labor has it been possible to build 
these lines at a reasonable cost. 


Procedures in design and layout 


Except in emergencies or on 
very short line extensions, our 
lines have been instrument sur- 
veyed, either by stadia or chain. 
Plat maps and profiles were pre- 
pared for use in designing and 
constructing lines. 

The rugged terrain encountered 
has forced us to use care in rout- 
ing lines and locating poles; if this 
had not been done costs would 
never have been reasonable. 

We endeavored to forecast load 
requirements both for immediate 
and future loads in order to pro- 
vide proper conductor sizes. Lines 
were constructed so that, when 
built single-phase, additional con- 
ductors could be added at reason- 
able cost later if necessary. 

Conductors were installed with 
conductivity to provide reason- 
able voltage conditions for con- 
siderable load growth and with 
future loads considered. Loads 
have actually grown, and the sys- 
tem extended so fast. that we 
have been pushed to keep pace 
with this growth. 

We standardized on _high- 
strength composite conductors, 
mostly ACSR (6/1) early in the 
program. We found these conduc- 
tors gave us low conductor costs 
and allowed spans as long as 
could be used in the territory. 

We early standardized on a 
7.2/12 kv “Y” common neutral 
system as best suited to the ter- 
ritory. As our loads grew, we 
three-phased existing single-phase 
lines, added new main feeders, 
and built new distributing sta- 
tions served from sub-transmis- 


Tue Appalachian Electric Pow- 
er Company has experienced a 
remarkable growth in load, cus- 
tomers, and in area coverage in 
recent years. The years 1935- 
1937 seem to mark the beginning 
of a more than normal growth, in 
fact an upsurge in growth. A 
few brief statistics will outline 
this expansion of the system. 

The total pole line mileage in 
operation of all kinds increased 
from 7,136 miles in December, 
1937, to 28,414 miles in Decem- 
ber, 1950. During the same period 
total number of customers served 
increased from 152,437 to 417,890. 
The kilowatt-hours delivered at 


This 


of course, 


sion or transmission lines. 
betterment program, 
continues. 

Our company has carefully con- 
sidered all material items such as 
poles, cross-arms, conductors, 
guying materials, insulators, hard- 
ware, etc. As an example of 
standardization in the Bluefield 
Division, we use transformers 
with one primary bushing on 
common neutral lines for single- 
phase loads and reserve two pri- 
mary bushing transformers for 
power banks. Materials and 
equipment are purchased on a 
company basis to insure best 
prices and deliveries when need- 
ed. 

Types of construction for all 
lines were studied and simplified 
as much as possible. We contin- 
ue to improve our construction 
standards as we gain experience, 
striving always to maintain ade- 
quate strength at reasonable cost. 


Design tools 


Tables of conductor sag ‘data 
have been and are used in the de- 
signing and constructing of lines. 
These sag tables are prepared for 
all types and sizes of conductors 
in use. 

The tables cover various ruling 
spans for various conductors at 
loadings of 50 per cent and 60 
per cent of ultimate conductor 
strength. Similar tables are made 
for heavy loading and medium 
loading conditions. Each design 
(final) sag table has its related 
stringing (initial) sag table. 


Celluloid pole locating tem- 
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the peak hour in November, 1936, 
was 290,540 as compared with 
868,288 in August, 1951. 

The system peak hour load for 
A.E.P. Company and its affiliates, 
Ky. and W. Va. Power Company 
and Kingsport Utilities, on Au- 
gust 21, 1951, was 1,015,905 kwh. 

For all types of loads the de- 
mands and customers have in- 
creased at an accelerated pace; 
however, rural electrification per- 
centagewise has had the greatest 
growth. In 1936, rural customers 
totaled 12,936 on 1,338 miles of 
rural line. As of June 30, 1951, 
195,800 rural customers are serv- 
ed on 23,387 miles of rural line. 


plates, with a vertical scale of 40 
ft. to the inch, and a 200 ft. to the 
inch horizontal scale, are con- 
structed using design sag data. 
The careful use of these tem- 
plates in locating poles saves con- 
siderable investment, produces 
lines which perform better in 
storms, and cost less to maintain. 

Earlier sag data was prepared 
using parabola formulas. Since 
1945, we have used sag data tables 
prepared by catenary formulas 
(formulas as developed by Nash 
and Nash and published in the 
October, 1945, Electrical Engi- 
neering transactions). We devel- 
op our sag tables using catenary 
formula in order to secure more 
accurate curves. 


Catenary data 


The extra time to prepare the 
tables is not excessive, and once 
prepared the tables are used 
many times. Catenary data gives 
us much better knowledge of con- 
ductor tensions. The use of cate- 
nary rather than parabolic curves 
for locating structures for hillside 
spans (particularly long spans) is 
especially important in order to 
insure proper conductor clear- 
ances. 

We prepared and use tables 
giving the pole loading in pounds 
for various sizes and numbers of 
conductors under ice and wind 
conditions. The tables indicate 
the transverse pound loading (at 
the usual conductor level) for va- 
rious span lengths. These tables 
speed the selection of the proper- 

(Continued on page 53) 
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They bank on good lighting 


Due to the structural design of the building, 


several unique problems were presented in lighting this bank 


by Sam Calhoun 


Sale 
Lou 


@ ONE OF THE MOST interesting 
lighting assignments that I have 
had occasion to work on over the 
last few years had to do with the 
design of a modern, efficient 
lighting system for the Guaranty 
Bank & Trust Company, Gretna, 
La. 

When we first became aware 
of the plans for this new bank 
building, we immediately con- 
tacted the building architect and 
discussed with him proposed 
ideas for the lighting plan. Sev- 
eral unique problems were pre- 
sented due to the structural de- 
sign of the building. 

Air-conditioning ducts, as. well 
as structural members, made it 
difficult to recess fluorescent fix- 
tures in the ceiling. Too, the ceil- 
ing height had two different 
elevations, one 12 feet and the 
other 8 feet. 

The 8-foot ceiling being over 
the bookkeeping department com- 
pelled us to think in terms of 
recessed lighting. Another feature 
requiring careful consideration 
was that of focusing attention on 
the universal cage arrangement 
through highlighting. 

To meet these problems we 
used ten Daybright Troffers No. 
42255-8, eight No. 42255-4, and 12 
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Representative 
siana Power & Light Company 


No. 1212 Kirlin fixtures in the 
main lobby. The use of the 8-foot 
and 4-foot fixtures was to pro- 
vide space for the air-conditioning 
and heating ducts. 

Also, the fluorescent troffers 
were used to build up the lighting 
intensity over the working area. 

The Kirlin No. 1212 were used 
for general lighting in the lobby 
area. The spacing between the 


recessed fluorescent fixtures is 6 
feet. The same lengthwise spac- 
ing was used for the Kirlin. This 
provided a general over-all light- 
ing level of 45-foot-candles. 
Additional lighting was needed 
on the teller cages. We, there- 
fore, recommended a fluorescent 
strip with baffle on each cage. 
This was done and provided ap- 
(Continued on page 51) 


The use of 8-foot and 4-foot fluorescent fixtures provides for the air- 
conditioning and heating ducts in this Louisiana bank. 
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power outlet 


receptacles 


15A. 125V.; 1OA. 250V 


The 5000 Line of 
. a Convenience Outlets 
SERVING = 


... for heavy duty use. 


ELECTRICAL ( a T-slotted, parallel siotted, 


and three wire receptacle. 
With double sided 


A MERICA contacts and underslung 


straps. In brown bakelite 
or in ivory. 


i™ : The Standard Line of 
4 Convenience Outlets 


Sturdy units with single 
Fixture Wire ; shied eaahaa Mode with 
Heater Cords - or without plaster ears. In 
Flexible Cords brown bakelite or in ivory 
Building Code Wire 
Non-Metollic Sheathed 
pi CHOOSE FROM 


“kta te Ie THE COMPLETE 
LEVITON LINE 
AT ALL LEADING 

American - DISTRIBUTORS 


/ 
Insulated Wire 


Corporation 


A 





Outlet Units available mounted on 
3% and 4 inch Outlet Box Covers 


eh allie 4-3) 


\ 
\ i datete( “Mat ielate, 


a subsidiary of the Leviton Company 


E 1] LEVITON MANUFACTURING CO. 


warehouses: Chicago, Ill., Los Angeles, Cal. 
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Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 





Wholesaler group 
holds annual meeting 


@ THE SouTHEASTERN Electrical 
Wholesalers Association held 
their fifth general membership 
meeting at Grove Park Inn, At- 
lanta, September 21. A great 
many members attended from 
Alabama, Florida, Georgia, North 
and South Carolina, and Tennes- 
see, and guests included non- 
member wholesalers. 

The morning session was strict- 
ly SEWA business, but the after- 
noon session featured an address 
by Carl S. Menger, vice-president 
of Triangle Conduit and Cable 
Co., New Brunswick, N. J. 

Mr. Menger’s address was fol- 
lowed by an open panel discussion 
led by M. O. Porter, deputy chief, 
Wire Mill Branch, Copper Divi- 
sion, National Production Author- 
ity, Washington, D. C. This dis- 
cussion covered in detail the then- 
pending NPA Order M-86, Cop- 
per Warehouse Replacement Or- 
der. This order has since been 
officially released by Washington 
on October 5. 

SEWA is now planning their 
second annual Industry Day meet- 
ing, which is tentatively sched- 
uled to be held in Atlanta on 
Thursday and Friday, January 24 
and 25, 1952, according to M. L. 
Tice, managing director of SEWA. 


Interest evident 
in residential lighting 


@ Firty - rour electric utility 
companies, out of 91 replying to a 
survey made by the Edison Elec- 
tric Institute’s residential lighting 
committee, are actively promoting 
home lighting, with an additional 
11 companies planning to begin 
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promotion in this market within 


| the near future. 


The 91 companies which sup- 
plied data for the survey serve 
19,437,620 residential customers, 
representing about one-half of the 
industry’s total. 


Fifty-two utilities stress Certi- 


’ fied Lamps in their home lighting 
'! activities. Lecture-demonstrations 


on home lighting are offered to in- 
terested groups by 74 utilities, and 
65 companies make home lighting 
calls. 

Eighty companies expressed in- 
terest in the Planned Home Light- 
ing Program offered by the in- 
stitute and Better Light Better 
Sight Bureau. Sixty-one com- 
panies requested continued pro- 
motion of home lighting in this 
national program. 

Forty of the replying companies 
co-operate with elementary 


schools in their service areas in 
programs designed to teach school 
children basic facts about light 
and sight; 45 companies work 
with junior high schools; 39 with 
senior high schools; and 17 with 
colleges. Twenty-two companies 
help to provide training for teach- 
ers in this subject. 


SEE holds 


Sales Section meeting 


@ A THREE-DAY sales conference, 
considered one of the most signi- 
ficant and important meetings of 
its kind to be held by the electri- 
cal industry of the South during 
the year, was held by the Sales 
Section of the Southeastern Elec- 
tric Exchange in New Orleans, 
October 31-November 2. 

The first day of the conference 
featured separate, parallel meet- 
ings of the Residential and Rural 
Sales Committee, the Commer- 
cial Load Building Committee, 
the Industrial Power Committee, 
the Advertising and Public Rela- 
tions Committee, and the Agri- 
cultural Development Committee. 

General conference sessions for 
all of those present were held on 
November 1 and 2, under the 
chairmanship of S. L. Drumm, 
vice-president, New Orleans Pub- 
lic Service Inc., and E. C. Eas- 
ter, vice-president, Alabama Pow- 
er Co. 

The general conferences featur- 
ed talks by leaders of the industry 
including Frank W. Wilkes, presi- 


IES GAVEL CHANGES HANDS — H. M. Horton, past-chairman of the 
Georgia Section, Hluminating Engineering Society, turned the gavel over 
to T. Taylor Peake at the first fall meeting of the section recently in 
Atlanta. Other officers who were installed are, left to right: 

T. A. Willis, Thompson-Wilson Co., board of managers; Robt. J. Kuzell, Electro Mfg. Corp., 
secretary-treasurer; Mr. Horton, General Electric Co., past chairman and beard of managers; 


Mr. Peake, Georgia Power Co., chairman; 


J. 


Dixon Mitchell, Westinghouse Elec. Corp., 


vice-chairman; and H. R. Chappell, Whitehead Elec. Co., board of managers. 
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dent, Southwestern Gas and Elec- 
tric Co., Shreveport, La.; C. B. 
McManus, president, Southeast- 
ern Electric Exchange, and presi- 
dent, The Southern Co., Atlanta; 
C. A. Tatum, vice-president, Dal- 
las Power and Light Co., Dallas; 
and Dr. Adam S. Bennion, vice- 
president, Utah Power and Light 
Co., Salt Lake City, Utah. 


Appleton Company 
founder passes on 


@ Abert Ivar Appleton, founder 
of the Appleton Electric Co., Chi- 
cago, died October 18 at the Au- 
gustana Hospital, Chicago. 


Albert Ivar Appleton 


Born in Halland, Onsala, Swe- 
den, Mr. Appleton came to Chi- 
cago in 1885. After gathering 
practical experience in manufac- 
turing techniques, he was in 1893 
made assistant superintendent of 
the Chicago Fuse Manufacturing 
Co. 

Ten years later, in 1903, he 
formed his own company, the Ap- 
pleton Electric Co., and started 
to manufacture electrical conduit 
fittings and specialties. From a 
modest beginning that company 
has grown into one of the largest 
in the field, with well over 1,500 
employees and with representa- 
tives in every important distribu- 
tion center of the United States 
and in many foreign countries as 
well. 


NECA Carolinas chapter 


elects new officers 


@ W. C. McGrecor of Anderson, 
S. C., was elected president of the 
Carolinas chapter of the National 
Electrical Contractors Association 
at the chapter’s annual meeting at 
Fontana Village, N. C., August 
26-29. 

Mr. McGregor succeeds E. C. 
Peele, Burlington, N. C., who was 





The New 
Gravity Type 
Flectric 
Heater 

You and Your 
Customers 
Have Asked 


For! 





THOUSANDS OF INSTALLATIONS in the TVA area were made 
last year. TESTS, checks, suggestions, showed what contractors 
and homeowners want in electric home heating units. The 
Cavalier is the LATEST WORD in practical, economical auto- 
matic room heating. 
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ELECTRICAL CONTRACTORS SAY: Easy to install, fastest, 
neatest installation job ever. A great advance in heating 
efficiency, and a heater you can install without having 
to make expensive call backs that eat up your profits. 





HOMEOWNERS SAY: Smart looking in any room. Silent. 
Draftless floods of heat throughout room. Clean heat from 
clean heaters. Exclusive design enables you to clean entire 
heater inside and out—without removing a single screw— 
in 3 minutes or less. 


GET COMPLETE FACTS on features like 30% MORE HEAT up through the elements; more 
ACCURATE room temperature control; FASTEST HEATER TO CLEAN; extra safety. MAIL 
THIS COUPON NOW Please send description, specifications, 
prices and discounts, on Cavalier Electric Wall Insert Heaters to: 


Firm Nome 





Address 





City 








Req ted by 
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hamed a national committeeman. 

Other officers elected included 
the following: first vice-president, 
Howard Pancoast, High Point, N. 
C.; second vice-president, J. W. 
Vaughan, Durham, N. C.; secre- 
tary, W. W. Hanks, Charlotte, N. 
C.; and treasurer, Ralph K. Rob- 
inson, Charlotte, N. C. 

Also elected were: governor, J. 
C. Bolen, Charlotte; national 
councilor, C. W. Mosely, Char- 
lotte; national committeemen, J. 
W. Dunn, Columbia, S. C., J. E. 
Griffeth, Greenville, S. C., Ralph 
Pressley, Asheville, N. C., and 
Paul Jordan, Columbia, S. C. 

Speakers at the meeting includ- 
ed D. B. Clayton, Birmingham, 
Ala., vice-president of District 
Three of NECA, and _ national 
president-elect of the association; 
F. T. Cornish, Washington, D. C., 
technical research director for 
NECA; and Herbert Wayne, vice- 
president of the Commercial Na- 
tional Bank of Charlotte. 


@ THE PLANT and office of the 
Chattanooga Neon and Electric 
Company, of Chattanooga, Tenn., 


has been moved into newly re- 
modeled quarters at 1029 Carter 
St. The plant has been rear- 
ranged and some new equip- 
ment added, reports W. A. Jewell, 
who has operated this business for 
38 years. The company manufac- 
tures fluorescent neon signs for 
light and decoration, as well as 
handling wiring installation for 
lighting. heat, and power. 


Holophane offices 
include Light Institute 


@ THE NEWLY enlarged executive 
offices of the Holophane Com- 
pany, Inc., at 342 Madison Ave., 
|New York 17, N. Y., include an 
unusual lecture hall, a Light and 
Vision Institute. 

Forming an integral part of the 
company’s research program, the 
Institute is also an impressive 
showplace and a center for the 
presentation of new lighting meth- 
iods and prismatic control. 

Dominating one entire wall is a 
giant light control board divided 
into. a series of compartments. 


The Light and Vision Institute is 
an unusual lecture hail in the New 
York offices of Holophane Co., 
Inc. Part of the institute is this 
giant light control board which il- 
lustrates the theory of redirecting 
light through prismatic control. 


Each of the compartments shows 
a specific example of redirecting 
light through prismatic control. 

Transparencies border three 
walls of the room, reproducing 
outstanding lighting installations 
covering a wide range of illumina- 
tion projects. Many of the 118 
refractors and 80 different lenses 
that Holophane manufactures are 
shown here on display. 





HAVE YOU TRIED THIS FINEST OF PLASTIC TAPES? 
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PACKED INDIVIDUALLY 
One 66-ft. roll, 34" width in 
single pocket-size metal can 


PLYMOUTH 


PLASTIC 


TAPE 


RECOMMENDED IN PLACE OF FRICTION AND 
RUBBER TAPES IN THE FOLLOWING SITUATIONS: 
1. Where tape is subject to abrasion (resists abrasion). 

2. Where space is limited (makes neater job, as in terminal box). 

3. Where tape is subject to water, acids, alkalies, corrosion (resists all). 
4. Where time must be saved (does the job much more quickly). 


” “ee — 


VE-PACK 
Five 30-ft. rolls, 34"' width 


in handy container 


PLYMOUTH RUBBER COMPANY, INC. 


Manufacturers of SLIPKNOT — The World's Largest Selling Friction Tape 


CANTON, MASS. 
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Dates Ahead 


Southeastern Electric Exchange, 

Sales Section, Roosevelt Hotel, FAS T E N | N G 
New Orleans, La., October 31- : 
November 2, 1951. D EV] € E w 

Occupational Vision Short 
Course, sponsored by LSU Col- 
lege of Engineering and Exten- 
sion Division, Baton Rouge, La., 
November 4-6, 1951. 

National Electrical Manufactur- 
ers Association, Chalfonte-Had- 
don Hall, Atlantic City, N. J., No- 
vember 12-15, 1951. 

*American Society of Refrig- 
erating Engineers, 47th Annual 
Meeting, Hotel Roosevelt, New 
York, N. Y., December 2-5, 1951. 

*American Institute of Electri- 
cal Engineers, Winter General 
Meeting, Hotel Statler, New 
York, N. Y., January 21-25, 1952. 

*Edison Electric Institute, Sales 
Conference, Chicago, IIl., April 
1-3, 1952. For more than 20 years, the Arro line of 

*Illuminating Engineering So- expansion shields, anchors, and toggle bolts has won a position of respect 
ciety, Southwestern Regional in many crafts and industries. 

Conference, Hotel Tulsa, Tulsa, This respect is due to Arro’s insistence upon high quality materials and 
Okla., April 6-8, 1952. top quality workmanship. There is no substitute for either . . . that's why 


*Illuminating Engineering So- we believe Arro products are your best buy. 
ciety, Southern Regional Con- 


ference, Hermitage Hotel, Nash- Sold only through Distributors 


ville, Tenn., April 20-22, 1952. 
_“Iluminating Engineering So- ARRO EXPANSION BOLT CO. ¢ MARION, OHIO 
city, National Technical Confer- 
ence, Edgewater Beach Hotel, 
Chicago, Ill., Sept. 8-13, 1952. 
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*Asterisk indicates meetings 
announced for the first time in 
this column. 


Southwestern section, 
IES, elects officers 


4 , ‘\ v 2 “ “ , rs) , nm: 
@ James T. Meletio has been GO x f if 0) Of aD 
elected chairman of the South- 
western section of the Illuminat- FOR LOW-HUMIDITY BRUSHES 
ing Engineering Society for the OPERATION... 


1951-52 term, according to A. D. eo eo ee , 
Hinckley, executive secretary of iL TRANSERT BRUSHES | Vet, CONTOURED Sroshes come 
the national office. to you precision-made at the 
Mr. Meletio is secretary of the Transverse grophite in- factory to match the radius of 
sert provides uniform your rings. There's no ‘‘field var- 
friction characteristics for iation,"’ no excessive arcing and 
reduced ring wear, even wear. Your maintenance men 
current distribution, bet- P 
ar sae don't have to cut down so-called 
ler ring lubrication. * 
Se oss ous. O.0gnene standard brushes — you save 
production and maintenance 
mayen time. Call the Helwig office near 
316 Walton Bldg.; Lo. 7202 you for CONTOURED. Brush 
710 Texas St.; Tel. 3-9819 f ct 
1101 Chenevert; Ch. 4-6549 acts. 
Ne: . Magazine & Poydras; Ma. 3925 


w Orleans. . 
Oklahoma City. ..323 NW 2nd St.; Te! 2-6881 
St. Lovis 1913 Washington Ave.; Ch 4519 


HELWIG CO., Carbon Products 


Make f Multiflex 


+B t 





James T. Meletio 
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Meletio Electrical Supply Com- 
pany, Dallas, Texas. 

Other officers for the 1951-52 
term are: vice-chairman, Bernard 
F. Benning, Graybar Electric Co., 
Dallas; and secretary, W. T. Kim- 
mery, Dallas Power & Light Co. 

On the board of managers are 


NAMES IN 


Seven well-known members in the 
operating department of the general 
office of Alabama Power Company re- 
ceived promotions or reassignments of 
new duties recently. 

E. W. Robinson, operating vice-presi- 
dent, announced that the changes in or- 
ganization were part of the program of 
expanding and adjusting the operat-, 
ing department in the general office 
to keep pace with the growth and 
development of the company. 


C. T. Brasfield, formerly superintend- * 


_ of production 


James N. Brannan, General In- 
dustrial Supply Co., Ft. Worth; 
C. M. Cockrell, Cockrell Electric 
Co., Dallas; Theodore C. Lauck, 
General Electric Co., Lamp Div., 
Dallas; and William F. Owens, 
Jr., Wyatt C. Hedrick Co., Ft. 
Worth. 


THE NEWS. 


ent of miscellaneous operations, has 
been made assistant to Mr. Robinson, 
exercising general supervision over 
Gorgas housing and handling various 
assignments pertaining to materials 
allocations and priorities, offices, ware- 
houses, and other general buildings 
and, for the present, North Birmingham 
shops. 

R. L. Harris, formerly superintend- 
ent of production, has become manager 
He has general super- 
vision over all matters related to the 








COMPARE THESE BETTER 
FLUORESCENT FIXTURES! 


Before you buy or specify any lighting fixtures... 
for commercial, industrial or institutional lighting 
... get the facts about Louisville Fluorescent Fixtures. 


Then, compare! 


Louisville Fluorescent Fixtures are well designed ... 
carefully engineered to provide excellent light distri- 
. built of fine-quality materials . 
maximum flexibility in hanging. In addition, their 
over-all cost, including equipment, installation and 
. is remarkably low. For details in a 
hurry, phone or wire today! 

CATALOG OF COMPLETE LINE 
SENT ON REQUEST 


bution . . 


maintenance. . 


LOUISVILLE LAMP COMPANY | 


Fluorescent Division 


. . have 





production department and power sup- 
ply generally. 

J. A. Keene, formerly assistant sup- 
erintendent of production, is now sup- 
erintendent of production, succeeding 
Mr. Harris. 

C. C. Jones, formerly senior engineer 
in system protection at Birmingham, 
has been made assistant supervisor of 
system operations (production) and an 
assistant to W. E. Eberhardt, super- 
visor of system operation. 

R. G. Myers, formerly assistant sup- 
erintendent of transmission at Birming- 
ham, has become superintendent of 
transmission. 

C. B. Hawkins, formerly superintend- 
ent of transmission, is now assistant to 
E. W. Robinson 

a 


Smithcraft Lighting Division has 
announced the appointment of Collin 
Finney as representative 
Alabama, and 
will maintain 
ville, Tenn. 


in Tennessee, 
Georgia Mr. Finney 
headquarters in Nash- 


Collin Finney 


Mr. Finney has a background of 13 
years in the lighting field, both as 
jobber and as manufacturer’s represen- 
tative. He handles lighting equipment 
exclusively. 

He is a charter member of the Ten- 
nessee Valley Chapter of the Illumi- 
nating Engineering 
chairman for 1950-51 


Society, and was 


H. E. Humphreys, Jr., president of 
United States Rubber Co., has been 
elected chairman of the board of di- 
rectors. He will continue as president. 

Mr. Humphreys will succeed Herbert 
E. Smith, chairman and former presi- 
dent, who retired August 31, after 38 
years of service. Mr. Smith will con- 
tinue as a director and member of the 
finance committee 


Henry W. Wendt, board chairman of 
Buffalo Forge Co., recently announced 
one retirement and three promotions. 

Nathan R. Johnson, director and fac- 
tory manager, is retiring after nearly 
35 years with the company. Mr. John- 
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son came with the company as purchas- 
ing agent in 1917, moving up to his pre- 
sent position in January, 1945. 

Taking Mr. Johnson’s place is William 
R. Heath. Mr. Heath became chief engi- 
neer in 1948, and his new title will be 
manufacturing director. 

Taking Mr. Heath’s place as chief en- 
gineer is John E. Gill, who has been in 
charge of pressure blower and axial 
flow fan sales for a number of years. 

George P. Schivley, who became 
plant superintendent in 1943, has been 
promoted to plant manager. 


Saul I. Slater, president of Slater 
Electric and Mfg. Co., Inc., has announ- 
ced the appointment of John C. J. 
Wirth as vice-president and sales man- 
ager. 


John C. J. Wirth 


Mr. Wirth was formerly marketing 
counsel for General Switch Corpora- 
tion and other manufacturers while ac- 
count executive with The Aitkin-Ky- 
nett Co., Philadelphia advertising agen- 
ey. 

Mr. Wirth will direct the activity of 
the company’s sales engineers, sales- 
men, and manufacturers’ agents in the 
sale of Slater wiring devices to electri- 
cal distributors, hardware wholesalers, 
chain outlets, and original equipment 
nanufacturers. 

- 


The election of several new officers 
and advancement of three other offi- 
cers of Allis-Chalmers Mfg. Co. was 
announced recently by W. A. Roberts, 
president. 

Four new vice-presidents were elect- 
ed, and among these were C. W. 
Schweers, director of sales in the gen- 
eral machinery division, who was nam- 
ed vice-president in charge of sales 
for the general machinery division. 

J. F. Roberts, director of engineering 
in the general machinery division, was 
named vice-president in charge of en- 
gineering for the general machinery 
division, and W. A. Yost, manager of 
the mechanical power department, was 
named a vice-president of the general 
machinery division. 

Mr. Schweers, who became associat- 
ed with Allis-Chalmers in 1930, has 
served as manager of the firm’s general 


machinery district sales offices in 
Houston and Los Angeles and as man- 
ager of the New England region. 

Mr. Roberts was employed by Allis- 
Chalmers in 1919 and served the firm 
until 1927. He was associated with the 
Tennessee Valley Authority as head 
hydraulic engineer from 1936 until 
1942, when he returned to Allis-Chalm- 
ers as manager of the hydraulic depart- 
ment. 

Mr. Yost was affiliated with the 
Elliott Company before joining Allis- 
Chalmers in 1943. He has served as 
assistant manager and as manager of 
the steam turbine department 


At a meeting of the executive direc- 
tors of the Hoover Co., J. F. Hattersley, 
president, announced that Oscar M. 
Mansager, manager of the companys 
special products divjsion, has been 
selected to be trained for the post of 
general sales manager. and that Mau- 
rice E. Peck, now branch manager in 
New York City, will be trained as 
field sales manager. 

These changes come as a result of 
the recent resignations of W. W. Sicele 
from active direction of sales activities 
and of Clarence H. Holl, assistant vice- 
president of sales, both effective the 
end of this year. Mr. Steele will re- 
main on a consulting basis and as a 
director and member of the executive 
committee. Mr. Holl’s services will be 
available to the company for special 
duties. 


H. W. Hoover, Jr. 


Mr. Hattersley announced that H. W. 
Hoover, Jr., son of the chairman of the 
board, had been selected to train for 
the presidency. Mr. Hoover, assistant 
vice-president of the company since 
1948, and director of public relations, 
began the training this September. 


R. G. Wheaton, manager of Line 
Material Company’s Eastern sales di- 
vision, has been named sales manager 
for the company. The appointment 
was announced by D. H. Swanson, 
vice-president of marketing and sales. 
Mr. Wheaton will also handle some 
government contracts work in addition 
to his duties as sales manager. 
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The name REVERE sums up a long list of feo- 
tures and identifies lighting equipment as pro- 
ducts of experience. Just the NAME is sufficient 
to tell you that not only does every unit more 
than meet accepted standards of QUALITY 

but that you can expect DESIGN of symmetry 
ond character. Always soy REVERE—and be sure! 
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SHOW-MASTER FLOOD 
With Swivel that stays put at any angle. Adjust 
cble from horizontal to vertical. Versatile mount 
ings—ceiling—wall—clamp-on—single—doub!e— 
triple and quadruple Cluster Units, with long or 
short stems. Fits into scores of display applico 
tions. Satin Grey finish 


REVERE WHITE-WAY 
PYLON LITES 


For streets, boulevards, gas stations 


EFFICIENT ENCLOSED FLOODS 
For airport or sports lighting 


FULL LINE 








o' 
LUMINAIRES 
for 
Incandescent 


or 
Mercury 
Lamps 


for Street 
ond Gas 
Station 
Lighting Write 
for 
Details 





6005 BROADWAY CHICAGO 40, ILL 
LIGHTING EQUIPMENT FOR EVERY NEED 
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Announcing 


THE ALL NEW 
FRA DE-WIND 
TWIN WHEEL 
300 cfm CLIPPER 
VENTILATOR 


Model 1501 is packed with 
features * Sensationally 
priced * Now in production 


DUAL WHEELS 
FITS IN 8-INCH JOIST SPACE 
FULL 300 CFM — CERTIFIED 
EXTRA QUIET OPERATION 
EASIER TO INSTALL 
INTERCHANGEABLE DISCHARGE 
SIMPLIFIED CONSTRUCTION 
STANDARD 312” x 10” 
FURNACE DUCT 


For the first time Trade-Wind offers a 
twin wheel ceiling ventilator with in- 
terchangeable discharge that develops 
a full, certified 300 CFM, yet is priced 
competitively with ordinary ventilators. 
Equally important to you, Model 1501 
is now in production and deliveries al- 
ready are being made. 


REPRESENTATIVES 


Alabama, Florida, Georgia, Mississippi, Ma 
i South Carolina and Tennessee—H. 
, Inc., 177 Harris St. N. W., Atlonta 5 
ansas, Kansas, Oklahoma and Missouri—Curt 
H. Conrad Co., 4001 Broadway, Kansas City 2 
West Virginia—V. E. Hendrickson Co. 4412 Lib- 
erty Ave., Pittsburgh 
Texas (Bexar Co. only) —Arthur S. Jones, 306 
Canterbury Hill, San Antonio 2. 
Texas—t. R ard Co., 2711 Commerce St., 
Hias 1. 
Marviand, Virginia, Washington, D. C.—American 
Engineering Equipment Corp., 122 N. Fayette St., 
xan: 
nna naa Sales Co., 809 Royal St., New 
Orleans 16. 





NEW PRODUCT NEWS 


Self-aligning fixtures 


AN EXCLUSIVE FEATURE of a new line 
of Temprex lighting fixtures, manufac- 
tured by Appleman Art Glass Works, 
Bergenfield, N. J., is Telescopic Action, 
which makes cleaning and re-lamping 
easier. 


__ With the new fixture, a special ap- 
paratus in the form of a telescoping rod, 
connecting to the ceiling, makes the 
fixtures self-aligning and permits the 
glass to be lowered for easier clean- 
ing and relamping. The glass cannot 
drop and does not need to be removed 
from the ceiling for any reason. 
Temprex glass is heat- and shock- 
resistant and mirror-smooth, and fix- 
tures made of this glass come in vari- 
ous shapes, sizes, and designs, all with 
telescopic action. A complete descrip- 
tion of these new fixtures is contained 
in a new catalog just released and 
available from the manufacturer. 


& 
Farm motor starters 


New farm motor starters, called 
Farmstarters, are available from West- 
inghouse Electric Corp. for across-the- 
line starting of single-phase a-c mo- 
tors. 

Farmstarters can be supplied in 
NEMA sizes 1, 1%, and 2, to handle 
motors from 1 to 7% hp, 115 or 230 
volts. Two different type units are 
available: with built-in “start” and 
“stop-reset” pushbuttons for local con- 
trol; and with built-in “hand-off-auto” 
selector switch and “reset” pushbutton 
for control by an automatic pilot de- 
vice, such as a thermostat or a pressure 
switch. 

Bonderized enclosures and plated 
metal parts are used for maximum 
resistance to corrosion. A snap-action, 
bi-metallic, disc-type overload relay 
is used. All parts are readily remov- 
able from the front of the unit, and 
straight-through wiring is used for ease 


of installation. De-ion arc extinction is 
featured for quick arc extinction and 
tong contact life. 

Further information is available from 
Westinghouse Electric Corp., Box 2099, 
Pittsburgh 30, Pa. 


Insulator bulletin 


ENGINEERING specifications, cross-sec- 
tion and contour drawings, dimen- 
sions and stacking data for Victor 
switch and bus insulators to fit any 
need are included in Victor’s Bulle- 
tin No. 5, just published. 

The new bulletin also gives complete 
information on clevis-type and tongue- 
type straight line dead end clamps for 
use on switchboard and bus installa- 
tions. 

Copies of Victor Bulletin No. 5 are 
available from Victor Insulators, Inc., 
Victor, N. Y. 

e 


Safety plug 


NATIONAL DISTRIBUTION of the Fire- 
guard, a fuse coupling which reduces 
danger from fires caused by damaged 
cords, has been announced by F. H. 
Smith Mfg. Co., 3037 Carroll Ave., 
Chicago. 

The device meets the demand for an 
inexpensive, easy-to-install safeguard 
against electrical fires in homes, apart- 
ments, and hotels caused by faulty wir- 
ing in extension and lamp cords. 


The Fireguard fits into any stand- 
ard wall outlet like an ordinary plug. 
It contains a small fuse that breaks the 
circuit instantly when a short occurs 
in the connected lamp or extension 
cord, providing fire protection where 
the 15-ampere main fuse is ordinarily 
too large to blow before a fire may 
start from a minor short circuit. 

The Fireguard contains a fuse which 
immediately isolates the source of the 
trouble should one cord be damaged. 
Thus, it is not necessary to investigate 
a large part of the electrical system 
for the faulty wire. 

Outlets are provided on the device 
for two plugs, converting the usual 
two-receptacle wall outlet into a three- 
receptacle outlet. Thus, two of the 
outlets are fused for lamp, radio, elec- 
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trical clock, or other permanently con- 
nected appliances, while the third out- 
let is available for heavy electrical load 
appliances temporarily connected, such 
as vacuum cleaners, toasters, or irons. 
Encased in molded Bakelite housing, 
the Fireguard has been listed by Un- 
derwriters’ Laboratories, Inc. 


ae 
A-e contactor 


Warp Leonarp Electric Co., Mount 
Vernon, N. Y., has announced the 
development of their new Bulletin 4458 
Size O A-C Solenoid Contactors. 

These compact multi-pole contactors 
are designed for both load- and con- 
trol-circuit use in controllers for ma- 
chine tools, refrigeration and air con- 
ditioning equipment, and similar con- 
trol applications. 


Important features include: multi- 
pole unit construction, double-break 
silver contacts easily converted to N. O. 
or N. C. contacts, a-c or d-c power 
plants, solenoid-operated, and complete 
accessibility of parts. 

Maximum hp ratings are 2 hp, 440- 
550 v, 3 ph 60 cycles. Open 8-hr ampere 
rating is 15 amperes. Standard coils 
are available for 110-, 220-, 440-, and 
550-volt operation on 25, 50, or 60 
cycles. 


* 
Neg’ator fixture service 


CLEANING AND SERVICING of fluorescent 
lighting fixtures by regular plant 
housekeeping personnel working at 
floor level is permitted by a simple 
counterbalancing device based on the 
neg’ator, an elastic member developed 
by the Hunter Spring Co., Lansdale, 
Pa. 

Industrial and commercial lighting 
fixtures of all sizes may be drawn down 
from any operating height to remain 
stationary at a convenient level for re- 
placement of tubes or starters and 
cleaning of reflecting surfaces. Power 
is automatically disconnected from each 
fixture as it is lowered. 

Counterbalancing of a_ fixture’s 
weight at all levels is provided in min- 
imum space, without bulky dead- 
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GYMNASIUM AND 
SWIMMING POOL 
FIXTURES 


DEPEND ON 


MULT: 











FOR THE COMPLETE JOB 





FOR 
RUGGED 
USE 





CAT. NO. 3088 
FOR GYMNASIUMS 


SERVICEABLE FROM ABOVE OR BE- 
LOW SUSPENDED CEILING, PORCE- 
LAIN ENAMELED REFLECTOR, 5’ 
HANDHOLE IN GUARD PERMITS 
EASY RELAMPING 





| DESIGNED 





SEND FOR 
SPECIAL BULLETIN “’S” 
FOR COMPLETE DATA 


CAT. NO. 3276 
FOR SWIMMING POOLS 


CAST ALUMINUM SOCKET HOUSING, 
QUALITY PORCELAIN ENAMELED 
REFLECTOR 








CUTOUT BOXES 

pRUl, Denaie), Ba -tep.4 3 
AL Si, ccm sg celtics. b 
TELEPHONE CABINETS 


WEATHER-PROOF CABINETS 


WEATHER-PROOF SEAM 
WELDED JUNCTION BOXES 
& FLOOR BOXES 


PEDESTALS & FLOOR BOXES 


TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


by 


METAL 
FABRICATING 
SPECIALISTS 


NEW ADDRESS — 590 MEANS STREET N. W. — ATLANTA, GA. 
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“Full profit margins 
..-full deliveries wit 


AMPLEX SWIVELITES are today’s 
fastest-moving lighting fixtures...the 
best buy your customers can make! 
They're the smartest-looking; the most 
adaptable; the most economical to in- 
stall and maintain. And on top of that, 
you can get Swivelites now and receive 
full profit margins ! 

Amplex Swivelites are sold only 
through franchised electrical whole- 
salers. To clinch your share of this 
splendid business, ask about the fran- 
chise for your area, Simply contact our 
nearest representative listed below. 
Amplex Corporation, 111 Water St., 
Brooklyn 1, New York. 


MANUFACTURER'S REPRESENTATIVES 
i JULES J. DREYFUSS & SONS 
Jules Dreyfuss 

1820 N. W. ist Avenue 
Miami, Florida 


Jack Dreyfuss 
324 Peters Street, S. W. 
Atlanta, Georgia 


DUIZEND, FAIN & LEVIN 
H. E. “Buster” Fain 
6134 Overlook Drive 
Dallas, Texas 


Al Levin 
514 International Trade Mart 
New Orleans, Louisiana 


Bob Gryder 
7443 Stanwick Dr. 
Houston, Texas 


LEO ROACH 


4019 Clinton Avenue 
Richmond 22, Virginia 





Beam Reflector Lamps, Colorbeom Lamps, 

: Spotlites and Floodlites, Industrial Infra-Red Heat 

Lamps, Vibration and Rough Service Lamps, Street 

Lighting Lamps, Traffic Signal Lamps, Incandescent 
Lamps, Fivorescent Tubes, Display Accessories. 


OE LAE 





weight mechanisms, by two neg’ator 
B-motors mounted in the fixture hous- 
ing. 

In the B-motor, the neg’ator, a strip 
of flat spring material formed so that 
its relaxed shape is a tight coil, is 
wound from the storage bushing (on 
the right) onto the output bushing 
carrying the cable drum as the fixture 
is pulled down. 

The constant counterbalancing force 
is produced by the neg’ator trying to 
return to its relaxed shape on the stor- 
age bushing. 

The fluorescent lighting fixture 
shown was developed by The Thomp- 
son Electric Co., Cleveland, with the 
participation of Curtis Lighting, Inc., 
Chicago, and the Hunter Spring Co. 


Incandescent lamp 


A NEw incandescent lamp, resembling 
the picture tube for a small television 
set and equipped to shrug off airborne 
dirt in defense plants, has been devel- 
oped by Westinghouse Electric Corp., 
Bloomfield, N. J. 

The 800-watt lamp, 7% inches wide, 
will burn an average of 1,500 hours, or 
about four months on a two-shift op- 
eration. The regular 750-watt light 
bulb which the new lamp should re- 
place in many industries burns an 
average of 1,000 hours. 

This should mean appreciable savings 
of dollars and manpower, especially 
where the lamps are used in hard-to- 
reach high-bay factory areas, according 
to the manufacturer. Because the new 
lamp has a standard mogul screw base, 
it will operate in existing sockets. 

This lamp should have special appeal 
for use in foundries, steel mills, chemi- 
cal plants, railroad roundhouses, and 
other industries where dirt, smoke, or 
fume particles float in the upper air. 

The new lamp, burned base-up, has 
a built-in silvery reflector on the in- 
side of the bulb similar to a sealed- 
beam automotive headlight and thus 
requires no separate reflector. Only 
its lower surface is vulnerable to the 
dirt particles and they cling there only 
with difficulty. 

e 


Packaged powerstat dimmers 


Tue Superior Electric Co. has rede- 
signed their economy line of packaged 
powerstat dimmers. 

To provide the utmost in flexibility, 
the most feasible of the suggestions 
submitted by the users of Powerstat 
dimmers have been incorporated in 
these new packaged assemblies and a 
variety of new models are offered. 

Assemblies of the 2000-watt series 
are now available in packages of 
three-, four-, five-, and six-unit dim- 
mers. Individual dimmers are operated 
by vertical hand levers with graduated 
drums. These levers can be interlock- 
ed for master control from one lever. 
When required, a separate master han- 


dle can be provided. 

Each dimmer has its own on-off 
switch and circuit-breaker, card holder 
for circuit identification, and pilot 
light. Standard output connectors in- 
clude a terminal board for solid con- 
nection; pin-jack receptacles for single- 
prong or two-prong plugs; parallel 
blade receptacles and twist-lock type 
receptacles. 

Further information on these new 
dimmers is available from R. F. Greene, 
Superior Electric Co., Bristol, Conn. 


Elliptical floodlight 


THe Steber Manufacturing Co., 
Broadview, Ill., has just issued a bulle- 
tin describing its new line of porcelain 
elliptical-type floodlights, known as 
“Space-Liters,” Series 2500. 

This new series of units is available 
with mounting fittings for crossarm, 
wall, pipe, or pole-top applications 
and for general service type PS-52 
300-1500-watt lamps, bi-post type T-24 
750-1000-watt lamps, and mercury va- 
por lamps type T-16 400-watt 


Statement of Ownership 


Statement of ownership, management, cir- 
culation, ete., required by the Act of Con- 
gress of Aug. 24, 1912 amended by the 
Acts of March 3, 1 , and July 2, 1946 
of Electrical South, published monthly at 
Marietta, Georgia, for October 5 

State of Georgia, Co 

Before me, a Nota 
State and County aforesaix personally 
peared Frank P. Bell, who having been duly 
sworn according to law, deposes and says 
that he is the Business Manager of the Elec- 
trical South, and that the following is, to 
the best of his knowledge and belief, a true 
statement of the ownership management, 
ete., of the aforesaid publication, for the 
date shown in the above caption required by 
the Act of August 24, 1912, « amended by 
Acts of March 3, 19: , 1946, em- 
bodied in Section 537 t s and Regu- 
lations, printed on the revers side of this 
form to-wit 

1. That the names 
publisher, editor and 

Publisher, W. R 
Atlanta, Ga. 

Editor, Carl W bvan Atlanta, Ga 

Business Manager rank P. Bell, Atlanta, 
Ga. 

2. That the owners are 

W. R. C. Smith Publishing C« Atlanta 
Ga., Estate of W. R. C. Smith, Atlanta, Ga. ; 
O. A. Sharpless Atlanta, Ga.; T. W. Me- 
Allister, Orlando, Fla.; W Atlanta, 
Ga.; E. W. O’Brien, a, Ga.; J. C. Cook 
Highland Park, Ill R. P. Smith, Atlanta, 
Ga., and Mrs. E. L. Philpot, Atlanta, Ga.; 
Mrs. Seba J. Jones, Atlanta, Ga.; F 
Roberts, Atlanta, Ga.; and Wm. ( 
Atlanta, Ga 

3. That the known bondholders, mortgagees 
and other security holders, owning or hold- 
ing 1 per cent or more of total amount of 
bonds, mortgages, o 
None. 

4. Paragraphs and include, in cases 
where the stockholder or security holder ap- 
pears upon the books f the company as 
trustee or in any other fiduciary relation 
the name of the person or corpofation for 
whom such trustee is acting; also the state- 
ments in the two p graphs show the af- 
fiant’s full knowledge and belief as to the 
circumstances 4 litions under which 
stockholders an curity holders who do 
not appear upon the books of the company 
as trustees, hold stock and securities in s 
capacity other than that of a bona fide 
owner. 


addresses of the 
manager, are 
Publishing Co. 


Herbert, 


other securities, are: 


FRANK P. BELL, 
Business Manager 
Sworn and subscribed before me this 26th 
day of September, 1951 
SEBA J. JONES, 
Notary Public at Large. 
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Good bank lighting 
(Continued from page 40) 


proximately 75 foot-candles on 
the working surface. 

In the bookkeeping department 
with the 8-foot ceiling, six Day- 
brite No. 42355-4 fluorescent trof- 
fers were used. The spacing in 
the bookkeeping department was 
5 feet. This provided 60 foot-can- 
dles on the working plane. 

The interior walls were done in 
pastel grays and greens, which 
had a very pleasing effect and 
contributed to the over-all light- 
ing intensity. A unique feature 
of the building is to be found in 
an inspection glass strip which 
permits the night watchman to 
inspect the main vault without 
having to enter the building. 

This inspection glass strip can 
been seen in the extreme left of 
the picture. To one unfamiliar 
with it, it would appear to be a 
large fluorescent fixture mounted 
on the wall. A Curtis PAR-2040 
“Punchy” mounted in the ceiling 
immediately above the vault door 
highlights this area. 


NECA convention 
(Continued from page 29) 


and in college and university cur- 
ricula arranged through NECA. 
The first course is accounting. 
Four other courses will be avail- 
able before June, 1952. 

“Our business has grown up to 
the point where there is not time 
to allow these younger men to 
learn only from experience,” Mr. 
McChesney said. “They learn of 
engineering in our colleges and of 
installation techniques from our 
apprenticeship and training pro- 
grams, and it also seems logical 
that we should provide them with 
related training in this business 
of electrical contracting.” 

The NECA education courses 
are already being offered in 
Drake University and Seattle 
University. 

H. L. Scott, of Houston, Texas, 
chairman of the Business Promo- 
tion Committee, noted that indus- 
trial mobilization has blunted the 
normal development of the NECA 
business promotion program, and 
he directed the committee’s rec- 
ommendations to improving basic 
conditions in the electrical con- 


tracting industry upon which an 
effective promotional program 
can be built. 

Special attention was paid to 
the practice of suppliers selling 
electrical construction materials 
and equipment to owners or 
awarding authorities without re- 
gard to its scheduling on the job 
and its suitability. 

“This is an uneconomic prac- 
tice,” Mr. Scott said, “and annual- 
ly it costs the public many hun- 
dreds of thousands of dollars in 
overbuying, improperly timed 
buying, inaccurate buying, and 
plain ignorance of what is really 
needed on the job. 

“The government suffers great- 
ly by such tactics, too. With mate- 
rial scarce and the pressure on 
for tight buying to fit exactly the 
current requirements, we find 
the government stockpiling huge 
quantities of lighting fixtures and 
storing them in warehouses over 
the country just to have them on 
hand one, two, or maybe ten years 
hence when maintenance crews 
get around to installing them.” 

“Millions. of dollars could be 
saved the taxpayer if the govern- 
ment followed proper buying poli- 
cies of dealing with the contractor 
on the job for all material require- 
ments. Any fancied savings in 
handling profits is nothing com- 
pared to the huge waste that is 
the consequence of poor buying 
and scheduling.” 


Electrical raceways 
(Continued from page 32) 

to shift the position of the run, 

they should be made as high as 

possible to keep them out of the 

line of vision. 

Roll-type benders, as _illus- 
trated, are generally used for 
bending EMT. They have high 
supporting sidewalls to prevent 
flattening or kinking of the tub- 
ing and a long arc that permits 
the making of 90° bends in a 
single sweep. 

Stubs are made with the roll- 
type bender by placing the EMT 
on the floor, inserting the bender 
and swinging the handle through 
the desired angle. The amount of 
rise for a stub end can be deter- 
mined by marking the tube, plac- 
ing the end of the bender at the 
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Monitor 


THE MOST REPUTABLE 
NAME IN 
MOTOR CONTROLS 
FOR OVER 
SIXTY YEARS 


Custom-Built Oil Tight 
Control Station 


The history of MONITOR CONTROL 
LER is actually the history of automatic 
electrical control itself. MONITOR 
engineers built the first automatic 
electric motor control, and MONITOR 
has maintained its supremacy in the 
field ever since. When ordering motor 
controls, remember the name MON- 
ITOR! 


The 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 








REPRESENTED BY 


B. S. WOODMAN 
1570 Northside Ave 
Atlanta, Georgia 


L. L. ROUSSEL LYNN ELLIOTT CO 
312 E. Livingston PI 322 M & M Building 
New Orleans, La. Houston 2, Texas 











line and making a 90° bend. The 
distance the mark is raised is the 
A stub 
of any desired height can be ob- 


basic stub measurement. 


made at a point sufficiently far 
from. the obstruction to allow 
clearance at the desired angle. 
The next bend, made at the point 


tained by making up the differ- 
ence in the straight leg. 

The horizontal “take-up” dur- 
ing bending can be measured by 
placing the tubing on the floor, 
marking both the EMT and the 
floor and bending as above. The 
horizontal distance between the 
floor mark and the vertical sec- 
tion is the “take-up” which must 
be considered when measuring 
EMT runs. 

A saddle is made by first bend- 
ing the EMT 45° (1) at the point 
which will be directly over the 
obstruction. Next, determine the 
length of the straight legs requir- 
ed to provide the necessary saddle 
rise. Complete the saddle by 
making a 224%° bend (2) at the 
measured point on each straight 
leg. The 22%° bends are made 
in the direction opposite to the 
original 45° bend. 


The first bend of an offset is- 


directly over the obstruction, is 
equal in angle opposite in direc- 


tion to the first bend. 


Where several parallel runs of 
conduit of varying sizes are in- 
stalled through 45- or 90-degree 
it is much better to bend 
the conduit on the job rather than 
to use standard factory-made el- 
Standard elbows are made 
with specified radii and offsets for 
Factory- 
made elbows in this case would 
prevent the conduits from run- 
Job-made bends 
can be made from the same cen- 


bends, 


bows. 


each size of conduit. 


ning parallel. 


ter. 


Use the bend of the largest con- 
duit in the run as a pattern for all 


the other bends. 
Improvised bending 


saddle, or offset. 


methods, 
such as the fork of a tree or a hole 
in an old piece of board, should 
never be used to make an elbow, 
These methods 




















SERVING THE GREAT IT SOUTHEAST 


GECRGIA 


LOUISIANA 


REPRESENTING— 
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COPORATION 


COMMERICAL 


ENCLOSED FUSE CO. 


DO 


MINION 
ELECTRIC CORPORATION 











NEWART 
MANUFACTURING CO. 


CE 


RELIAN 
MOLDED PLASTIC CO. inc. 








RAYLITE 
P ELECTRIC CORPORATION 
A complete line of Christmas lights, decorations, 
and specialities. Paramount trade mark. 





* ELECTRIC Stl Rianh CO. INC. 


A complete line wiring devices, extension and 
cord sets, switches, receptacles and specialties 





M. JACK DREYFUSS 


GA., NO. CAR., SO. CAR., 
EASTERN TENN. 


D. 0. (Buddy) BOWEN 


MISS., ALA 
WESTERN ‘TENN. 


JULES J. DREYFUSS 


FLORIDA 


MISS E. M. GOTTLIEB 


INSIDE — ATLANTA OFFICE 


DON R. LAWRENCE 


INSIDE — MIAMI OFFICE 


JULES J. DREYFUSS’ SONS 


ELECTRICAL FACTORY REPRESENTATIVE 
324 PETERS ST.,S.W 1820 N.W. FIRST AVE 
ATLANTA 3, GEORGIA MIAMI 36, FLORIDA 

MAIN 6886 PHONE 2-6736 


* FAST — EFFICIENT STOCK SERVICE FROM 
MIAMI AND ATLANTA WAREHOUSES 
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and have, in the 
past, caused many serious acci- 
dents. Bends made with such im- 
provised methods never fit well 
and only put kinks into the con- 
duit and mar the finish. 

It is impractical to make exact 
and true bends by any method 
other than with the proper hick- 
eys, EMT benders, or hydraulic 
benders. 


are dangerous, 


Occasionally, rigid steel conduit 
has to be rebent at the point 
where it emerges from a floor, 
wall, or ceiling because of changes 
in outlet locations or for other 
reasons. When this happens, re- 
bend carefully so that the conduit 
does not break at the point where 
it emerges. 

To rebend conduit, the concrete 
should be chipped away for a few 
inches around the conduit. The 
conduit should be warmed with a 
blow torch. It can then be bent 
into the desired shape without 
further trouble. The concrete or 
plaster must, of course, be repair- 
ed before the floor, ceiling, or 
wall ‘is finished. 

As an emergency procedure 
when a conduit stub is knocked 
over or bent out of line during 
the roughing-in operation, it is 
usually a simple matter to bring 
it back into line by placing larger- 
sized conduit over it and straight- 
ening the bend. 

EMT is. especially 
straighten out, but sometimes a 
small kink is left at the bend. 
When this occurs, the kink can 
be removed by forcing a bullet- 
pointed driftpin of proper size in- 
to the kinked section. The tube 
will again become perfectly round. 


easy to 


The driftpin should have an ac- 
tual diameter equal to the nomi- 
nal diameter of the EMT. 

Where a stub is broken off at 
the ceiling or floor line, about the 
only thing that can be done is to 
chop the concrete away and use 
a threadless fitting. 

Many electricians are prone to 
consider that offsets and saddles 
are not bends. Because the Na- 
tional Electrical Code permits 
four one-quarter bends in an un- 
broken run of conduit, these elec- 
tricians count only those bends 
which are actually a quarter cir- 
cle (90 degrees). 


The fallacy of this is quickly 
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apparent when wires are pulled 
in. Offsets and saddles add just 
as much resistance to pulling in 
as any 90-degree elbow. In fact, 
it is advisable to count each off- 
set as equal to approximately a 
one-quarter bend and each saddle 
as equal to two one-quarter bends. 

Where a number of offsets or 
saddles are used in one continu- 
ous run, the electrician should 
consider the installation of pull 
boxes at regular intervals to sim- 
plify wire pulling. 

Be careful to bend ells so that 
they are not too sharp. Accord- 
ing to the National Electrical 
Code, ells must have a minimum 
radius of six times the inside dia- 
meter of the conduit. There is a 
good reason for this rule. When 
ells are smaller than six times the 
inside diameter, pulling becomes 
extremely difficult and the insu- 
lation on the conductors may be 
damaged. 

Ells for 42-inch, 34-inch, and 1- 
inch conduit can be made with 
the standard hickey or EMT 
bender. To be sure of smooth, 
correct bends, use factory-made 
elbows or make the ells for all 
sizes of conduit larger than 1 inch 
with a hydraulic bender. 

(The second article in this 
series will appear in the Decem- 
ber issue of ELEcTRICAL SouTu. 


Business promotion 
(Continued from page 36) 


presented to the manufacturers, 
the utilities, and the union as an 
opportunity to dramatize devel- 
opment resulting from joint ef- 
fort. 

We have attempted to keep as 
much commercialism out of the 
exhibit as possible, as was con- 
sistent with the exigencies of time 
and budget. No manufacturer is 
being charged for space at this ex- 
hibit. It is a joint industry show. 


Line construction 
(Continued from page 39) 


grade poles for our lines. 

We use guying tables, which 
we prepared, to indicate quickly 
the guying necessary at line an- 
gles and deadends. 

In order to expedite our line 
voltage drop and regulation cal- 
culations, we use voltage drop 


tables (H. A. Enos, American Gas 
and Electric Service Corpora- 
tion), based on KVA-feet loading 
are used where a more exact volt- 
age determination is needed. 

For general “run-of-the-mill” 
problems we use our quick KVA- 
mile conductor capacity tables. 
These tables give the KVA-mile 
capacity with 2 per cent and 45 
volts drop for various conductors 
on single- and three-phase lines 
operating at our standard distri- 
bution voltages. Voltage drop is 
proportional to the KVA-mile 
loading; therefore the drop can be 
determined quickly for the ex- 
pected loading. 

Our “design tools” save engi- 
neering time and expense, allow- 
ing quantity designing with a rel- 
atively small staff of engineers. 

Detailed layouts of lines to be 
built are given to construction 
forces prior to the start of con- 
struction. These layouts really 
pay off in expediting work and 
reducing costs. 

Plat maps show the location of 


poles, guys, transformers, serv- 
ices, number and size of conduc- 
tors. These maps indicate roads, 
houses, woods, orchards, and 
landmarks. 

Profile drawings show conduc- 
tor sags and expected ground 
clearances. Stringing sag infor- 
mation is indicated on these pro- 
files. 

Structure lists are prepared 
showing pole lengths and grade 
and type of construction at each 
pole location. Wire lists accom- 
pany the structure lists to show 
the type of conductor attachments 
at each location and the number 
and type conductors to be install- 
ed along the line. 

The great majority of our line 
work is done by contractors work- 
ing on standard unit price labor 
contracts. These contracts cov- 
er, in addition to new line con- 
struction, rebuild and all other 
types of work encountered on dis- 
tribution systems. 

The contracts provide unit la- 
bor costs for the installation, re- 
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arrangement, or removal of all 
material and equipment items, 
such as poles, cross arms, guys, 
conductors, transformers, etc. The 
contracts provide for work on de- 
energized or energized lines. 
Materials and equipment for the 
lines are furnished by the com- 
pany. 

Volume contracting on a con- 
tinuing basis with explicit detail- 
ed construction information for 
the contractor leads to lower con- 
struction costs. 


Early in 1936, we started de- 
signing and constructing rural 
lines in the Bluefield Division for 
medium loading conditions rather 
than for heavy loading conditions 
as defined by code. 

Reference to the code storm 
loading map indicates that the 
loading territory divides in Vir- 
ginia along the 38th parallel from 
the ocean west almost to Charlot- 
tesville, Va., and thence south- 
westerly to the North Carolina 
line. 


The southeastern portion of 
Virginia is in medium loading ter- 
ritory. Lynchburg is on the di- 
viding line; Roanoke and the 
western part of Virginia are in 
heavy loading territory along 
with all of West Virginia. Ken- 
tucky is shown in medium load- 
ing territory. 

Our decision to start medium 
loading construction was based on 
15 years observation of weather 
conditions and distribution line 
troubles. 





poner "Safer Pigtail Splices! 
Try the NEW s 


pew » 


con® Longer skitt and heavier, 
stronger shell make extra-safe pig- 
tail splices. Actually withstands 8000 
volt dielectric and air gap tests . . . 80 
Ib. “pullout” test. Makes permanent, 
corrosion-proof splices in just a few 
seconds without solder or tape. Per- 
mits visual inspection of joints at any 
time ! Easy to unscrew and re-use when 
making circuit changes. Two sizes for 
all common wire combinations! Try 
this better connector today! 


MAIL FOR FREE SAMPLES 


] §DEAL INDUSTRIES, Inc. 
1017 Park Avenue 
Sycamore, Iilinois 
Please send FREE SAMPLES of IDEAL Set- 
] Screw Wire Connectors. 
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STAINLESS STEEL WALL PLATES 
FOR SPECIFICATION WORK 
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WN 
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AQ QW 


Handsome, permanent, brushed satin finish blends with any 
type of wall decoration for LASTING BEAUTY 


Immediate delivery from stock! 


WQ 


1 to 10 gangs in any combination of plate openings 
10 or more gangs on special order, including tandem 


WN 


Sold through wholesalers only 


Write today for catalog! 
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PERFECT-EINE 
Manufacturing Corp. 


L.l. New York 
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WIRING. DEVICES - — EQUIPMENT - VENTILATING FANS 


Hicksville, 
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Reg. U.S. Pat. Off 


Fluorescent Fixtures 


Deliver maximum efficiency and economy .. . 


Low original 
and maintenance cost . . 


. More light for the same dollar. 


LIGHT & POWER UTILITIES CORPORATION 


1035 Firestone Bivd., Memphis, Tenn. 175 Sth Ave., New York 10, N. .Y 
Southern Representatives 


@ C. K. Ramond @ Bob Kuzell 
301 Bellaire Drive 639 Whitehall St., N.W. 
New Orleans, Loa. Atlanta, Ga 

















Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“ilandbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design” sum- 
marizing the latest authorative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your: copies. 


ELECTRICAL SOUTH 
806 Peachtree St., N. E. Atlanta 5, Ga. 
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The design practices for such 
line construction are as follows: 

Poles are installed with spans 
designed for conductor sags ex- 
pected under medium loading 
conditions; however, as a safety 
factor, the pole grades are based 
on heavy loading ice and wind 
conditions. This is an additional 
pole safety factor. 

The great cost saving is secured 
by fewer structures called for 
when sags are based on medium 
loading, even though the indivi- 
dual pole grade is held to heavy 
loading. The average pole used is 
35 ft., Class 6; some 30-ft. poles 
are used; and 40- or 45-ft. poles 
are installed where necessary. 

With respect to conductors, we 
are conservative with our impor- 
tant three-phase feeders of all 
voltages. These circuits are de- 
signed for heavy loading condi- 
tions. 

Certain feeders and rural lines 
traverse exposed mountain areas, 
or are located on high plateaus. 
At these locations, ice and wind 
conditions more severe’ than 


heavy loading have occurred. We 
build these lines under heavy 
loading assumptions, or if con- 
sidered necessary, even more con- 
servatively. 

Our operating history during 
the past 15 years has been entire- 
ly satisfactory with our rural lines 
built under medium loading as- 
sumptions. Troubles experienced 
have been no more than would be 
expected with heavy loading con- 
struction. 

We recently checked the pre- 
sent actual final sags in a number 
of such rural lines averaging 
about ten years old with the final 
sags that would be expected if 
the conductors had been subject- 
ed to storm loads comparable to 
that specified for medium loading 
conditions. 

We found that with very few 
exceptions, the actual final sags, 
as determined by this survey, 
check closely with and are often 
less than the expected final sags 
for medium loading conditions. 
This would seem to indicate that 
the loading experienced on these 


lines was no more than designed. 

Approximately 10,000 miles of 
line have been built using med- 
ium loading design factors. Most 
of these lines are still classified as 
rural; however an appreciable 
mileage is now classified urban 
due to load growth along these 
lines. 

The saving in poles, materials 
on poles, and in labor due to med- 
ium loading instead of heavy load- 
ing construction is great. (The 
lines average about 16 poles per 
mile.) 

We estimate the average invest- 
ment saved on these lines, for 
materials in place and direct labor 
to construct them, to be $200 per 
mile. We feel quite sure that this 
much saving has resulted, and 
that probably there may be a 
larger saving. It can readily be 
that considerable annual 
charges are saved on an extensive 
rural program. 


seen 


We discuss this concrete exam- 
ple of costs to illustrate the ad- 
vantage of checking the strength 
requirements in a territory. 
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The easiest of all time 
install, set, and operate. 
able in a complete line. 


Trade-mork 


switches to 
Now avail- 
Ask your 


wholesaler for a demonstration today! 


| TO REMOVE MECHANISM 
—just press spring. 


TO SET TIME — just pull 
dial forward — turn in 
either direction. 


If your regular wholesaler doesn’t have the NEW INTER-MATIC 
in stock, contact your authorized factory representative, who will 


TO ADD EXTRA TRIP- 


PERS without removing 
the dial. 


TO CHECK operation of 


the motor thru window 
in motor cover. 


tell you the name of the nearest INTER-MATIC distributor. 


Mfd. by INTERNATIONAL REGISTER CO. 
2624 W. Washington Bivd., Chicago 12, Ill. 


QUALITY PRECISION PRODUCTS SINCE 1891 


-MATIC TIME SWITCH 


AUTHORIZED 


INTE. R fa ric 


TIME SWITCH 
FACTORY REPRESENTATIVES 
ATLANTA 3, GA. 
Edgar E. Dawes & Company 
401-402 Rhodes Bldg 
BALTIMORE 2, MD. 
L. J. Daniels 
1622 Mathieson Bldg. 
CHARLOTTE 5, N.C. 
Southern Sales & Service Co. 
2809 Whiting Avenue 
CINCINNATI 6, OHIO 
Pratt & Bush Elec. Sales 
2425 Gilbert Ave. 
DALLAS 1, TEXAS 
Gus B. Valkus Co. 
1711 Kelly St. 
INDIANAPOLIS 22, IND. 
Clyde Warble & Associates 
521 N. Tremont Ave 
NEW ORLEANS 12, LA 
A. Weilbaecher & Co 
545 Dryades 
PITTSBURGH 22, PA. 
H. W. Groetzinger Co. 
224 Penn Ave. 
RICHMOND 22, VA. 
Leo A. Roach 
4019 Clinton Ave. 
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PRODUCED MANY NEW 
propucts 1n.5/ § 


... here are a few notable 


Dust-Tight Lighting Fix- 
tures— Type DL for haz- 
ardous locations where 
flammable or explosive 
dusts are present. Class II, 
Groups E, F & G, and 
Class III. A complete line 
in pendent and junction 
box types. 


@R&S literature or product information avail- 
able. Specify the products of interest to you. 
Write Deprt.12-11 


Nay 


‘ Explosion-Proof 
Heavy Duty Tumbler 
Switch. Class I, 
Groups C & D. Ad- 
justable Flush Mount- 
ing — Factory Sealed. 


RUSSELL & STOLL COMPANY, INC. » 125 BARCLAY STREET, NEW YORK 7, N.Y. 


USSELL & STOLL 


Explosion-Proof 
Pilot Light. Type 
EFSP. Class lI, 
Groups C & D. 


Explosion-Proof 
Swivel Type 
Flexible Fix- 
ture Fitting. 
New Type 

CS. Class I, 
Groups 
C&D. 


Ground Detection 
Unilarm. Type GDA. 


(wo 


Conduit Fitting Type 
Waterproof Midget ene o™ 
Receptacle and Plug. « 

Ever-Lok Multi-Circuit 
Plugs, Receptacles and 
Connectors. 2 to 12 poles. 


F.2 





QUICK REASONS WHY 


Maw HEX.N 
CONNECTORS Fo 





UT WATERTIGHT 
R ENTRANCE cagir 





pressure on all 


ARE TIME SAVERS/ 


TAPERED BUSHING, made of durable 
rubber, grips cable with an equal 


quickly, evenly, without waste mo- 


tion. 


GRIPPING PROJECTIONS save time in 


installation. 


Prevent distortion of 


bushing. Give extra-tight grip that 
means longer lasting protection. 


assures a fast, 





3 QUICK-TIGHT SEAL with hex-nut and 
DD 1 


durable seal with full watertight 


features. 


WRITE for full details 


and latest Catalog of 


the complete M & W line of quality fittings. 





Dux - Seal Com- 
pound forms a 
long-lasting bond 
for watertight 
protection. 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST 


PALESTINE, 


oe mime) 





Standards and codes are based on 
past practices; experience with 
study can improve such standards 
and codes with resulting capital 
savings. 

Our experience with rural con- 
struction has improved our prac- 
tices on all lines. 
build better 
‘eeders. 

We apply rural practices to the 
construction of urban systems, us- 
ing bare primaries—and often 
bare secondaries—to secure low- 
er-cost, better-looking, and _ bet- 
ter-operating urban lines. 

In order to gain great capacity 
increase on the urban systems, 
we 7.2/12 kv “Y” common 
neutral construction along with 
multiple street-lighting systems 
for simplicity and reduced “burn- 
out” trouble. 

The use of bare conductors, 
even with 12-kv insulation and 
wider spacings, produces capital 
cost savings. 

We are very busy improving 
facilities to handle rapidly in- 
creasing loads. We are installing 
station and line regulators and 
shunt capacitors. We are three- 
phasing lines, and adding new and 
larger-capacity feeders. 

We are enlarging our distribu- 
tion stations, and installing new 
simplified stations near load cen- 
ters. 


We believe we 
major distribution 


use 


We are also raising operat- 
ing voltages and adding feeder 
capacity on our urban systems. 
Our improvement program affects 
all types of load. 


Cove lighting 


(Continued from page 37) 


No special installation methods 
were required; the fixtures were 
merely laid along the ledge form- 
ed by the cove openings, and they 
were wired through each fixture 
with type AVA wire to withstand 
the generated heat. 

They were out of sight, and 
they illuminated the restaurant 
below by their reflected light 
from the ceiling above them. 

The same idea and the same 
type of fixtures were used to il- 
luminate the beverage bottles on 
the back-bar. Strip-lighting units 
were concealed back of, and un- 
der, the ledge of this back-bar. 

This threw the light backwards 
on the lower shelves and also up- 
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American Blower Aeropel Kitchen Fan. 


DESIGN SELLS 


American Blower’s Aeropel Kitchen Fan is the winner 
of two Fine Arts Awards for beauty and utility in the 


home. 


In addition to its trim lines and attractive oe. 
ance, it has real utility for users. For Aeropel whisks out 
offensive kitchen odors in a jiffy—keeps a clean, cool, 
fresh-as-a-daisy atmosphere in kitchens the year-round. 


You can’t miss making more money, building a better 
reputation, when you sell time-honored, top quality 
American Blower Ventilating Equipment. Why not start 


today? 


Ask your nearest American Blower Branch Office for 


data. 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Oivision ot Amenican Rapuator & Standard Sanitary corroranom 


Sell quality! 


AMERICAN BLOWER 


Air Handling Equipment 





ae 


Model A Ventura Fans 
—Smartly styled. 
No exposed wiring. 
Smooth, easy-to- 
clean surfaces. Built 
in capacities from 
1000 to 9700 cfm, 
free delivery. 12 sizes. 


Seruing Aome and 


Utility Sets—Fine as 
supply or exhaust 
fans in stores, schools, 
etc. Have Aileron 
Control for regula- 
tion of air flow. Ca- 
pacities from 517 to 
17,925 cfm at 4” SP. 


industry AMERICAN 


ATOR + MEWANEE 8 8 


Model C Ventura 
Attic Fans—Built in 
capacities up to 
21,500 cfm for either 
vertical or horizon- 
tal operation. Lower 
power consumption, 
quiet-operating. 








CEILCHEAT 


ELECTRIC RADIANT CEILING CABLES 


$0, EASY TO Specify! 


SO, EASY TO 


: Satisfy! 


“It’s so easy to specify accurately Ceil Heat 
installations to assure warmth in coldest 
weather. ‘Proof-of-the-puddin’ was during 

a near zero cold spell when | checked 

50 users—all 50 had warm-cozy homes— 
complete satisfaction!" 








J. B. Carson 
Kingsport Electric Co., 
Kingsport, Tenn. 


NOW everyone can enjoy better living through Ceil Heat, the 
revolutionary electrical ceiling cables that provide invisible 
radiant heat—like the healthful rays of the sun. Yes, Ceil Heat, 
the new standard for cleaner, more comfortable heat—is 
economical for homes in all price ranges! 


THOUSANDS OF USER: -in 


nessee and adjoining statcs—homes of 


EASY TO ESTIMATE * EASY TO IN- 
STALL—Just staple the cable to ceil 
ing base and cover with plaster or 
wallboard. Quickly 


Ten. 


varying sizes—all say they “wouldn't 
installed by a 


swap Ceil Heat for any other com 


local electrical contractor. Easy-to 


fort in the home!” Compared to con follow instruction manuals furnished 
all oli 


conditions to calculate 


ventional heating systems, the com —contain simple tables for 


. P . . matic heat 

bined installation and operation of 
‘ep losses and cable required. Ceil Heat 
Ceil Heat actually costs less in the, 
is truly easy to specify, easy to esti 


low-power-rate areas—costs very littl 


mate and easy to install! 


TROUBLE-FREE—Ceil Heat is water 


proof and non-corrosive 


more in most of the high-power-rate 


areas! There's no wasted heat—ecach won't blis 


room is individually controlled. Cecil tet paint or paper, or crack plaster 


s ing >¢ - 

Heat is the fastest, cheapest and Nothing to get out of order—no re 
: P pairs needed if installed according to 
simplest way you can build a modern 


simple directions. Five-year guaran 


heating plant into a house. FHA 


tee on cable. Acceptable for 


mortgage financing 


CEIL HEAT IS THE STANDARD—in 


radiant ceiling heat 


NEW FREEDOM OF DESIGN—Ccil 


Heat makes it easier for architects 
P ‘ . verfected 

to design more beautiful, more effici I 
solely by Ceil Heat Division of Homes, 
ent homes by utilizing space formerly 
- St Inc. Sold only through electrical dis 
needed for registers, radiators, pipes,  tributors to approved licensed clec 


furnace, fuel storage, and cellar. trical installers. 


* conte, thermostats. staples and all materials tor above installations 
furnished by following distributors: HARRIS-PATRICK ELECTRIC 
SUPPLY CO., Nashville, Tenn.; RODEN ELECTRICAL SUPPLY CO 
Knorvilie, Tenn.; HAJOCA CORP., Chattanooga, Tenn., SOUTHERN 
WHOLESALERS. INC., Datton, Ga.; FRAZIER MACHINERY AND 
SUPPLY CO. Decatur, Ala.; SOUTHERN SUPPLY CO., Jackson 
Tenn.; KINGSPORT ELECTRIC CO., Kingsport Limited 
FRANCHISE areas available. Write today 


Tenn. 


www wm we mw we wm ww em eww eK KF 


¢ CEIL HEAT Division, Homes, Inc., Dept. E.S. 11 

j=P. ©. Box 10066, Knoxville, Tennessee. 

S, > 

Ts i 
i] 


HEATS 
LIKE 


Please send me—without obligation 
THE SUN 


‘ 
‘ 
' 
1 
—complete literature on Ceil Heat i 
NAME____ cin 
' 

' FIRM i 
CLIP AND q ACDRESS 4 
' 

! 


MAIL TODAY! 6 cy mie ae." Sela Seve 
Onis 3 
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‘MARTINDALE 


COMMSTONE HOLDERS 


Hold Commstones rigid and true for concentric 
resurfacing of commutators and slip rings while 
running at normal speeds in their own bearings 
Interchangeable boxes 1”, 2” and 3” wide 
handle grinding jobs up to 414" wide: 


BLOWERS AND 
VACUUM CLEANERS 





MARTINDALE COMMSTONES AND 
COMMUTATOR GRINDING TOOLS 


MICA UNDERCUTTER FOR 
SLOTTING COMMUTATORS 


Nine MoToR DRIVEN TYPES 
MARTINDALE PROTECTIVE MASKS 


PLACE HEAD 


PRESS NOSE 
TABS IN CLOSE 
AGAINST FACE 
TO HOLD PAD 
| AGAINST THE 


WEIGHT LESS THAN % OUNCE 





Jan. 14-17 





Write for 64-page Catalog describing these 
and many other products for Industrial 
Maintenance, Safety and Production. 


MARTINDALE ELECTRIC CO. 


1361 Hiro Ave. CLEVELAND 7. OHIO 
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ward through the transparent 
glass top of the bar. The result 
was a modernistic scintillating 
lighting effect produced with in- 
expensive non-ornamental fix- 
tures. 

By contrast, we did have to 
use four exposed and ornamental 
Swivelier floods as part of the 
show - window installation, but 
even here most of the illumina- 
tion was obtained with approxi- 
mately eight flush-type spots in 
the ceiling. Five four-40-watt re- 
cessed egg-crate louvered fluores- 
cent fixtures completed the job. 

With the exception of the 
Swivelier floods and the louver- 
ed fixtures, we believe this in- 
stallation was a good example of 
modernistic and expensive-look- 
ing effects obtained with inex- 
pensive fixtures (as compared 
with the more expensive orna- 
mental ones.) 

Such installations not only cut 
the cost to your client but also 
increase your profits on the job. 


Residential work 

(Continued from page 34) 
what materials are going to be 
needed, and special materials are 
ordered well in advance. Hence, 
there is no time lost, scouting 
parts, or finding that a job will 
have to be held up while the sup- 
ply house combs the markets. 

This becomes a nuisance factor 
to the customer, and is costly to 
the contractor. Figure it up: if 
five carpenters are idle while 
materials are being hunted, the 
prime is not going to think very 
highly of you when he comes to 
the next job. We take into ac- 
count that the prime is as in- 
terested in making money as we 
are, and that he, too, must have 
satisfied customers in the back- 
ground in order to function as a 
prime. 

Our residentiz! jobs are usually 
executed by a crew of three, two 
journeymen and one helper. Each 
crew has their own truck and 
their own tools. 

On these type jobs, power tools 
amount to a saving of four man- 
hours per day, per crew, or $9 
per day. And these tools consist 
merely of power drills and saws 
which will not cost over $150. In 
two week’s time, the power tools 


WRITE FOR 
CATALOG SLC 


RRUECER & Pay erent 
Solder Ter 


VINE AT THIRD-ES * CINCINNATI 2, OHIO 





HEAVY: DUTY 
molded 
terminal 


blocks SCREW TYPE 


4, 8 and 12 CIRCUITS * 600 VOLTS * 35 AMPS. 
* RUGGED ONE PIECE MOLDINGS * MOLDED-IN RIVETS & INSERTS 
*BASES OFFSET FOR CREEPAGE « REVERSIBLE MARKING STRIPS 
HIGH REINFORCED BARRIERS * HOLES FOR COVER MOUNTING 


Also Available~—Covers, with attaching screws. 
Numbered oe Strips (1 to 4, 1 to 8, 1 to 12). 


BUCHANAN 


WRITE FOR CATALOG 105G 








ALWAYS SPECIFY THE BEST 
WHITER THAN WHITE 


fo 
o) Sha - 
ol Kghting 


®@ Industrial 
© Commercial Floodlighting 


© Pump Island Installations 


The JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 


Sold Exclusively through Electrical Wholesalers 
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4 ¥ 


4 Eas: < 


WIRE EASE” 
“ 2 


“Say: 
Ghat 


WIRE PULLING LUBRICANT 
FOR Lead, Rubber, Braid or 
Synthetic Covered Cables 


Will not deteriorate in transit or storage 
Gives more “slip” to electric cables 
Not messy or greasy to use 

Not harmful to hands or clothing 


P ts sticking and setting of ® 
+ aan ™ Write for 


+ Will not run back on cables 


Facilitates removal of cable at 
a later date 


Recently re-tested and approved 


by Underwriter’s Laboratories, 
Inc 


At all leading Electrical Supply Hou-es 


ELECTRO COMPOUND CO. 


F 3812 W. 150th Street © Cleveland 11, Ohio 





DIXISTEEL 


HOT-DIP GALVANIZED 
GROUND RODS 


4x 








The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done isa DixIsTEEL Galvanized Ground Rod. 
Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, ¥”x8’ size carried in stock. 
Other sizes available. 
Write or telephone collect for prices. 


Atlantic Steel Company 








YICTES 


ATLANTA, GEORGIA 
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PERFORMANCE IS YOUR 
BEST SALESMAN! 


“Buffalo” BELTED VENT SETs, 
a good reputation for performance in thousands of com- 
“Buffalo” BREEZ-AIR 
ATTIC FANS (below) are appreciated by thousands of 
That's the 
“Buffalo” 


above, are earning 


mercial establishments—just as 


enthusiastic Southern home owners. user 


reputation (72 years old!) that makes Fans 


sell easily. 


Dealers “Buffalo” 
durab’y built, easy to service. 


WRITE FOR BULLETINS 3720 and 3222-F, 


eashing in on this profit-building line! 


and contractors like Fans, too. 
They’re easy to install, 


and start 


‘COMPANY 


BUFFALO, NEW YORK 
Led., Kitchener, Ont. 


BUFFALO 
210 MORTIMER STREET 
Canadian Blower e Co., 


Sales Representatives in All Principal Citi 





a 
BREEZO FANS ey, 


E BLOWERS 


BELTED VENT SETS 
BELT-AIR FANS 


ABE 


ome 








aan 
NON-METALLIC — BX. 


& GROUND WIRE 
a 


SERVICE ENTRANCE CAP 
SSE et NR 


Sold Thru 
Your Local Wholesaler 





ATLANTIC CONDUIT 
FITTINGS CO, 
BOSTON, MASS. 


Southern Representative 


Hopper & McCoy 
454 Marietta St., N. W. 
Atlanta 3, Georgia 




















LOOK AHEAD— 


PLAN AHEAD— 


Watch for the 
March 1952 issue of 
Electrical South 
Featuring the ES Annual 
Survey of Electrical 
Appliance Merchandising 


Practices 


Many changes have been taking place 
in the electrical appliance merchandis- 
ing picture. This special survey issue 
will accent the changes and highlight 
the most successful practices. Included 
in the discussions will be trends in sales 
training, sales promotion, financing, 
trade-in policies, service plans, display 
practices, market analysis, co-operative 
merchandising programs, and _ utility 
dealer co-ordination practices. 


For information on advertising in this 
special number write 


ELECTRICAL SOUTH 
Atlanta 5, Ga. 











have paid for themselves. 

And with this small investment, 
the men will make the contractor 
fully as much, or more, than the 
same number on a commercial 
job where hundreds are tied up in 
equipment. 

Not only that, we can keep our 
residential crews intact. When we 
undertake a commercial job, we 
have to augment with journey- 
men and helpers who are avail- 
able to us. And a percentage of 
these will be irresponsible drift- 
ers who have to be closely super- 
vised. This entails more expense 
that cannot be accounted for on 
anyone’s accounting sheet! 

We stock a large variety of fix- 
tures. We do this for two major 
reasons. 

First, they carry a nice mark- 
up. This means profit we don’t 
have to sweat for. 

Second, our customer, or the 
contractor, can send his customer 
to us, and they do not have to 
chase all over to select the fix- 
tures they want. 

When we sell the customer his 
fixtures, we can sell him what 
he wants and not have him make 
his choice from those that will fit 
within the allowance which has 
been made. 

We explain to the customer he 
can have what he wants, and the 
difference in price will be added 
to his total, a fact many customers 
do not understand. 

Too, when the customer comes 
in to select fixtures, often we 
can sell him on installing an at- 
tic fan or a stove hood. And these 
we have in stock, too! 

On the job, our crews sell us 
and themselves. First, they go 
on a job wearing clean clothes. 
If they have to crawl under the 
house, they first slip on a cover- 
all suit, so when they go back in- 
side after shedding the coveralls, 
they are still clean. 

On remodeling jobs, a drop- 
cloth is spread to spare the cus- 
tomer’s floor coverings, and the 
mess they make is easier for our 
crew to clean up. They leave no 
mess behind them. 

And we receive many, many 
comments on this. Our men even 
go so far as to carry house shoes 
in the truck with them. We will 
not tolerate their marring polish- 


ed floors. It is much simpler to 
change shoes when the occasion 
warrants it. 

These are the factors which en- 
able us to get residential work on 
a cost-plus basis. The contractors 
we deal with appreciate such 
extra care, and so do the custom- 
ers. Along with our work, we 
use other means to establish con- 
fidence in us. 

For example, before we tender 
a statement to the prime, we call 
him into the office and show him 
an itemized list of labor and mate- 
rials. If there are any differences, 
they are settled then. 

When the prime gets his bill, 
he is satisfied that he received 
what he is paying for. Misun- 
derstandings or mistakes of this 
nature can earn the electrical con- 
tractor a bad reputation. 

We fully realize that a vast ma- 
jority of journeymen prefer com- 
mercial work. This is due to the 
fact that the job will be steady 
for a longer period of time. Their 
experience with residential jobs 
probably has been that there was 
too much stand-by time. 

Our residential crews work 
regularly—and with overtime, 
when they want it. Consequently, 
our residential men remain happy 
with the security of a full week’s 
work, every week. 

And we are pleased with the 
residential work because we clean 
them up and get our money, just 
as fast as we can complete one job 
to get on to the next. 











Manufacturer's Representative 


calling on electrical jobbers, deal- 
ers, engineers and architects — 
State of Florida — desires addi- 
tional non-competitive items. Now 
warehousing and selling a nation- 
ally known make of fans (all types) 
and electric motors. 


Address — Box #654 


c/o Electrical South 
806 Peachtree St.,N.E., Atlanta 5, Ga. 














STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fle 
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Household and Commercial Appliances . Radio . Television 





HOLIDAY SALES—This is holiday 
selling time with opportunities to 
push the sale of big-ticket items such 
as double-oven ranges and large home 
freezers, as well as smaller gift items 
such as electric housewares, Christ- 
mas tree lights and decorations, elec- 
tric trains and other toys. Advance 
planning and promotion is necessary 
to capitalize to the fullest on the 
holiday trade. Now is the time to ar- 
range holiday window displays, floor 
displays, and special features such as 
Christmas carols through store and 
sidewalk speakers. Especially effective 
at this time of the year is direct mail 
featuring gift suggestion lists. Adver- 
tising should begin to include holiday 
“atmosphere,” and feature plans 
that will appeal to gift purchasers 
such as Christmas Eve delivery, 
special holiday easy credit terms, 
pre-holiday bargains, ete. Sales curves 
show that radio and TV are the real 
leaders during the holiday season; 
plans should be made to exploit op- 
portunities in this field to the fullest. 








IN THIS ISSUE: 
How we sell package kitchens ... 
Water systems mean big profits . . 


Big-ticket sales from “user's 
school” 














For AC only 


flmerican Beauty 


adjustable automatic ELECTRIC IRONS 


A weight, a shape, a size 
for household—as well as 


every industrial and manu- 





Adjustable-automatic type, (with thermoscope; 
for household use. No. 33-AB covers 3-pound 


weight; No. 79-AB, 4¥%2-pound weight. 


Nos. 55-AB and 60-AB For Ac only 
Adjustable-automatic type; 544 and 614 pound 
weights; for industrial usage such asin shirt fac- 
tories. Attached cord, heel rest. Also available 
in detachable cord, separate stand, type. 


Nos. 12-AA to 24-AA For AC only 


Adjustable-automatic type; oblong shape; in 
12-, 16-, 20- and 24-pound weights; detachable 
cord; separate stand. Available in V-shape in 
16- and 20-pound weights. 


AMERICAN ELECTRICAL HEATER COMPANY 


DETROIT 2, MICHIGAN 


facturing—use. 


Nos. 7-AA, 9-AA and 10-AA For Ac only 


Adjustable-automatic type for use in laundries 
and dry-cleaning shops. 7-, 9- and 10- pound 
weights respectively; detachable cord; separate 
stand. 


By, 


Nos. 7-DC to 24-DC 
For DC only 


Adjustable-automatic irons made for DC usage. 
In shapes and sizes the series parallels the 7-AA 
to 24-AA models. Equipped with separate, auto- 
matic relay switch which turns main current 
supply on and off, switch-action is controlled 
by thermostat within the iron. 
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HERE'S HOW TO SELL MORE Arvin | V 


WITH PLAIN, HARD-FISTED FACTS! 





O cueck THESE 
SALES FEATURES 


ARVIN 
Dual Power 
117” table mode! 


Three present top-selling makes of TV 





Make “A” 
17” table model 


Make "B” 
17” table model 


Make “C” 
17” table model 


WHAT IT MEANS TO THE OWNER: 





Number of tubes 
(including rectifier 
tubes and picture tube) 


26 


23 


21 


23 


More tubes mean more power and greater 
range. 





Tone Control 


YES 


YES 


NO, 


NO 


As much treble or bass as wanted. 





Local-Distance Control 


YES 


YES 


NO 


NO 


“Distance"’ setting pulls in remote stations 
with full power. “Local’’ subdues strong 
signals to prevent distortion 





Keyed Automatic 
Gain Control 


YES 


NO 


NO 


NO 


Checks “airplane fiutter’’ and other inter- 
ference. 





Synchro-Sound Tuning 
(Inter-Carrier) 


YES 


YES 


YES 


NO 


Tune for best picture; sound is right auto- 
matically. 





Number of Rejecting 
Traps 


] 


3 


l 


3 


Traps reject interfering signals. 





1.F. Circuit 


41.25MC 


41.25MC 


21.25MC 


21.25MC 


Intermediate Frequency Circuits in 41 
megacycle spectrum minimize interference, 
facilitate UHF conversion 





Video |.F. Stages 


4 


4 


3 


4 


Four picture |.F. stages provide extra sensi- 
tivity and selectivity. 





Color TV Plug 


YES 


NO 


YES 


NO 


To plug in Color Converter. 





UHF Provisions 


DUAL TUNER 
OR 
CONVERTER 


CONVERTER 


TUNER STRIP 
OR 
CONVERTER 


TUNER STRIP 
OR 
CONVERTER 


Dual Tuner (optional at extra cost) permits 
immediate reception of UHF when broad- 
casts start. 





Phono-Jack 


YES 


YES 


NO 


NO 


Permits connecting record player. 


























ARVIN outperforms other sets everywhere! 


This is a strictly factual comparison chart of the features that 
are most important in any TV set. It is based on the latest 
information available to our engineers. (All specifications, of 
course, may be subject to change without notice.) Sets “A”, 
“B”, and “C” are top-selling, nationally advertised makes. 
Not one of them can compare with Arvin TV in the total of 
features that mean best results, greatest satisfaction for 
owners. And Arvin is just as outstanding in cabinet styling, 
finish and construction—in range of models for every require- 
ment. Let your customers know the FACTS—and they’ll 
instantly recognize Arvin’s greater quality, greater value! 
TYPICAL ARVIN VALUE — 17-inch Perma-Focus picture; Dual Power 
Custom Chassis. Includes all famous Arvin features. Model 
5170CB, blond, $319.95; 5170CM, mahogany, $299.95. 


Television & Radio Division, ARVIN INDUSTRIES, INC. Columbus, Indiana 
(Formerly Noblitt-Sparks Industries, Inc.) 
A few protected distributor franchises still available. Write Ray Speliman, Sales Manager 


Prices shown ore suggested retail price: in Lone |, including Federal 
tex, and ore swhbject to change in eccordonce with OFS regulctions 
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4 L. GANTT 
Southwest Editor 
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CHARLES E BALL 
Associate Editor 


STEVENSON 
ssocvate Editor 


FARM EDITORS 

ARE THE REASONS WHY FARM 
AND RANCH-SOUTHERN 
AGRICULTURIST PULLS 80% BETTER 


It’s no accident that FARM and RANCH-SOUTHERN 
AGRICULTURIST covers the range of rural interests in today’s 
Southland so completely — it’s a job done by men and 

women who know farm problems and farm living from A to Z. 
A team of 39 experienced editors creates, appraises and 
organizes every line of copy and every photograph that goes 
into FARM and RANCH-SOUTHERN AGRICULTURIST. 


39 reasons why it outpulls the second Southern farm magazine. 


LAMBETH MATES LELIA MOSS WALTER F SCHULTZ DOROTHY MATION REGINA RUTCHINSON ROSS BROWN OVM ar 
Assistant Editor Assistont Edvtor Production Editor t ' sstont Edstoriol Assstont Veterinary Editor 


REV. THOMAS N 


CARRUTHERS 00 
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RASS 


v i waa Se i” if as pam ' DEWWEY PLUMLEE ’ MARY PAIGE WALTER MOORE 
Gerero Mow dtor Mowe Editor Poultry Edstor Beouty Ed-to ofton 
hild Core Mune 


FARM AND RANCH- x 
SOUTHERN AGRICULTURIST <“m 


RECEIVED 80% MORE REQUESTS FOR HOME SERVICE 

HELPS LAST YEAR THAN WERE RECEIVED BY THE 

SECOND SOUTHERN FARM MAGAZINE ee 
676,557 requests for home service helps were written to 


FARM and RANCH-SOUTHERN AGRICULTURIST 


last year . 


300,098 more requests than the second farm magazine 8 weamee 
lomes 


received during the same period of time 


That’s indisputable proof that Farm and Ranch-Southern 
Agriculturist has top readership in the South.. and MORE 
READER RESPONSE MEANS MORE ADVERTISING 
PULL! 








CIRCULATION 
GUARANTEE 


1,290,000 race woncoon 


a 


JOHN wer 5 


5" 
SOUTHERN: ae Si 








122 E. 42nd St. 333 N. Michigan Ave reas pa 
MUrray Hill $-6815 Dearborn 2-5182 BS peng 
Food Pre eservot 
For more informa- Atlonte 3 Dollas 2 pee on 
, 1036 Peachtree N.E. 2027'/, Young St. 
tion on the South’s Elgin 1800 Riverside 1181 
read farm publi- 
best =_ P ‘ Farm ond Ranch Les Angeles 17 Son Francisco 3 
cation — write, wire Publishing Co. Simpson-Reilly, Ltd. Simpson-Reilly, Ltd. 
" cane at 318 Murfreesboro Rood 318 Halliburton Bidg. 814 Central Tower 
or phone any of our Nashville 10, Tenn. 1709 W. Bth St 703 Morket St 
offices listed here. Telephone: 42.5511 DUnkirk 8.1179 Douglas 2-4994 


222 © 


ute coaget CONSE s corte — comer WILLIE Wi COWBY want Foawtt ARTHUR GANNON 
Home id try Eat 
Monagemen 
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Every Top Management 
Man...In Every Industry 


SHOULD BE ABLE TO ANSWER THESE QUESTIONS ABOUT A 





MOST CRITICAL EMERGENCY IN OUR COUNTRY’S AFFAIRS 


Q. Why is iron and steel scrap a matter 
of importance to me? 


A. Steel for our country’s military pro- 
gram and civilian economy is being pro- 
duced at the annual rate of 107,000,000 
tons in 1951 . . . 119,500,000 tons ex- 
pected in 1952. Steel-making capacity 
is being increased now to meet those 
quotas. 


What Do I Get 


For My Scrap? 


In addition to being paid for your scrap, 
you remove nuisance inventory from 
your plant—saving valuable floor space. 
Also, you have a better chance of get- 
ting new steel or steel products. But, 
most important—you help alleviate 
a dangerous condition threatening our 
country’s capacity to rearm and satisfy 
civilian requirements at the same time. 


Q. How does scrap figure in the produc- 
tion of steel? 


A. Steel is composed, generally speak- 
ing, 50% of pig iron, 25% of “produc- 
tion”’ scrap (that is, the scrap which is 
produced as a by-product of steel-mak- 
ing) and 25% of “purchased” scrap. 


Q. Is scrap getting scarce? 


A. Yes. The supply of purchased scrap is 
not increasing fast enough to meet the 
needs of increasing steel production. 


Q. What if the needed scrap isn’t ob- 
tained? 


A. Open-hearth furnaces will not be 





| 


able to operate at capacity. That will 
mean a loss of steel production . . . and 
fewer products made of steel. 


Q. Why not use pig iron instead of 
scrap? 


A. Every ton of scrap conserves ap- 
proximately 2 tons of iron ore, 1 ton 
of coal, nearly % ton of limestone and 


_'many other vital natural resources—to 


say nothing of the extra transportation 
facilities that would be otherwise re- 
quired. 


Q. How can more scrap be furnished? 


A. By everybody pitching in—as we 
always do in every emergency—and 
searching out all possible sources of 
scrap. 

Q. What are these sources? 


A. Metal-fabricating plants normally 


— ™ 
cola 
asx 


@ 


Every pound of idle metal is need- 
ed to keep our steel mills operating 
at top capacity. Sell your idle metal 
to a local scrap dealer right away. 


turn over to scrap dealers the scrap 
left from machining. But there’s not 
enough of this to fill our present enor- 
mous need. So everybody—both in and 
out of the metal-fabricating industries 
—must sell scrap in the form of idle 
metal, 


What Do | Do First? 


Write for free booklet. It tells how to 
set up a Scrap Salvage Program in 
your plant. Thousands of plants are 
cooperating. Do your part now! Ad- 
dress Advertising Council, 25 West 
45th Street, New York 19, N. Y. 

Q. We don’t produce scrap—how can 
we help? 

A. Scrap is any kind of iron and steel 
that’s gathering dust—obsolete ma- 
chines or structures, jigs and fixtures, 
pulleys and wheels, chains and track, 
valves and pipe—anything with rust on 
it or dust on it. Non-ferrous scrap is 
needed, too. 


Q. What do we do with it when we 
find it? 


A. Use your normal channels or get in 
touch with a recognized scrap dealer. 


ed 


SCRAPPY SAYS : 


This ad 
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(Additional items will be found on pages 5, 7 and 69) 


2004—Air Conditioning Equipment. New Bulletin No. 
3158-B, “Central Air Conditioning Equipment,” contains com- 
prehensive information on this type of equipment along with 
charts, specifications, and maintenance instructions. The bulle- 
tin has been released by Buffalo Forge Co., P. O. Box 985, 
Buffalo 5, N. Y. 


2012—Room and Unit Heaters. Electromode Corp., 45 
Crouch St., Rochester 3, N. Y., has announced two new cata- 
logs, each of which contains descriptions, complete specifica- 
tions, illustrations of the units, and shows typical installations, 
as well as other helpful information concerning heating by elec- 
tricity. Catalog EC-62 is the industrial catalog, and No. EC-63 
is the domestic catalog. 


2014—Hot Water Heaters. Informative and well-illustrated 
data are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland Automatic 
water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated booklet 
describes in complete detail, this company’s line of fans. 
Booklet available from Emerson Electric Manufacturing Co., 
8lst and Florissant Ave., St. Louis 21, Mo. 


2022—Window and Attic Fans. A four-page catalog piece 
completely illustrated and containing descriptive information on 
the new low cost “all in one — window and attic fans 
has just been released by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, Ohio. Illustrations of auto- 
matic ceiling shutter and automatic electric timer are included. 


2024—Electric Water Heaters. New specification sheets are 
now available for a full line of cylinder and table top models, 
featuring the Water Hotter, from the White Products Corp., 
Middleville, Mich. 


2028—Fans. Catalogs Nos. 863 and 864, a issued by Chel- 


sea Fan Blower Co., Inc., 639 South Ave., Plainfield, 
N. J., include descriptive copy, eg rage dimensions, photo- 
gtaphs, etc., of a full line of fans for residential, commercial, 
and industrial uses. These catalogs include information on 
17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches. 


_ 2030—Electric Fans & Drills. Signal’s complete line is shown 
in a new catalog just off the press, featuring a wide variety of 





desk, pedestal, exhaust, and vent fans. Literature on drills, tele- 
raphic equipment, and motors is also available from the Signal 
lectric Mfg. Co., Menominee, Mich. 


2034—Electric Flat Irons. Full information on American 
Beauty Electric Flat Irons in a weight, a shape, a size for house 
hold, as well as every industrial and manufacturing use, is avail- 
able in literature from the American Electrical Heater Com- 
pany, 6110 Case Ave., Detroit 2, Mich. 


2038—Murray Ventilating Fans. A set of specification sheets 
is available describing the Murray line of fans, including 20 and 
24 inch window fans and vertical and horizontal ventilating fans. 
H. C. Biglin Co., Inc., 177 Harris St., NW, Atlanta 3, Ga., is 
exclusive sales agent for the line which is manufactured by 
Murray Co. of Texas, Inc. 


2042—Window Fans. Meier Electric & Machine Co., Inc., 
3525 E. Washington St., Indianapolis 7, Ind., have available the 
following catalog sheets: Form 2207, which describes and illu 
strates each of their five Nu-air Windofans; Form 2208, de 
scribing and illustrating three three-blade and one four-blade 
Nw-air ae Propellers; and Form 2209, which illustrates the 
Nu-air Windofan No. RW 240 or RW 200. 


2046—Household Electrical Appliances. Dominion Electric 
Corp., 120 Elm St., Mansfield, io, offers catalog information 
and detailed specifications on a complete line of table appliances, 
called “Family Favorites.” 


2056—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomas 
Blvd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 
Radiant Heater Application Reports. In addition, the portfolio 
includes catalog sheets and technical data on the Chromalox 
“RAD” heaters. 


2058—Exhaust Fans. A new Emerson-Electric Exhaust Fan 
catalog, illustrating and describing in detail this line of fans for 
all types of buildings, is offered by the Emerson Electric Mfg. 
Co., 81st and Florissant Ave., St. Louis 21, Mo 


2064—Electric Fans. An attractive 12-page Catalog of Zep- 
hair fans has been made available by the Hunter Fan & Venti 
lating Co., P. O. Box 2858, Memphis 2, Tenn. A comprehen 
sive description of this company’s products is given, with com 
plete specifications and dimensions 
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Gentlemen: 
Please send me the bulletins and catalogs indicated. 
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City & State 
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WHAT EVERY SERVICEMAN SHOULD KNOW ABOUT ELECTRIC RANGE UNITS 


CHROMALOX 
suPREME “ D=wrecla-wnl “ 

RANGE 

UNITS 


hi 
_PROFITS* 

ANY 

PREFERENCE? 


st 


INNER HOT-SPOT saves up to 45% of the OUTER HEAT COIL for uniform, economical 
electricity used in small pans and percolators. cooking in large frying pans and utensils. 


* Alert Dealers Profit with Chromalox Units 


BECAUSE: You fill service calls in minimum time with maximum satisfaction 
with Chromalox Units for rep ts or plete range-top 
modernizations. Chromalox Adaptor Rings insure perfect fit in 
any range opening regardless of age, make or model. 


, Ee Homemakers Prefer Chromalox Units 


BECAUSE: Chromalox “2-Units-in-1" design give the Right Heat for every 
cooking need; the Right Area for every utensil! Too, Chromalox 
Units give economical cooking, cooler cooking, easiest cleaning— 
last longer! 








FOR NEW OR OLD RANGES, PROFITS COME FASTER nianieetaia ional 
HiROMALOX |=" 
CHIROMALON |=" 
Supreme Kange Vut&t an 
EDWIN L. WIEGAND CO., 7600 THOMAS BLVD., PITTSBURGH 8, PA. 


C. B. Rogers, 1000 Peachtree St., N.E. Atlanta, Ga.; L. R. Ward Co., 2711 Commerce St. 

Dallas 1, Texas; 932 M & M Bidg., Houston 2, Texas; 1511 Louisiana St., New Orleans 415, La.; 

1519 So. Boston St., Tulsa, 5, Okia.; W. R. Phillips, P. O. Box 2561, Raleigh, N. C.; W. R. 
Phillips Jr., 3125 Lamb Ave., Richmond 22, Va. 

















Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information beoklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The serv- 
ices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 
receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 














2066—Shutters & Dampers. A 12 page catalog (No. 46) is 
available from the Elgo Shutter Mfg. Co., 2738 W. War- 
ren Ave., Detroit 8, Mich., describin; the 17 different types of 
shutter and dampers manufactured by them, and as used in 
connection with ventilating and air-conditioning installations. 


2072—Reed Unit-Fans. Two new 8 page booklets on unit-fans 
have been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. Material included in these booklets 
covers design, accessories and installation of the Reed window 
and attic fans respectively. 


2078—Sales Helps. A variety of sales “4 > including Sound 
Slide Colored Training Films, How to Sell klets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills Home Appliances—Pressure Quick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept., 1620 Cen 
tral Ave., Minneapolis 13, Minn. 


2080—Water Heaters. Information 1s available about the 
“SEPCO” Electric Water Heater from the Automatic Electric 
Heater Co., Pottstown, Pa. Literature available describes sev- 
eral exclusive features in the “SEPCO” line of round and table 
top heaters. 


2088—Air Circulators. Vornado’s complete line presented in 
a four page, three color catalog sheet (Form 9060) includes a 
wide variety of desk, pedestal, tabletop turnabout, and turnabout 
window fans. Also available is a descriptive folder on Vornado’s 
new turnabout casement window fan (Form 9082). The O. A 
Sutton Corporation, 1812 West Second St., Wichita, Kansas 


2090—Fan Blade & Baffle Outfit. An illustrated catalog page 
describing their Knock Down Fan Blade & Baffle Outfit has 
been announced as available from S. J. Stewart (Electric), 527-31 
St. Joseph St., New Orleans 12, La. 


2092—Air Circulaturs and Window Faus—The Complete Line 
of Kisco Floor Model Air Circulators and Portable Window 
Fans for 1951 is illustrated and described in a series of two- 
color catalog sheets and envelope stuffers available to the trade. 
A Special Sales Manual containing product and sales informa- 
tion is available for use by Dealers handling Kisco Products. 
Kisco Company, Inc., 2400 Dekalb St., St. Louis, Mo. 


2098—Marquette Electric and Gas Water Heaters. Twenty- 
three models assure a water heater for every need. A four-page 
folder explains the features of the Marquette water heater 
and may be secured through Marquette Appliances, Inc., 30° E. 
Hennepin, Minneapolis, Minnesota. 


2100—Marquette Electric Ranges. An individual catalog and 
specification sheet is available on each of the four popular 
Marquette range models from Marquette Apphances, Inc., 307 
E. Hennepin, Minneapolis, Minnesota. 


2102—Marquette Gas Ranges. Five beautiful models covering 
the entire desires of any housewife featured in color and with 
individual specifications and catalog pages may be secured from 
Marquette Appliances, Inc., 307 ast Hennepin, Minneapolis, 
Minnesota. 


2104—Marquette Home Laundry Equipment,—Includes Wash- 
ers, Dryers, and Ironers. For well-illustrated catalog pages that 
bring out the features and selling points of this popular priced 
laundry equipment write to Marquette Appliances, Inc., 307 E. 
Hennepin, Minneapolis, Minnesota. 


2106—Fan and Centrifugal Blowers. Catalog No. 513-3 
Vital specifications Fresh-Air Maker Fans-Hy Duty Centrifugal 
Blowers. Attic, Portable, Window, Exhaust fans. Single and 
double inlet blowers. Ventilating Division-Schwitzer-Cummins 
Co., 1125 Mass. ve., Indianapolis, Indiana 


2108—Household Refrigerators, Farm and Home Freezers, 
Electric Ranges. Complete information regarding Cooleratos 
space-saver “motor on the back” refrigerators, a revolutionary 
new combination freezer-refrigerator and automatic seven heat 
ush-A-Button electric ranges. Write Coolerator, Duluth 1, 
Ainnesota. 


2110—Select-A-Range. Landers, Frary & Clark, New Britain, 


Conn. Eight page folder giving full information on Universal’s 
revolutionary new Select-A-Range with the Convenience Level 
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Oven. [Illustrates various parts of range; six Royal Barry Wills 
kitchens and tells how to install it. 


2112—Oil Heaters. An elaborate colorful 16 page catalog, 
entitled “Nescontrol Heating” describing and illustrating the 
complete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the National Enameling and Stamping Com- 
pany, 270 N. 12th St., Milwaukee 1, Wis. 


2114—Electric Heataires. A new, colorful, twelve-page booklet 
from Markel Electric Products, Inc., 145 Seneca St., Buffalo, 
N. Y., unveils a complete line of wall-attachable, well-recessea. 
and portable heaters. Heetaire models for every room in the 
house and other applications are described. 


2116—Replacement Heating Units—For electric water heaters 
Information on the complete line of various wattages, voltages, 
and shapes of water heater units of the Immersion Type can 
be obtained by writing to Tuttle & Kift, Inc., 825 N. Monitor 
Ave., Chicago 39, Illinois. 


2118—Electric Fans—Robbins & Myers, Inc., Springfield, Ohio 
offers an atractive, 12-page illustrated catalog covering out 
standing features, design details, and performance ratings ot 
R & M domestic, commercial and industrial fans for 1951 


2120—Everhot Electric Housewares—Colorful literature and 
full information is available showing the complete line of Ever 
hot Electric Housewares including Roasters and their accessories, 
Roasterettes, Heater and Heater Fans, Rangette and Electric 
Blankets. This literature lists specifications and is available from 
Swartzbaugh Mfg. Co., 1336 W. Bancroft St., Toledo, Ohio 


2122—Surface Heating Units—For electric ranges. Com- 
plete information on fitting the famous TK Monotube Elec- 
tric Range surface heating units into all types of electric ranges 
can be obtained by requesting the replacement manual from 
Tuttle & Kift, Inc., 1825 N. Monitor Ave., Chicago 39, Illinois 


2124—Evaporative Air Coolers—Home and commercial. Essick 
Manufacturing Company, 1950 Santa Fe Avenue, Los Angeles 
21, California, offers its complete line of eighteen models, ran 
ing from 1500 CFM one room fan type coolers to 12,500 CFM, 
industrial building coolers. Featured this year is the Revolu- 
tionary “Pour-In’ type, completely self contained washed air 
room cooler. Write for further information. 


2126—Attic and Window Fans. A 14-page folder illustrating 
and describing Bar-Brook fans is available from Bar-Brook Mfg. 
Co., Inc., 6135 Linwood Ave., Shreveport, La. List price and 
suggested net-dealer cost schedules are also included in the folder 


2128—Trade School. An attractive illustrated bulletin is avail- 
able from the Commercial Trades Institute, 200 So. 20th St 
Birmingham, Ala. It outlines the courses covering air condi 
tioning, refrigeration, electricity and appliances and shows the 
modern shop and laboratory equipment available to students. 


2130—Chromalox Range Units. A 16-page catalog of Chro- 
malox Electric Range Units and replacement immersion heaters 
for domestic hot water heaters is available from Edwin L. 
Wiegand Co., 7500 Thomas Blvd., Pittsburgh 8, Pa. Designated 
as Bulletin RU-149, the booklet is a comprehensive guide to 
profitable range and water heater modernization business. Proper 
units for ranges and water heaters of all makes are listed in 
tabular form. 


2132—Industrial Fans. Circulators & Devices announces the 
publication of their new, up-to-date 1951 catalog illustrating 
their complete line of ventilating equipment, including Pedestal, 
Wall & Ceiling fans, Attic Fans, Exhaust Fans, new reversible 
window fans, blowers, shutters, etc. Write to Circulators & 
Devices, 128-168-32nd Street, Dept. S. B. Brooklyn 32, New 
York, for your free copy. 


2134—HANDYHOT QUALITY APPLIANCES—6-page cata 
log listing 24 HANDYHOT Electrical ppliances and 3 acces 
sories just off the press. (May be folded and used as a dealer 


mailing piece by distributors). 


2136—HANDYHOT CONSUMER MAILER—“HOME IS A 
PLEASURE” —9-page catalog of appliances and fans giving “‘tips’ 
for using in copy. (Makes an effective dealer mailing piece 
The “kiddies” enjoy the cartoon type drawings) 


2138—“FAN MAIL’—4-page mailer showing “HANDY 
BREEZE” fans, window ventilators and circulators. Has one 
full page of “tips” on how to use fans effectively throughout 
the home. (ideal dealer-mailer). 
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LOOK AHEAD... 
PLAN AHEAD... 
Coming in MARCH 1952 - 





-- a timely feature presentation 
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HEATING SALES 
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@ Designed for 
SELLING 





@ Engineered for 


MEIER AUTOMATIC PORTABLE PERFORMANCE 
FLOOR FURNACES 


Here is the heater that “heats where it's @ Manufactured for 
needed.”’ The Meier portable floor furnace 


is fully adjustable within full 90° radius so Y 0 UR PR 0 Fl T 


that heat may be directed up or down at 
will. Automatic Thermostatic Control . . . and C U STOMER 
sensitive thermostat maintains desired set 
heat. Both Radiant heat and Circulated SATISFACTI 0 N 
heat . . . for quick, penetrating warmth and 
gentle air circulation for maximum com- 
MEIER AUTOMATIC ELECTRIC fort. Equipped with five foot cord. Finished 
Ww A L L F u R te A Cc E Ss in Hawaiian tan hammertone. Four sizes 
to meet every requirement .. . 
Modern automatic heating at its finest. 2,000 watt, 3,000 watt, 4,000 watt 
Beautifully designed to blend with modern and 5,000 watt. 
decorative schemes. Finished in Hawaiian 


tan hammertone. Maximum safety—grille 

cannot be removed unless switch is in “off” 

position. Bright copper-clad reflector .. . 

both Radiating and Circulating heat. Ac- SEND TODAY E L E Cc T R 1 Cc A N D 
curate built-in, bi-metal thermostat. Heat- NEW 

ing coil of high grade nickel chromium— FOR COMPLETE 

guaranteed for five years against burnouts. . MACHINE co., INC. 
Four models to fit every required installa- CATALOG ay | MEIER 3527 E. WASHINGTON STREET 


tion... 1,500 watts, 2,000 watts, 3,000 watts 
and 4,000 watts. INDIANAPOLIS, INDIANA 


















AUTOMATIC ELECTRIC 
ext: eee ny CGS "ates 





AD NO. 





F207 listributors 


Get Acquainted With Your V#tor- Distributor Executives! 


If you’re a Thor dealer . . . no one needs to tell 
you that Thor distributors are an uncommonly able 
group of sales executives. 


You know from experience thiat they are no“ Johnny 
Come Latelys” to modern appliance merchandis- 
ing. They know the score. They know what it takes 
to get sales results at the retail level. And they give 
you everything they've got in advertising . . . mer- 


chandising . . . sales and service know-how! 


Pictured below are a few more of the Thor dis- 
tributors who serve our dealers in the Southern 
Division. 

Look to your Thor distributor for the kind of help 
that pays off at your cash register. Your Thor dis- 
tributor makes a business of helping You get more 
business! 


Southern Division 


MR. S. A. GASSAWAY 
Orgill Brothers & Company 
10 West Calhoun 
Memphis, Tennessee 


MR. A. G. RIDDICK 


C. T. Patterson Company, Inc. 


800 South Peters St. 
New Orleans 7, Lovisiona 


MR. CHARLES R. REW, JR. 
Sales Manager 

Alabama Appliance Co. 

Ist Ave. North & 13th St. 

Birmingham, Alabama 


MR. GLEN J. WILDER 
Sales Manager 

Pensacola Hardware Company 

20-24 East Gregory St. 

Pensacola, Florida 


MR. C. L. LANNIN 
Sales Manager 
Carolina Appliance Company 
P. O. Box 1997 
Charlotte 1, North Carolina 


MR. J. F. GREENAWALT 
Sales Manager 

Electric Sales & Appin., Inc. 

1550 N. E. 2nd Avenue 

Miomi 32, Florida 


MR. D. M. GILTINAN, JR. 
Eskew, Smith & Cannon 
Brooks at Smith St. 
Charleston, West Virginia 


MR. E. H. WILLIFORD 
Sales Manager 
Carolina Sales Corporation 
1420 Evans St. 
Greenville, North Carolina 


MR. E. H. HOOKS 

Sales Manager 
Commonwealth Sales Corp, 
1601 Summit Avenue 
Richmond 20, Virginia 


MR. L. L. DAVIS 
Moore-Handley Hardware Co. 
492 Craighead St 

Nashville, Tennessee 


* REG. U.S. PAT. OFFe 
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are the best in America! 


Profit With the Help of Your #2077 
Distributor’s Salesman! 


What's the latest idea in selling washers? Ask 
the man who knows—your Thor distributor's 
salesman. He takes pride in keeping in close 


Siw tis cuz 


|touch with current conditions and trends. He’s 
got the facts that you can turn into sales! 


Just for the fun of it—test your Thor salesman 
with the following short quiz. Score 25 points 
for each correct answer. If he doesn’t score 100, 
we'll buy you a new Stetson Hat. Please use the 
coupon below. 


WIN A NEW STETSON HAT! 





QUESTION 





1. What is a good Thor Sales Builder for November? 
2. How can | merchandise Thor advertising? . . .« 
3. What is the world’s fastest washer?. . . . « 


4. How can I use direct mail as a low-cost promotion? 


“ASK IF YOU WANT TO RECEIVE!” 








The above “quiz” further under- 
lines the fact that your Thor sales- 
man will spare no effort to help 
you steer more traffic to your store 
~and to sell that traffic before it 
leaves your doors! Your Thor 
salesman will appreciate your 
testing his knowledge of the latest 
Thor selling tools. Do him and 
yourself a favor by making this 
test next time he calls. 


fab 


M. R. (BoB) WILSON 
General Sales Manager 


M. R. WILSON, General Sales Manager 
Thor Corporation, Chicago 50, Illinois 
SEND ME A HAT! See QUIZ at- 
tached! I stumped him! 
My Name . 
Firm Name 3h > 
Street 











City a State 


My Thor distributor salesman’s name is 


ee ee ee ee 
RE EEE a 


Thor CORPORATION, Chicago 50, Illinois 
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INDUSTRY 


NEWS 


BRIEFS _ 


GOVERNMENT 


REGULATIONS 





Dealer stocks 
are still high 


@ THE CONDITION confronting ap- 
pliance dealers is still pretty much 
characterized by the reply of the 
dealer who, when asked about 
business conditions, replied, 
“Well, you know, I don’t want to 
set the world on fire—only my 
warehouse!” 

In general, appliance stocks of 
retailers and wholesalers continue 
high. The backlog of orders on 
the books of manufacturers is 
dropping and production im some 
consumer lines is being cut to ad- 
just for the lower demand. 

The National Association of 
Purchasing Agents reports that 
buying by business firms is be- 
ing held down to filling needs for 
little more than 90 days in ad- 
vance. 

Department store sales are run- 
ning above a year ago but sales 
losses are being shown by auto 
dealers, household appliance and 
furniture stores, and hardware 
stores. These are the retailers, of 
course, who made the greatest 
sales gains a year ago during the 
first few months of the Korean 
war. 

The condition of manufacturers’ 
inventories of appliances shows 
some improvement in September 
as compared to previous months 
but the number of electric refrig- 
erators on hand is still four times 
the number in inventory a year 
ago. The inventory of electric 
ranges in the hands of manufac- 
turers is about three times the 
number of a year ago. 

There is considerable improve- 
ment, however, in the output of 
washing machines. Manufactur- 
ers shipped 319,000 washing ma- 
chines in September as against 
243,000 in August, and 143,000 in 
July. 

There is improvement too in the 
inventory and production situa- 
tion with respect to television. 
Production of TV rose to nearly 
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100,000 units in the week ended 
October 12, which is the highest 
weekly production since last 
April. In spite of increased pro- 
duction, manufacturers’ inven- 
tories of television sets dropped 
to about one-half the number on 
hand in August. 

Appliance dealers may find 
cause for optimism in the tremen- 


| dous increase recently in savings. 


In the first three months of 1951, 
consumers reduced their savings 
by about 2.3 billion dollars. Dur- 
ing the period April through June 
of 1951, individuals added 600 
million dollars to savings. 

In addition to savings in cur- 
rency mentioned above, people 
are increasing their savings in the 


~ form of insurance and securities 


more rapidly than at any time 
since 1946. Savings in these forms 
rose from nothing in the first 
three months of 1951 to 3.2 bil- 
lion dollars in the second three 
months period. 

Reports from the defense mobi- 
lization director, Charles E. Wil- 
son, and defense production ad- 
ministrator, Manly Fleischmann, 
indicate that civilian production 
of appliances and other durable 
goods will be further reduced in 
the first six months of 1952. 

Mr. Wilson pointed out that 
first-quarter, 1952, needs are close 


to peak demands for materials, 
and that by the third quarter of 
1952 some relief should be exper- 
ienced from expansion projects 
and certain other priority items 
that should result in more mate- 
rials to distribute. 

Production of such civilian 
items as refrigerators, ranges, ra- 
dios, television sets, and home ap- 
pliances of all kinds will be re- 
duced, Mr. Fleischmann said, but 
ample supplies of these products 
are now on dealers’ shelves and 
the supply should be sufficient to 
meet normal consumer needs. 
Most consumer goods producers 
will be permitted to use only 50 
to 60 per cent of the steel, copper, 
and aluminum they used last 
year. 


In-line pricing 
authorized by OPS 


@ RETAILERS HANDLING new cate- 
gories of specified articles not 
listed on their pricing charts may 
price them by applying mark- 


ups derived from comparable 
categories already listed on their 
pricing charts. This authoriza- 
tion by the Office of Price Stabili- 
zation of the use of automatic in- 
line pricing under Ceiling Price 
Regulation 7 means that retailers 





Sales trend— 


RETAIL RADIO. HOUSEHOLD APPLIANCE DEALERS 


MILLIONS OF DOLLARS 


Estimated Total Sales 


MILLIONS OF DOLLARS 





sob 
Sales of retail radio 
and appliance dealers 
were estimated at 253 


MONTHLY AVERAGE 


400F 





million dollars during 
August, 1951, by the U. 
S. Office of Business 
Economics, an increase 
of 49 million dollars 
from July, 1951. The 
August, 1951, sales were 
133 million dollars less 
than sales reported for 
August, 1950, the 5 
second month of the 
Korean War. 
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One of America’s 
Leading Lines 


You won't miss 


a single sale 


with this line-up! 


Jackson Table-Top Electric 
Water Heaters come in a 
range of models and prices 
to fit any customer demand. 


Your customers may choose any one of 
these models according to their family 
needs. Available in both 30 and 40 gallon 
capacities, the counter height heaters are 
designed to fit in any kitchen, laundry, 
bathroom or rumpus room as a useful and 
attractive piece of furniture. 

All cabinets are finished in gleaming 
white, with lustrous black “toe rail” at the 
bottom. Tanks are made of heavy gauge 
steel, hot dip galvanized; a full 2 inches of 

Approved by 
Gadectitnns insulation surrounds each tank and 
Labsvotestes, ins. minimizes heat loss. 230/240 Volts A.C. only. 

These heaters are your answer to cus- 

tomer demand and increased profits. 
Gy Phone, wire or write today for full infor- 


mation on this outstanding line. 


W. L. JACKSON MANUFACTURING COMPANY, INC. 


1222 E. 40th Street Chattanooga, Tennessee 


SALES REPRESENTATIVES 


J. A. LLOYD FACTORY SALES AGENT L. 0. LEDFORD GEORGE H. ANDERSON 
Warehouse Stocks Carried SALES AGENCY COMPANY 
375 Whitehall St., S. W. 2506 Lucena Street 311 Chickamauga Avenue P. O. Box 2235 


Atlanta, Georgia Charlotte, N. C. Rossville, Memphis, Tenness 
Telephone WALnut 6248 Telephone 5-8258 Telephone 89-5554 Telephone 92724 
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will no longer have to use the 
more complicated method under 
Section 39, of CPR 7, in preparing 
pricing charts for electrical ap- 
pliances, housewares, radios, tele- 
vision sets, and some other items. 
Details are included in Amend- 
ment 10 to CPR 7, issued October 
8, 1951. 


Relief given on 
record prices 


@ A SUPPLEMENTARY regulation, 
No. 74, to the General Ceiling 
Price Regulation, corrects a dis- 
tortion in ceiling prices of phono- 
graph records occasioned by the 
general price freeze. This sup- 
plementary regulation permits a 
manufacturer, who announced 
prices during the GCPR base 
period, which were to become ef- 
fective before February 15, 1951, 
to use these announced prices as 
his GCPR Ceiling Price. The 
manufacturer may do this regard- 
less of whether the prices were 
put in effect during the base peri- 
od. 

The purpose of this supplemen- 
tary regulation is to aid one 
manufacturer who failed to get 
his prices increased before the 
GCPR. Six record companies 
produce in excess of 80 per cent 
of the phonograph records manu- 
factured in the United States, and 
the prices charged by these com- 
panies have historically been sub- 
stantially uniform. The manufac- 
turer who failed to get his prices 
in line with the other five ac- 
counts for approximately 5 per 
cent of the total record production 
in this country. 


Home demonstrations 


under Regulation W 


@ A RECENT interpretation of 
Regulation W permits dealer dem- 
onstrations of clothes driers in the 
home of the prospect if a 15 per 
cent down payment has been 
made by the prospect. The down 
payment can be made with the 
agreement that it is to be refund- 
ed if sale is not made. It is also 
permissible for the prospect to 
sign an agreement that the appli- 
ance will be returned or the re- 
quired down payment made with- 
in ten days after such a demon- 
stration installation. 
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Color TV out 
for the duration 


@ In one or the few actions of 
its kind, where manufacturers 
have been asked to actually dis- 
continue the production of a cer- 
tain type of item, defense mobili- 
zer Charles E. Wilson has asked 
the Columbia Broadcasting Sys- 
tem to discontinue mass produc- 
tion of its color television sets. 
As part of a new policy calling for 
the suspension of all non-essen- 
tial new products requiring criti- 
cal materials, it is reported that 
Mr. Wilson will ask the whole 
radio-TV industry to discontinue 
development of color television 
receivers. 

The Columbia Broadcasting 
System has announced that it is 
complying with the order and 
that the CBS color broadcasts will 
also be discontinued in view of 
the very limited number of color 

| sets that are available to receive 
these broadcasts. 


Clothes drier 
market in South 


@ APPLIANCE DEALERS who have 
given little attention to electric 
clothes driers because the weath- 
er down south is considered ex- 
cellent for clothes drying, should 
take another look at the market 
for this appliance, Harold P. Bull, 
of Bendix Home Appliances, told 
members of the Southeastern 
Electric Exchange at a recent 
meeting in New Orleans. 

A survey recently completed 
among 1,200 electric clothes drier 
owners indicated that 37 per cent 
like their drier chiefly because 
of the work it saves; 31 per cent 
liked it because it gave them fluf- 
fier clothes; 18 per cent because 
it saved them time; and only 14 
per cent liked it because it avoid- 





— 


ge 


“Break off those icicles, Carter! 
They're depressing!” 


ed bad drying weather. 

Another survey indicated the 
value of a connected demonstra- 
tor. A study was made of 81 deal- 
ers in 69 cities. Fifteen dealers 
who had a hooked-up demonstra- 
tor and a drier in their own homes 
sold 345 driers. But 66 dealers 
who had no driers in their homes, 
of whom only 38 had driers in 
use on their display floors, sold 
only 284 driers. 


Field service to 
help on pricing 


@ FIeLp service offices are now 
being established in trading cen- 
ters throughout the Southeast to 
give merchants and citizens in 
areas outside district office cities 
an opportunity for direct contact 
with price stabilization specialists, 
according to George D. Patterson, 
Jr., Southeastern regional direc- 
tor for the Office of Price Stabili- 
zation, in Atlanta. 

Scores of the offices have al- 
ready been established in co-op- 
eration with local OPS Volun- 
teer Committees, Patterson said, 
and others are being set up. 

“Establishment of these field 
offices is part of an over-all plan 
to bring the OPS program closer 
to merchants and the public in 
the smaller towns and cities,” 
Patterson said. “The primary 
purpose will be to help business 
and the public to understand and 
comply with stabilization regula- 
tions.” 

Most offices, he said, are being 
established in Chambers of Com- 
merce, city halls, courthouses, or 
centrally located business houses 
where space can be loaned for 
the purpose. The offices will be 
open in these communities one 
day each week at hours announ- 
ced locally. 
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Here's what Zenith 
“Electronex Tube TV 





to your Customers... 
THE WORLD’S FINEST 
**FULL FOCUS’’ PICTURE 


“ae en 
to You eee 
FASTER SALES 
LOWER SERVICE COSTS 
A picture that stays entirely in focus—all the 2 
time! That's what this spectacular new invention from MORE PROFITS p 
Zenith means to your customers. ; ' \ aaa 
But to you, Zenith’s “Electronex” Tube means more ws 
sales, faster sales— with less dissipation of your profits 
through costly “call-back” servicing. It teams up with 
Zenith's new “Fringe Lock" Control Circuit, provision for UHF, connection 
for color receiver, cnd Zenith's long-famous built-in quality —to sell your 
customer quickly and keep him sold! 
Here's “Electronex” Tube TV in four models from Zenith’s sensational 
new line. See your distributor about them now! They're your key to 
faster-than-ever sales—to profits you can keep! 











New Zenith “Walton” New Zenith “Walpole” New Zenith “Hawthorne” 
Console with 17-inch 7 Table Model with 17-inch 20-in."Electronex” Tube 
“Electronex" Tube. : “Electronex"’ Tube. Mahog- Table Model. A sales nat- 
Sleek design in Ma- any color Pyroxylin, Ma- ural! Handsome crackle- 
hogany Pyroxylin, hogony finish woods. Also grain Mahogany Pyroxylin. 
Mahogany finish : in Blonde. Model J2029R Model J2026R 

woods. Model J2044R ; 


New Zenith “Thack- 
eray” Console 20-inch 
“Electronex” Tube — 
big picture television 
ot its best! Handsome 
Mahogany veneers. 
Model J2054R 


ZENITH RADIO CORPORATION « Chicago 39, Illinois * Also Mokers of Fine Hearing Aids 
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How we sell package kitchens 


@ ALL OF THE problems which 
normally face the appliance deal- 
er in package-kitchen merchan- 
dising can be worked out by 
specialization, according to Mod- 
ern Kitchen Engineers, of Birm- 
ingham, Ala. 

Modern’ Kitchen Engineers 
have undergone many hardships 
and setbacks common to appli- 
ance dealerships: refusal of plum- 
bers to install package kitchens 
once sold, long delays in installa- 
tion, inability to service the cus- 
tomer with proper carpentry, 
electrical installations, etc. 

Nevertheless, the firm, in busi- 
ness for five years, has proven so 
successful in the package-kitchen 
field that it has adopted a policy 
of specialization. Now, although 
there is an equal volume in indi- 
vidual appliance sales, kitchen 
volume has climbed to ten or 
more installations per week. 

The secret lies in specialization, 
according to W. F. Griffiths and 
L. J. Griffiths, Jr., brothers who 
head the organization. Instead of 
going after the better-income 
customer, Modern Kitchen Engi- 
neers have concentrated on the 
average home and slanted their 
merchandising operations in that 
direction. 

“Tt is all part of a long-range, 
careful plan, “W. F. Griffiths, who 
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Specializing in installations for the average home 


] 


has led to ten or more sales per week 


is in charge of the sales force, 
~indicated. “We found that one of 
the most serious obstacles to sales 
success in this field was the fact 
that new home-owners had con- 
fidence in an appliance dealer’s 
installation. They had heard dis- 
couraging reports from home- 
owners who had ordered kitchen 
jobs, only to experience delays, 
high expense, and other disap- 
pointments. What we have done 
is to make so many expert kitchen 
installations that customers are 
our best advertisers. 


by Reed Harrison 


Unlike many appliance stores 
which tuck a package kitchen in 
one corner of the showroom and 
use it as a stepping stone to com- 
plete installations, Modern Kit- 
chen Engineers operate two stores, 
one of which houses an all-electric 
kitchen. 


Two separate showrooms 


The showroom on the left han- 
dles sales of individual appli- 
ances, and is two doors away from 
the kitchen showroom. The kit- 
chen showroom is there for the 


Birmingham’s only complete KITCHEN DESIGNERS 


SKILLED 
WORKMEN 


ART SKETCH 
IN COLOR 


MARLITE 
WALLS 


CUSTOM 
PLANNED 


CUSTOM 
BUILT TOPS 


FORMICA 
TOPS 


This Cerd entitles You to « FREE ARTIST SKETCH of your NEW DREAM KITCHEN. 


CALL 
1815-1819 
DAY $4-1526 


MODERN KITCHEN ENGINEERS for appointment 
lst Avenue North 
_ BIRMINGHAM, ALABAMA 


#IGE? §9-0600 


This post card advertisement blanketed an entire neighborhood and intro- 
duced Modern Kitchen Engineers and their services to Birmingham residents. 
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prospect interested in a complete 
kitchen installation. 

There is no opportunity for dis- 
traction, no people milling around 
in the store who can take the 
prospect’s mind off the potential 
kitchen purchase. 


Advertising 


All advertising emphasizes kit- 
chens, and includes before-and- 
after photographs of typical kit- 
chens—installed by the firm. The 
dealer’s specialty salesmen con- 
centrate on package kitchen pros- 
pects rather than the buyer of the 
individual appliance. 

Four salesmen, including W. F. 
Griffiths, sell the volume for 
Modern Kitchen Engineers. Pros- 
pects are obtained from a dozen 
sources, all equally important, ac- 
cording to Mr. Griffiths. 

Included are Dodge reports on 
home remodeling permits which 
have been granted, user leads 
from homeowners pleased with a 
Modern Kitchen installation, 
doorbell ringing in the vicinity of 
each new installation, and re- 
sponses to weekly newspaper ad- 
vertising. 





Before-and-after photos 


Each salesman carries a file of 
representative before - and - after 
photographs, which Modern Kit- 
chen Engineers have taken on 
each job. 

The company always canvasses 
the neighborhood as soon as a 
new installation is completed. 
“Under this plan, we use a cross- 
reference file of residents in the 
area where we have completed 
a job,” Mr. Griffiths said. “We 
follow up on 20 to 50 home-own- 
ers in the immediate vicinity by 
introducing ourselves at the door, 
explaining that we are the firm 

(Continued on page 99) 





(Top) The kitchen showroom con- 
tains two fully equipped modern 
kitchens, which can be shown in 
privacy to the customer interested 
in a complete kitchen installation, 
as W. F. Griffiths, co-owner of the 
company, is doing. (Center) 
Mounted on the wall over the 
sketch-planning desks are dozens 
of color photos showing some of 
the firm’s installations. (Bottom) 
This is the smaller of the two model 
kitchens, and both are kept spotless. 
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A small company can make money 


by selling to contractors and builders on a cost-plus basis 


We cater to contractors and builders 


by Baron Creager 


@ For HIGH voLUME and quick 
turnover with the minimum of 
sales expense in major appliance 
sales, contractors and home build- 
ers have been cultivated with out- 
standing success by the Oak Cliff 
Radio and Appliance Company in 
Dallas, Texas. 

Since the early part of 1950 
this appliance store has placed in 
excess of a thousand electrical 
units—refrigerators, ranges, 
washing machines, and dishwash- 
ers—in new homes completed by 
contractors and builders who 
have accepted the merchandise 
from the dealer on a cost-plus 
basis. 

This arrangement has been 
made available to some dealers in 
some of the manufacturer’s terri- 
tories, but not many dealers have 
realized the success of the Oak 
Cliff Radio and Appliance Com- 
pany. 


The service motive 


Service was the underlying mo- 
tive in the arrangement, for the 
manufacturer found that when 
units were sold direct to builders, 
subsequent service was almost 
entirely neglected. This resulted 
in a bad name for the appliance 
and the dealer. 

Under the arrangement in ef- 
fect with Oak Cliff Radio and Ap- 
pliance Company, the builder’s 
cost on the appliance includes a 
package that covers service for 


one year. Then, after the appli- 
ance is installed, the builder can 
forget about service—as he would 
anyway—and the dealer assumes 
-that-responsibility. 


Regular customers 


Approximately 100 contractors 
and builders are regular custom- 
ers of the Oak Cliff store, some of 
them quantity buyers and some 
buying only occasionally. 

And although this type of busi- 
ness is quite satisfactory for this 
particular dealer, it was not easy 
to accumulate and involved a 


great amount of work for C. F. 
Bee, owner, and Joe F. Trice, 
floor salesman. 

At the outset, Trice contacted 
at least 300 contractors and build- 
ers by telephone, explaining the 
arrangement through which the 
store proposed to get mass in- 
stallations in newly completed 
homes. As Trice found, in his 
telephone calls, a contractor or 
builder who showed definite in- 
terest, the individual was marked 
for special attention. 

Owner Bee detests the confines 
of four walls and inside work 


These attractive quarters house the Oak Cliff Radio and Appliance Co., 
Dallas, Texas, where high volume and quick turnover have been obtained 
through arrangements with contractors and home builders. 
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and had specified that he would 
handle outside contacts. So as 


contractors or builders became in- | 


terested, Bee called on them per- 
sonally. Thus about 100 custom- 


ers were culled from a prospect | 


list of 300. Bee continues to make 
these personal contacts and, in 
addition, is highly active in de- 
livery of: appliances. 

By this method of doing busi- 


ness the Oak Cliff Radio and Ap- | 


pliance Company has delivered, 
for illustration, 1,000 major ap- 


pliances that required contacts | 


with only 100 individuals. 


Through the usual retail channels | 
the same volume would have re- 


quired much more than 1,000 per- 
sonal contacts, with a large and 
efficient sales force. 


Limitations 


But, by the same standard, use 
of even a small corps of salesmen 
in this type of transaction would 
be ruinous because of the margin 
of profit. As a representative of 
the manufacturer pointed out, 
only a small institution, such as 
the two-man Oak Cliff store, 
could make a success of such a 
venture, and then only through 
consistent hard work. 

Such a deal, it is emphasized, 
requires operation with low over- 
head, but the arrangement fits in 


with low overhead. Turnover is 


fast. And when volume is attain- 
ed and assured through home 


building channels, the dealer finds 
himself in a position to buy by 


carload lots. And builders are 
good, prompt pay. 


Advantages 


There is another advantage. 
With the obligation to service all 
appliances installed in new homes, 
the dealer has ready access to 
those homes, every one of which 
is a prospect for some appliance. 
In this field only does Bee make 
any consumer sales effort, either 
through his own calls or those by 
members of his three-man service 
staff. 


Meanwhile Trice, who is on 


straight salary, fills the job of | 


floor salesman, assistant manager, 

and telephone contact man with 

contractors and builders. 
Display facilities of the Oak 


(Continued on page 98) 


| serves as both 
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COOKING SCHOOLS --for extra sales 


by Robert A. Latimer 


@ A PROFITABLE market for the 
appliance retailer lies in church 
and civic club groups, according 
to W. J. Baumbach, head of W. 


| J. Baumbach, Inc., appliance re- 
| tailers in Arlington, Va. 


Mr. Baumbach, who recently 
completed a beautiful new show- 
room on Wilson Blvd., in this 
Washington suburb, has devoted 
an entirely separate showroom to 
complete planned kitchens. 

Since it was necessary to pro- 
vide plenty of display space for 
model electric kitchens, Mr. 


| Baumbach felt that the firm 


might as well provide accommo- 
dations for demonstrating appli- 


| ances to large groups. 


Therefore, the kitchen division, 


| an all-white building to the right 


of the two-story main building, 
classroom and 
theater, as well as a display area 
for complete packaged kitchens. 

The colorful new building has 
11 huge windows facing Wilson 
Blvd., and the windows on the 
second floor are the same size 
as those on the first. Behind the 
two-story, all-glass front is bril- 
liant Erin green and cardinal red 


| on the walls and display fixtures, 
Cliff Radio and Appliance Com- | 


and a colorful lighting system. 
However, Mr. Baumbach has 
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| PROMOTION 


not been content to depend upon 
eye-appeal or run-of-the-mill ad- 
vertising to maintain his yearly 
$750,000 volume. Since the first 
week, the kitchen division has 
played host to church and civic 
club members with a two-hour 
weekly presentation. 


Selection of groups 


Mr. Baumbach selects clubs, 
associations, brotherhoods, 
church groups, etc., which he 
feels fit into the prospect classi- 
fication. An invitation to partici- 
pate in a cooking demonstration 
goes out to each group well in 
advance. 

Incidentally, the dealer has 
found it important to stress the 
word “participate” rather than 
“attend.” The word participate” 
implies that each guest co-op- 
erates in preparing the meal. 

There are no cash awards of- 
fered to the club to increase at- 
tendance, but the foods prepared 
are distributed to the group. 

“We have found that regularly 
scheduled schools of this sort 
have increased our prestige,” Mr. 
Baumbach said. “And because 
there are usually as many as 75 
women in each class, the law of 

(Continued on page 98) 
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Electric water systems 


mean big protits 


This water pump was installed in 
the Palmetto Courts, Pensacola, 
Fla., by Harvey Hardware Co. A 
525-gallon tank in the background 
furnishes water for 30 cottages and 
a 75,000-gallon swimming pool 
which is drained once a week by 
another smaller pump located in 
a pit by the pool. The pump can 
be used as a dual pump in this 
way: when the pool is to be filled, 
pressure is built up in the tank for 
the cottages. Then the valve at the 
left is opened, which allows the 
pump to produce a greater amount 
of water without pressure being 
required to force it into the tank, 
thereby increasing the efficiency 
of the pump. 
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by Rush Holton 


Taking the farmer’s viewpoint paid off with 700 


water-system sales last year 


@ TAKING ALL oF the worries 
out of water-system buying for 
the farmer and contracting the 
whole job has worked out so well 
for Harvey Hardware Company, 
Pensacola, Fla., that the firm av- 
erages 700 complete installations 
per year. 

Not only surveying and digging 
the well, but also the offer of a 
year’s free service attracts rural 
customers from as far away as 
100 miles, according to D. M. 
Harvey, head of the Florida firm. 
“Electric water systems mean big 
business to us because we look 
at them from the farmer’s stand- 
point,” he indicated. 

Before installing his first elec- 
tric water system in 1935, Mr. 
Harvey made a check of the rural 
districts surrounding this western 
Florida city, all of which were 
undergoing electrification. He 
found that many farmers and 
tenant farmers were discouraged 
about water system installations. 
They had experienced difficulty 
in obtaining a well digger, hook- 
ing up electrical connections, and 
financing. 

“From the first it appeared to 
us that the dealer’s best bet would 
be to contract everything involv- 


ed in setting up the water sys- 
tem,” Mr. Harvey indicated. 
“Submit a single bill after the 
installation is in, thus simplifying 


pan RUTOMATIC: WA 
17 : * were 
SAMZY 


*er 


“The dealer’s best bet is to con- 
tract everything involved in set- 
‘ting up a water system,” says D. 
M. Harvey, right, head of Harvey 
Hardware, Pensasola, Fla. 
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the matter for the farmer. 

“Few busy truck growers or 
stockmen wanted to take the time 
to track down a well digger, buy 
a pump, and pay a third man, an 
electrician, to complete the instal- 
lation. By offering to handle each 
aspect of the installation our- 
selves, and backing this up with 
a financing plan which best suits 
the customer’s income, we have 
found that most of the objections 
to water system selling were elim- 
inated.” 

Harvey sold 602 systems in 
1948 and 675 in 1949. The 1950 
volume, at 700, showed another 
increase as extension of the REA 
lines in this corner of Florida 
continues. 


Success factors 


In addition to the one-contract 
system, many other factors have 
contributed to the Florida deal- 
er’s success. 

First, the company carries one 
of the largest stocks of electric 
water systems available in the 
southeast, ranging all the way 
from quarter horsepower shal- 
low-well systems through 15- and 
20-hp high-capacity systems for 
commercial and industrial use. 

Either the farm dweller, or the 
stockman who must water many 
ccws and pigs daily, can depend 
upon reliable service at the Har- 
vey store. For instance, the books 


This display in the Harvey store 
contains 12 samples of electric 
pumps and water system connec- 
tions. At the right is a sample 
pump, 20-gallon water container, 
and a faucet that delivers a stream 
of water into the tank below. This 
ean be turned on by customers 
who are interested in the advan- 
tages of running water. 


Ranges in color — a profitable promotion 


REpPAINTING scores of refrigera- 
tors to match colored ranges al- 
ready in stock was the result of 
an intensive 1951 sales campaign 
carried out by Joe Schwartz and 
C. N. Gill, heads of Modern Ap- 
pliance Company, Waco, Texas. 

When colored ranges first came 
on the market, Schwartz and Gill 
decided to do a bang-up selling 
job. Consequently, a far more 
extensive selling campaign was 
mapped out than the firm had 
ever used before, including many 
devices which focused public at- 
tention on the six colors of ranges 
which were being offered. 

By far the cleverest stunt was 
the dressing of 12 outside sales- 
men in white chef's caps and 
aprons, and sending each around 
his territory, pulling a_ light- 
weight trailer on which a colored 
range was mounted, ready for 
cooking, and with its insulated 
compartments full of hot food. 

Parking at the prospect’s door, 
the salesman knocked, and when 
the housewife opened the door, 
he handed her a paper cup full 
of hot Boston baked beans. This 
proved an effective door-opener. 

Frequently housewives brought 
a frying pan out to the range to 
experiment. 

To further publicize the pro- 
motion, a daily radio spot an- 
nouncement, a huge display in 
the store’s model kitchen, a cook- 
ing school, and color newspaper 
advertising were employed to 
make the average housewife 
“color-conscious.” 


for 1948 show that of the 602 
sales mentioned, 307 were %-hp 
units, the best size for average 
home use in the Pensacola area. 

At the rear of the store, on an 
elevated platform that is readily 
visible from the front of the 
store, are some 12 samples of 
electric pumps and water sys- 
tem connections. By far the most 
effective sales promotion tool, Mr. 
Harvey has found, is a_ water- 
system sample consisting of a 
pump, a 20-gallon water contain- 
er and an ordinary faucet, deliv- 
ering a stream of water into the 
tank below. 


This water system turns on 
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Since early 1951, colored range 
sales grew so rapidly that Mod- 
ern Appliance Company soon 
found itself selling colored ranges 
at the ratio of ten to eight white 
ones. 

Their corresponding line of 
refrigerators, however, were not 
available in colors, so a new 
problem arose. Young couples, 
in particular, who were thor- 
oughly sold on brilliantly color- 
ed, eye-appealing ranges, want- 
ed their refrigerators to match. 

“There was only one answer,” 
Schwartz said. “We had to take 
care of the color-matching prob- 
lem ourselves. What we did was 
to make arrangements with an 
auto-body finishing firm nearby 
who could guarantee a smooth, 
long-lasting, baked-on color job 
to complement the ranges. We 
gave our customers the benefit of 
any color at cost, and in that way 
we made a lot of refrigerator 
sales we hadn’t anticipated.” 

With many Waco kitchens con- 
taining painted-to-match refrig- 
erators, Modern Appliance Com- 
pany has found that every such 
installation has created several 
more. 

“We were surprised to find that 
colored appliances were not too 
well accepted in other locations,” 
Schwartz said, “Right now, the 
colored appliances are about all 
that our prospects want to talk 
about. Eventually, we may find 
it necessary to set up some kind 
of a refrigerator refinishing plant 
ourselves.” 


automatically whenever a cus- 
tomer turns the handle of the 
water tap. It is always of inter- 
est to visiting farmers, stockmen, 
and truck growers who throng 
into the Harvey store each Sat- 
urday. 

When the store is crowded, the 
salespeople have instructions to 
keep the water system going full 
blast, for the rush of water from 
the faucet attracts spectators 
from around the store. 

One salesman is always sta- 
tioned at the display on Saturday, 
to explain the advantages of run- 
ning water out in the country, 

(Continued on page 97) 
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by Allen Mason 


PRODUCT PROMOTION 


Range owners exchange ideas and 
help dealer sell $500,000 yearly volume 


Big-ticket sales from 


“User’s 


@ Joe Scuwartz and C. N. Gill, 
appliance dealers in Waco, Texas, 
are an enterprising pair who put 
a new twist on an old idea and 
because of it are selling a pleas- 
ant $500,000 per year volume. 

The idea is a unique “User’s 
School,” which Modern Appli- 
ance Company, out in Waco’s 
residential district on Austin 
Blvd., presents twice a year. 

The User’s School, which us- 
ually involves about 45 women, 
is a promotion devoted entirely 
to customers who have already 
purchased a range from the 
store, and to whom Schwartz and 
Gill have every hopes of selling 
a refrigerator or automatic wash- 
er to go with it. 

Modern Appliance Company is 
well-sold on the advantages of the 
cooking school type of promotion. 
Twice a year the firm leases one 
of Waco’s largest theatres and in- 
vites about 3,000 women to 
wholesale demonstrations of culi- 
nary tips, presented by national- 
ly known dieticians, home econ- 
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School” 


omists, or manufacturers’ repre- 
sentatives. 

However, with one dealer after 
another bidding for public atten- 
tion in this way, and many 
housewives turning out merely 
for the opportunity to win a 
worth-while prize, the “wide- 
open” cooking school has lost a 
lot of its value, both men are 
convinced. 

Looking over previous sales 
records, Schwartz and Gill were 
impressed with the large number 
of big-ticket sales which were 
made through leads turned in by 
previously sold customers. 


Worthwhile campaign 


The store had used a worth- 
while campaign a year or so ago, 
when salesmen were paid special 
bonuses for contacting users and 
obtaining as many leads as possi- 
ble. Short of offering credit on 
appliance purchases, electrical 
housewares, etc., which the Texas 
dealers do not wish to do, it was 
felt that everything along the 


user line had been tried. 

It wasn’t until the partners put 
Miss El Nora Gravelle, their pre- 
ent home economist, on the staff 
that the idea for the User’s 
School originated. 

Miss Gravelle noticed that 
about half of her range customers 
came in at some time following 
the sale to enthusiastically report 
success with unusual menus, 
techniques in food preparation, 
etc. The home economist jotted 
down a number of these and pass- 
ed them along to other users, who 
stopped by the store for the same 
reason. 

The interest which each house- 
wife seemed to show in the ex- 
perience of others developed into 
the first User’s School. About 
50 range owners were telephoned 
and invited to bring in their fav- 
orite recipes, or to explain any 
tricks they had learned for a 
tastier roast, more tender steak, 
or a better loaf of bread. 

“We got surprising results,” 
Schwartz said. “It was amazing to 
discover how many women want- 
ed to swap ideas in this way. We 
had to do a lot of close schedul- 
ing in order to give each one 
proper attention. 

“We have handled the school in 
the same way since the first ex- 
periment with it. We instruct 
each woman to bring her own 

(Continued on page 100) 
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Can you sell current models 
to bargain hunters ? 


A great many people are ignorant of the strides 


made in appliance manufacture in the past few years 


@ In A ONE-MAN store with no 
sales force and depending entire- 
ly on drop-in trade, James Eoff 
led all appliance dealers in Tulsa, 
Okla., in the sale of major units 
in one manufacturer’s line last 
year. 

He did this by dusting off and 


6 


units in one manufacturer’s line last year. 


applying a technique that is any- 
thing but new, and by boldly 
following up his leads after using 
bona fide bargain mechandise to 
attract prospects and get names 
with addresses. 

Eoff operates two small stores 
in Tulsa, has installed a manager 





ie 
ye 


James Eoff led all appliance dealers in Tulsa, Okla., in the sale of major 


This article tells how he did it. 
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in one and, single-handedly, he 
operates the larger of the two, 
the Lewis Sweeper and Appli- 
ance Company. It is named after 
a broad and busy thoroughfare 
upon which it is located, and 
which carries an extremely heavy 
load of vehicular traffic. 

There, in an interior gleaming 
with new merchandise from as 
many as half a dozen lines, Eoff 
awaits the curious shoppers hunt- 
ing for a bargain. 


Store exterior 


Outside, ranged along two side 
of the small store front, is the 
merchandise that excites the cur- 
iosity of bargain hunters. This 
merchandise consists of used 
units — a refrigerator, range, 
washer, or whatever is in the 
used stock taken in trade. 

“Curiosity is what brings them 
in,” explained Eoff. 

“These people are in the mar- 
ket for some major appliance. 
They see the used merchandise 
outside and think they will find 
a bargain, so they stop to look 
and inquire about prices. 

“When they stop it is generally 
a fairly simple matter to get them 
inside and give a demonstration 
of the current model in the type 
of appliance they are in the mar- 
ket for. 

“It is amazing to me the num- 
ber of people who are absolutely 
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(Top) Used merchandise outside the store attracts bargain hunters who get 

a demonstration and are then sold up. (Bottom) Across this broad intersec- 

tion 500 vehicles an hour carry a proportion of bargain hunters who are 
converted into prospects. 


ignorant of the great strides of 
progress in appliance manufac- 
ture in the past few years, and 
the number of advantages in the 
current model over the old model 
they thought they wanted. And 
it is surprising how many such 
prospects can be sold up from 
their idea of a bargain appliance 
to the current model.” 


How he closes a sale 


Eoff admits that although he 
makes much progress toward a 
sale in such a demonstration, he 
seldom closes a deal at that time. 
He does his closing at night. 

Usually it is the housewife who 
is looking for a bargain. Know- 
ing she is in the market and hav- 
ing obtained name and address, 
he makes his closing effort when 
the husband can be a party to the 
discussion. 

Whether he is invited or not, 
Eoff makes the night call. A rep- 
resentative of the factory for 
which Eoff led Tulsa confided 
that this streak of boldness in 
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Eoff results in many sales that 
otherwise would be lost. “He 
hangs on to a prospect like a 
bulldog,” the representative com- 
mented. 

Eoff continued: “Of course it 
takes many a night call to make 
some sales. It isn’t often that a 
sale is closed in the store on the 
first demonstration. And you 
can’t wait for the prospect to 
come back. She might never com? 
back. 

“The point is, she’s in the mar- 
ket. And after she has seen the 
advantages of the new model, she 
knows that’s what she really 
needs. The rest is up to me. And 
I can sell them if I can see them 
and get them to listen. 

“That’s the problem in selling 
today—getting them to listen. 
Why, I could sell everybody in 
Tulsa If I could get them to listen. 
But so many won't listen long 


. enough.” 


Location is a big factor in the 
sales made through this tech- 
nique by the Lewis Sweeper and 


Appliance Company. Eoff con- 
cedes that only in his present lo- 
cation can he stand patiently in 
the store waiting for bargain- 
hunters to show up. For by an 
estimate that seems to be con- 
servative and without benefit of 
an accurate count, about 500 ve- 
hicles per hour pass the store. 
Furthermore, the location is 
flanked by signal lights, so that 
vehicular traffic moves at a mod- 
est rate of speed. 

Eoff studied this situation and 
took these circumstances into 
consideration before taking on 
that location. He intended from 
the start to conduct a one-man 
establishment in the manner de- 
scribed. And although there is 
one service man in the rear, he 
figures not at all in sales produc- 
tion. 


Television rentals 


At the Lewis Sweeper and Ap- 
pliance Company it is possible for 
a Tulsa family to rent, for $8.50 
per week, a television set, install- 
ed without charge, and returned 
to the store without charge, too, 
if that is eventually necessary. 

Returning the set to the store 
is necessary in about 60 per cent 
of such rentals, says Eoff. Sales 
result in 40 per cent of rentals 
and even when a set is returned 
by a rental customer there is al- 
ways the possibility of a sale a 
week, a month, or even a year 
later. 

“A great many people are 
eventually going to buy television 
sets,” Eoff calculates, “and the 
problem is to find out who those 
people are. 

“One way, as I see it, is to rent 
sets to those who are interested, 
but perhaps are not sure. Many 
people are not thoroughly sold on 
television. They want to try it 
out and live with it for a while. 

“Out of every ten sets I rent, 
I average selling four. Let’s say 
that six of the ten don’t buy and 
I bring the sets back to the store. 
Well, chances are all those six 
will eventually buy. 

“When they get ready to buy 
they will remember me. At least 
I believe they will remember me, 
for if you handle it right there 
is no unpleasantness about a rent- 

(Continued on page 100) 
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DEALER CO-OPERATION 





ELECTRIFICATION ADVISERS 


help dealers make more and better sales 


REA Co-ops in the South employ nearly 300 trained men and women 


who help farm families use electricity more efficiently 


@ WHEN a man or woman goes 
to work as electrification adviser 
for a rural electric co-operative, 
he is told that his job is to help 
the members use electricity effi- 
ciently. This means far more 
than just showing farm families 
how to use more electricity; the 
word “efficiently” is the key 
word in that sentence. 

During this period of national 
emergency, farmers are facing 
several problems. There are few- 
er farm laborers than there have 
been for several years, and in the 
face of this very real shortage, 
agriculture is being asked for 
greater production to meet de- 
fense demands. 


REA objectives 


However, efficient use of power 
is helping to solve many of the 
farmer’s problems. Saving time, 
making farm work easier, raising 
living standards — these always 
have been the objective of the ru- 
ral electrification program. 

To accomplish these aims is a 
big job, but one that electrifica- 
tion advisers are helping farm 
families to do in every state of 
the Union. 

In the 18 southeastern states, 


by Lucile Holmes 


Rural Electrification Administration 
Washington, D. C. 


for example, nearly 300 men and 
women are working hard at this 
important job in approximately 
250 rural! electric co-operatives. 
Some of these co-ops have two ad- 
visers, and most of them could use 
two—maybe more. 

Many of the electrification ad- 
visers — EA’s they’re often called 
—are graduate home economists 
or agricultural engineers. Some 
have been vo-ag teachers, others 
have done extension work. 

Their jobs with the co-ops, 
however, are likely to combine 
all these activities, and the aver- 
age experienced electrification 
adviser is an all-around handy 
man or woman. 

They don’t work by the clock 
or the calendar, and they give 
help to everybody who needs it. 
They’re just as happy to spend 
time at the shabby home of a 
share-cropper who's just 
lights” as in the fine, modern 
dwelling of the president of the 
co-op’s board. 

In fact, most advisers feel far 
greater satisfaction in working 
with the poorer farm family, or 
the one who’s just getting start- 
ed in the electric way of doing 
things. These are the folks who 
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need the most help — the ones 
who have to give most careful 
consideration to every dollar 
spent for electrical appliances. 

The right choice of electrical 
equipment and its efficient use 
are tremendously important, 
whether the farm family has a 
lot of money to spend, or a little. 
No matter how much power is 
available, or how low the cost, 
it has to be used the right way 
if farm people are to get the most 
out of rural electrification. 


Georgia program 


The Central Georgia Electric 
Membership Corporation of Jack- 
son, Ga., not long ago developed 
a highly effective program to 
achieve this result. The co-op 
leaders planned the program 
very carefully, their first step 
being to hire a_ well-qualified 
electrification adviser. 

A power-use committee was set 
up under his direction, to assist in 
developing a power-use and mem- 
ber - education program. Com- 
munity leaders were asked to co- 
operate, and assistance was re- 
cruited from local agricultural 
groups. The community leaders 

(Continued on page 95) 
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News K 


Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


@ SouTHERN Bearings and Parts, 
Inc., Charlotte, N. C., has been 
awarded the Allen B. Du Mont 
plaque for outstanding distributor 
performance during 1951, reports 
Joseph H. Moss, Jr., manager of 
distribution, receiver sales divi- 
sion, Allen B. Du Mont Lebora- 
tories Inc. 

Clarence Beeson, president of 


the Southern Bearings and Parts - 


organization received the plaque 
at the southeastern regional dis- 
tributors’ meeting in Atlanta. The 
plaque is awarded annually to the 
distributor giving the best sales 
and over-all merchandising effort 
during the previous year. 

“Southern Bearings’ perform- 
ance was the highest percentage- 
wise of any distributor in our or- 
ganization,’ Moss declared in an- 
nouncing the award. 


@ BEcAUSE oF materials short- 
ages, the General Electric Com- 
pany is being forced to curtail 
production greatly on all elec- 
trical housewares, C. K. Rieger, 
general manager of the small ap- 
pliance division, has announced. 

“The materials situation is real- 
ly tough,” Mr. Rieger said, dis- 
closing that the company is stop- 
ping all production of its roaster 
and waffle iron. 

He said that sales were running 
very high. “We are sold out on 
most items,” he revealed, “and 
shall have to go back on alloca- 
tion soon.” 


@ A PLANT expansion program 
for the Admiral Corporation, 
manufacturers of television, ra- 
dios and appliances, was announ- 
ced recently by John B. Huarisa, 
executive vice-president. It af- 
fects factory and distribution faci- 
lities in Chicago, Galesburg, New 
York, and Boston, and will in- 


volve expenditures totaling $7,- 
000,000. 

Part of a long-range program, 
the plan calls for over 50,000 addi- 
tional square feet of floor space at 
the Chicago and Galesburg fac- 
tories and 240,000 square feet at 
distribution centers in Chicago, 
New York, and Boston. The ex- 
tension of factory facilities and 
parking space already is under- 
way. Some of the building nec- 
essarily will be undertaken after 
the lifting of present restrictions. 


@ NEWEST DISTRIBUTOR in Rich- 
mond, Va., is the Sampson Distri- 
buting Co., 2916 W. Marshall St., 
Tel. 84-2485. Officers of the new- 
ly formed company include the 








following: president, Henry §S., 
White; vice-president, E. A. Wal- 
ter; sales manager, Gene Walter, 
who is assisted by Berry Moore, 
Ed Stockdell, Phil Neisz, Stan 
Chewning, and Harmond Bar- 
bour. George B. Carter is man- 
ager of the Roanoke branch. 

Motorola’s latest models were 
on display in the Westover Room 
of the Hotel William Byrd when 
the company held open house re- 
cently. 


@ A COMPLETELY new approach 
to dealer sales training which will 
utilize the background and ex- 
perience of veteran staff consult- 
ants was announced by Edward 
R. Taylor, vice-president, Hot- 
point Inc. 

Heading the company’s new 
sales training division will be D. 
D. Thompson, who has been spe- 
cializing in sales promotion dur- 
ing his two years at Hotpoint. 
Thompson has had wide exper- 
ience in all phases of the appli- 
ance business including retail 
selling in stores and also door to 
door sales, as a manufacturer’s 
salesman, and advertising and 
sales promotion capacities. 

The new sales training division 
will utilize the experience of a 
consultant staff including Ralph 
C. Cameron, specialist on dish- 


ARVIN PRESENTS HOUSTON FRANCHISE — Roberts Distributing Co., 
Houston, Texas, was recently awarded the Arvin franchise for Houston and 
surrounding territory. Shown during the formal awarding of the franchise 


were, left to right: 


Seated, Drew T. Roberts, president of Roberts Distributing Co.; 


and Raymond P. Spellman, 


sales manager of the television and radio division of Arvin Industries, Inc., Columbus, Ind.; 


standing, Al Palmer, Reberts’ sales manager; 


and Walt Davis, Arvin district manager for 


the Southwest. 
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washers and disposals; David C. 
Marble, for many years associated 
with the electric range industry; 
Lloyd I. Sweetland, home laundry 
administrator; Floyd M. Slasor, 
who has had more than 20 years 
experience in the _ refrigerator 
field; George Westfall, market re- 
search specialist; and Patrick 
Monaghan, author of books relat- 
ing to selling in the retail home 
equipment field based on a back- 
ground of more than 30 years ex- 
perience in all phases of sales- 
manship. 


@ Benprx Television and Radio 
Division, Bendix Aviation Corpo- 
ration, has announced a nation- 
wide financing arrangement with 
Commercial Credit Corporation 
for financing the sales of its con- 
sumer goods products to its deal- 
ers and to retail purchasers. 

In making this announcement, 
R. W. Fordyce, general sales man- 
ager for the television division 


Raysro Exvectric Supplies, Inc., 
Tampa, Jacksonville, Miami, St. 
Petersburg, and Orlando, recent- 
ly conducted a state-wide Gibson 
dealer sales contest, and the 
grand prize award was won by 
W. R. Kimbrel, of Kimbrel Gas 
and Electric Co., Palatka, Fila., 
who finished the activity with 
282.6 per cent of quota. 

Mr. Kimbrel, at left above, is 
pictured receiving the grand 
prize from J. A. Mook, Jr., right, 
advertising and sales promotion 
manager, Raybro Electric Sup- 
plies, Inc., which was an all- 
expense paid three-day trip to 
Havana for him and his wife. 

Henry Carlin, of Carlin’s Gas 
& Electric Co., Daytona Beach, 
Fla., finished in second place 
with 253.4 per cent of quota. 

Gibson dealers throughout 
Florida and South Georgia com- 
peted in the Raybro-Gibson 
dealer sales contest. 


More than 100 Ben-Hur distributors assembled recently in Milwaukee to 
learn about the company’s “Nail-Down-a-Sale” promotion. Shown with the 
attractive model who participated in the presentation are, left to right: 


Ray Graves, sales mamager; A. A. 


Maxwell, Southern district sales manager; Herman 


Uihlein, Jr., vice-president and treasurer; and Adolph Bechaud, vice-president and general 


sales manager 


said, “We believe that this ar- 
rangement will speed the flow of 
our products from the factory to 
the buyer’s home. Not only will 
this financing plan provide capi- 
tal to the dealer for stock pur- 
chases, it will also provide a lib- 
eral, low payment means of buy- 
ing for the consumer. This plan, 
together with the recently modi- 
fied Regulation W, should prove 
stimulating to anticipated season- 
al sales activity.” 


@ More THAN 100 men, repre- 
senting the major distributors of 
Ben-Hur farm and home freezers 
throughout the country, assem- 
bled in Milwaukee recently to 
preview the new Ben-Hur promo- 
tion program. 

After brief welcoming speeches 
by A. B. Bechaud, Ben-Hur vice- 
president, and Henry Uilein, 
president, Ray Graves, sales man- 
ager, briefly reviewed the suc- 
cessful program of the past few 
months. Mr. Graves then covered 
the general details of the new 
“Nail Down the Sale” plan for 
promotion, one of the most com- 
plete programs in Ben-Hur his- 
tory, aimed at bringing more pros- 
pects into dealer establishments. 

A. <A. Maxwell, Ben-Hur’s 
Southern district sales manager, 
covered “Nail Number One” in 
the program. This was a continua- 
tion of the Ben-Hur “Freez-R- 
Pak” kit offer, a complete assort- 
ment of packaging equipment and 
supplies, offered in combination 
with every freezer sold. 

Two more “Nails” in the “Nail 
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Down a Sale” plan were covered 
by Mr. Graves. One was a new 
four-color, four-page tabloid dra- 
matically portraying the complete 
Ben-Hur line of freezers, their 
features, and the food savings pos- 
sible with their use. 

The third and most dramatic 
“Nail” was a new “See-A-Friend” 
plan using, according to Mr 
Graves, “The World’s Most Pow- 
erful Salesmen,” satisfied Ben- 
Hur owners. By this plan, more 
than 35,000 Ben-Hur freezer own- 
ers will be offered an opportunity 
to obtain, free, one of the popu- 
lar $39.25 Freez-R-Pak kits by 
merely sending Ben-Hur the 
names of friends who may be in- 
terested in buying a freezer. 

The kit will be delivered to the 
owner just as soon as a new freez- 
er is sold to one of the friends 
named. 


@ Despite the fact that supply 
has not been able to keep up with 
demand, the Westinghouse Elec- 
tric Appliance Division plans to 
spend $1,000,000 to promote its 
Laundromat and Clothes Dryer 
this fall. 

Called the “Leadership Promo- 
tion,’ the campaign consists of 
three separate programs of one 
month each. The individual pro- 
grams will be spearheaded with 
national magazine and key city 
newspaper advertising plus dem- 
onstrations of the feature product 
by Betty Furness on the Westing- 
house Studio One television show. 

Along with a barrage of un- 
usual dealer helps, Westinghouse 
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has produced a new 16-page 
“Demonstrate-to-Sell” booklet to 
help dealers promote store traffic 
and obtain prospects. The book- 
let contains a detailed guide on 
how to stage, advertise and pro- 
mote individual demonstrations 
as well as store and home parties. 


News and views from 
the wholesalers 


James C. Nelson, vice-president, 
Nelson Radio and Supply Co., Inc., Mo- 
bile, Ala—‘Conditions have been un- 
certain during the last 30 days but 
there is a definite improvement now 
in our general sales. The early sum- 
mer months this year—May, June, July 
—were the three best in our history 
because of air conditioners and window 
fan sales. Our staple merchandise in 
those same months, however, was only 
about 30 per cent of normal. 

“We have recently added to our lines 
General Electric small appliances.” 


bd | 


E. T. Moore, Commonwealth Sales 
Corp., Richmond, Va—‘“George B. 
Strotmeyer, Jr., for several years dis- 
trict manager for Commonwealth Sales 
Corp., Richmond, has recently been 
appointed by Philco Corporation as 
Philco district representative in Mem- 
phis, Tenn. Calvin J. Charnock has 
succeeded Mr. Strotmeyer as district 
manager for Commonwealth Sales 
Corp. Mr. Charnock will make his 
home in Richmond.” 


“Hank” Fischer, president, Mission 
Radio Inc., San Antonio, Texas— 
“Mission Radio Inc., of San Antonio, 
has recently moved to new and larger 
quarters at the corner of Broadway at 
6th St., from the former location at 
814 So. Presa St. The new location has 
8,500 square feet of floor space as con- 
trasted with the former 1,950 square 
feet. New services have been added, 
among them four-hour mail order 
service, and now more than ever, the 
policy of ‘wholesale only’ is being 
stressed. 

“The open house attracted over 300 
radio servicemen and 14 factory rep- 
resentatives. In addition to all the 
leading radio parts lines including RCA 
and Sylvania radio tubes, Mission Ra- 
dio Inc. has just been appointed the 
distributor for the full line of Strom- 
berg-Carlson sound equipment, inter- 
communication equipment, and tele- 
phone inter-com units. 

“A new department has been added, 
the commercial sound department with 
Charles F. Harris as sales manager. 
The function of this new department 
is to assist dealers and electrical con- 
tractors in the proper selection and in- 
stallation of all Stromberg-Carlson 
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Shown here, left to right, are Don Smith and Arden Still, of Sylvania 
Electric Products Inc., congratulating Hank Fischer, president of Mission 
Radio Inc., San Antonio, upon the company’s move to new and larger quar- 


ters. At right is 


sound equipment and telephone inter- 
communication equipment. In addition 
to the service feature of this depart- 
ment, we now have a full sound dem- 
onstration room fully equipped to show 
all the features of the units under 
working conditions. This sound room 
~occupies a space 30 feet by 40 feet. 

“After a dull summer, the sales swing 
is definitely upward. TV antenna sales 
are picking up, and sound is very de- 
finitely on the upswing. Inventories 
are getting low, and some restocking 
is going on at the present.” 


A. Delaney, advertising manager, 
Clemons Brothers, Chattanooga, Tenn. 
—“A. M. (Maurice) King was recently 
promoted from the sales force of Cle- 
mons Brothers Company to manager 
of the appliance department. Mr. King 


Robert Callsen, 


secretary-treasurer of Mission Radio. 


has been associated with the appliance 
business here for several years. 

“This company received many favor 
able comments on its Norge booth at 
the Hamilton County fair held in Chat- 
tanooga recently. The booth displayed 
practically the entire line to good ad- 
vantage.” 


Oliver Crawley, vice-president, Wal- 
ker Martin, Inc., Raleigh, N. C.—“Busi- 
ness is increased over the same period 
last year since July 1. Dealer inven- 
tories are now normal with heavy buy- 
ing since August opening of flue-cured 
tobacco markets. 

“Dealers in this area are optimistic. 
More promotions and merchandising 
plans are now in operation than at any 
time since 1945. As an example, Mc- 
Innis-Credle Co., Henderson, N. C., re- 


Clemons Bros. Co., furniture and appliance distributors of Chattanooga, 
displayed the Norge line to advantage at the Hamilton County fair held 
in Chattanooga recently. 
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cently had 1,230 entries in an appliance 
contest. This resulted from the use of 
advertisements in a newspaper with 
5,100 circulation and from the use of 
2,000 direct mail pieces.” 


A. R. Connerly, Jr., Connerly Distri- 
butors, Little Rock, Ark—‘“We have 
been promoting TV through radio, 
newspapers, and billboards. As a re- 
sult, our TV sales have increased con- 
siderably. Other items, however, are 
still way off. 

“New employees added to our staff 
recently are James Hare and Lee L. 
Kibbe. Among the new lines added 
recently is the Preway range.” 


H. L. Roper, president, Alamo Distri- 
buting Co., San Antonio, Texas—“We 
think that business in general has 
changed a good deal for the better in 
the past month. In our own case, the 
past three months has shown an in- 
crease and a trend toward a more 
healthy. condition. We think that gen- 
eral conditions are not too bad even 
though we have gone through the 
worst drought and hottest summer in 
the history of this area. It may have 
some effect on business but, over-all, 
we believe that business is about what 
we consider normal, and increases are 
expected this fall. 

“Refrigeration seems to be the most 
active item at this time and the con- 
ventional type of washing machines 
seems to be the poorest. Dealers’ 
stocks are still heavy on table ap- 
pliances, although general over-all 
stocks have been going down. We 
believe that in many places the inven- 
tory situation is rapidly » becoming 
healthier and we can say that about 
our own situation. Our inventory has 
gone down by over 33 1/3 per cent 
and we feel that we are getting closer 
to a normal operation. 

“The tremendous building program 
is naturally the thing that has affected 
the electrical supply and appliance 
business in keeping it at a high rate of 
sale. The supply business is naturally 
greater than the appliance business be- 
cause of the necessity of down pay- 
ments and higher prices of appliances.” 


Vivian Moch, assistant manager, Ra- 
dio and Television Supply Co., Decatur, 
Ala.—“Television set sales and all parts 
for installations such as antennas, 
boosters, towers, rotators, etc., have 
tripled in sales in the last month and 
a half. Our business is excellent and 
picking up each day. 

“We are moving into a new building 
which is approximately twice as large 
as the one we have been occupying. 
Among the new lines added by this 
supply company recently are Scotch 
recording tape and electrical tapes of 
the Minnesota Mining and Manufac- 
turing Co.” 





PORTABLE WINDOW 
VENTILATORS 





FASCO 
OSCILLATORS 


i 


FASCO FLOOR FANS 


You'll hear exciting news about FASCO—news that 
means FASCO is the fan line you will want next year. You'll 
have FASCO quality, competitive prices, style, performance 
—plus something else you'll be glad to hear. Keep an ear 


cocked toward FASCO. 


FASCO OSCILLATING FANS—Old favorites for smooth, 
long-wearing performance . . . now in sleek, modern styling, 
handsome finish, with the steady, quiet power customers look 
for. A model for every buyer's need... 10”, 12” and 16” 
blade sizes... and a famous 16” Pedestal Model. 


FASCO PORTA-VENT—It's new! It's automatic! It's the 
practical modern ventilating system for all homes, both old 
and new... your market is tremendous. Fits all steel casement 
and wood sash windows. Portable . . . Simply plugs in... no 
installation costs. Every homeowner or renter your prospect! 


FASCO LO-LEVEL FLOOR FAN—Whips up a cooling 
breeze—but without even the suggestion of a draft. And 
FASCO'S exclusive solid base keeps floor dust out of circula- 
tion . . . keeps air in circulation, throughout the whole room. 
Ideal for offices . . . eliminates the nuisance of blowing papers. 
Available in 10” and 12” blade size models. 


FASCO hevsotiaein laa | 


ROCHESTER 2, N.Y. 
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Uames and Faces 





J. L. Johnson, vice-president in 
charge of sales for Gibson Refrigerator 
Co., has announced the appointment of 
F. L. Sacha as manager of sales and 
C. F. Pearson as merchandising man- 
ager. 

For two years immediately prior to 
assuming his position with Gibson, Mr. 
Sacha was assistant general sales man- 


C. F. Pearson 


ager for the Deepfreeze appliance di- 
vision of North Chicago, Ill. 

Mr. Sacha succeeds G. L. Rees, who 
was recently appointed vice-president 
in charge of sales for the Coolerator Co. 

Mr. Pearson came to Gibson from 
Servel, Inc., where he was sales pro- 
motion manager, covering all Servel 
products. 

; ° 


A li-year veteran of the wholesale 
business, C. H. Anderson, is new house- 
wares buyer at Hall Wholesale Co., 
Dallas, Texas. He was previously ex- 
port manager. 

* 


Miss Bessie L. Hudson has been ap- 
pointed home economist for Interna- 
tional Harvester Company’s San An- 
tonio sales district, it was announced 
by F. G. Horwedel, district manager. 

Miss Hudson, who has had several 
years of experience in home economics 
work, will help dealers hold frozen 
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food demonstrations and aid in the 
promotion of refrigerator and freezer 
sales in the district. 


James Greer has been appointed sales 
training manager of Motorola, Inc., ac- 
cording to an announcement by Robert 
W. Galvin, executive vice-president. 
Mr. Greer will direct all sales training 
activities for Motorola’s distributor 
salesmen and for retailers. 


Jack Fite, for the past two years ap- 
pliance manager for J. M. High Co., 
Atlanta, has bought the Duncan Ap- 
pliance Co., 259 Ponce de Leon Ave., 
N. E. Mr. Fite will carry a complete 
service shop for television and radio 
as well as appliances, and has the deal- 
ership of Frigidaire, Motorola, RCA, 
Philco television, Tappan gas ranges, 
Easy washers, and Speed Queen wash- 
ers. 

‘Associated with Mr. Fite is Miss 
Margaret Burge, who for more than 
16 years was home economist with the 
South Carolina Power Co. 


The appointment of Frank Staples 
as regional sales manager of the South 
Mid-West territory has been announ- 
ced by Edward L. Taylor, general sales 
manager of Stewart-Warner Electric, 
the radio and television division of 
the Stewart-Warner Corp. 

Mr. Staples will represent Stewart- 
Warner television and radio products in 


the St. Louis, Kansas City, Wichita, 
Memphis, Springfield, Mo., Fort Smith 
and Little Rock, Ark., and Evansville, 
Ind., areas, Mr. Taylor said. 

The regional sales offices will be 
located in St. Louis. 

Mr. Staples has been associated with 
the appliance business for the past 
five years and was formerly connected 
with the sales staff of Appliance Dis- 
tributors in San Antonio, Texas, and 
Peoria, Ill. 

a 


L. J. Sorensen, vice-president and 
general manager of the Deepfreeze ap- 
pliance division, Motor Products Corp., 
has been elected to the board of direc- 
tors of the company. The announce- 
ment was made by L. G. Jacques, 
president and general manager 

Mr. Sorensen came to Motor Prod- 
ucts in November, 1947, as treasurer, 
and was appointed vice-president and 
general manazer of the Deepfreeze ap- 
pliance division on January 1, 1950 


Albert Ira Sparkman, Southern dis- 
trict manager of the Rival Mfg. Co., 
died October 3 at his home in Kansas 
City, Mo. 

Mr. Sparkman, known to the house- 
wares industry as “Sparky,” was born 
in Poplar Bluff, Mo., and had been 
a resident of Kansas City for 30 years. 
He joined Rival in 1938, and helped 
train many of the present salesmen and 
district managers of the company. 

Prior to joining Rival, Mr. Sparkman 
was in the sales department of the H. 
D. Lee Company for 15 years 


E. C. Betts, Jr., has been named as- 
sistant in sales promotion and advertis- 
ing at Graybar Electric Co., Inc., Dal- 
las, Texas. 


THOR REWARDS ORGILL OF MEMPHIS—In the recent “Bushel and a 
Peck” sales contest held by Thor, Orgill Bros. & Co., Memphis, took first 


place in the South and third nationally. 


Shown during the presentation 


of the first-place plaque are, left to right: 


Sam Gassaway, appliance sales manager 


Southern division manager for Thor, who presented the award; K. W. Orgill, 


of Orgill; and J. Seddon 


Orgill; Frank J. Simpson, vice-president and 


vice-president 


Allen, Memphis Thor representative 
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Product Parade 





Heater and thermostat 


A new Chromalox pin-up, plug-in 
thermostat and new Chromalox Deluxe 
heater have been announced by Edwin 
L. Wiegand Co., 7600 Thomas Blvd., 
Pittsburgh 8, Pa. 

The Chromalox thermostat controls 
the heater within a range that covers 
higher temperatures needed in sick- 
rooms, nurseries, and other parts of 
the home, to low temperatures for just 
preventing freezing in  milkhouses, 
pump houses, etc. 


The heater may be easily removed 
and carried from room to room, or 
from the milkhouse to the house or 
any other farm building if desired. 

The prongs of the heater plug are 
inserted in a series adapter plug on the 
thermostat cord which in turn is plug- 
ged into any 115/120-volt outlet. Total 
weight is only 844 pounds. 

An important feature of the 1500- 
watt Chromalox Deluxe heater is the 
totally insulated Chromalox tubular 
element which puts a greater heating 
area in contact with air forced through 
the heater. The motor is exceptionally 
quiet, and rubber feet absorb any 
vibration so that the heater can be 
placed on any surface without damage. 

For manual operation, the heater 
switch knob is conventionally located 
on top. 

Both heater and thermostat cords are 
rubber-covered, making the heater safe 
for laundry, milkhouse, and similar 
damp locations. Both heater and ther- 
mostat are listed by Underwriters’ 
Laboratories, Inc. 

The list price of combined heater and 
thermostat is $33.85. 

7. 
Vacuum cleaners 

Two NEw Leader models — an auto- 
matic upright and a tank-type vacuum 
— have been added to the vacuum 
cleaner line manufactured by Westing- 
house electric appliance division, Mans- 
field, Ohio. 

The new automatic upright, model 
F-91, carries a retail price of $49.95. 
Finished in red and black, it is full size 
and has automatic nozzle adjustment 


for varied carpet thicknesses, a self- 
adjusting handle, and a full-width noz- 
zle and headlight. The dust bag is 
made of specially woven sateen for ef- 
ficient filtering of dust laden air. 

A seven-piece attachment set, model 
A-91, is optional for the upright cleaner 
and carries a retail price of $14.50. 

The new tank-type vacuum, finished 
in iridescent West Point gold and ma- 
roon, has a specially woven sateen dust 
bag and a ten-piece attachment set. 
The set includes an automatic carpet 
nozzle, drapery nozzle, utility brush, 
dusting brush, crevice nozzle, moth 
crystal dispenser, crystals, two alum- 
inum extension tubes, and an 8-foot, 
all-rubber flexible hose. 

The tank cleaner, model T-51, car- 
ries a rental price of $59.95. 


Oo 


New Stromberg-Carlson line 


THE COMPLETE new line of 1951-52 
television and radio receivers has been 
announced by Stromberg-Carlson Co., 
Rochester 3, N. Y. 

Additions to the current television 
line include new and interesting cabi- 
net styles featuring compactness in 
table-model, console, and combination 
designs. 

Big-picture TV models will include 
17-, 19-, 20-, and 24-inch receivers with 
improved over-all performance, tone 
quality, and convenience of operation. 

The radio line includes table models 
in a variety of colors, and the Wood- 
stock, an attractive new radio-phono- 
graph combination, offering outstand- 
ing radio and record reproduction. 

A brand new addition to this line is 
the “MusiClock,” a clock-radio in a 
handsome black-plastic cabinet with 
ivory and red trim. This model, fea- 
turing a Telechron clock, built-in an- 
tenna, AM radio, appliance plug out- 
let, buzzer alarm, slumber and music 
switches, will retail for $38.95 in Zone 1. 


e 
Double-oven range 


A new low-price double-oven range 
with push-button controls for the sur- 
face cooking units has been introduced 
by the General Electric Co., 1285 Bos- 
ton Ave., Bridgeport 2, Conn. 

The range carries a recommended 
national retail price of $349.95, and is 
known as the “Constellation.” The 
range has a large master oven and a 
slightly smaller companion oven. Both 
can be used for fast charcoal-type 
broiling as well as baking. They are 
equipped with a 3000-watt bake unit 
and a 4000-watt broil unit. 

The master oven can be operated by 
an automatic timer, which also times 
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one of the appliance outlets on the 
control panel. 

Surface cooking is done on two large 
8-inch units, one 6-inch utility unit, 
and one extra-high-speed 6-inch unit. 
All the units are operated by push- 
button controls. These are mounted at 
the top of the control panel behind the 
work surface where they are easy to 
see and use. The ovens are controlled 
by rotary switches. 

The range has two storage drawers 
with a total of more than 2 1/2-cubic- 
foot capacity. 

e 


Compatible TV receiver 


A FULLY COMPATIBLE TV receiver has 
been announced by CBS-Columbia Inc., 
manufacturing subsidiary of the Col- 
umbia Broadcasting System, 170 53rd 
St., Brooklyn 32, N. Y. 

A compatible television receiver is 
one in which standard black-and-white 
programs as well as color broadcasts 
are received in black-and-white. 


This new model, known as the 20C3, 
is a hand-rubbed maple French Pro- 
vincial cabinet with a 20-inch rectan- 
gular tube. One additional knob known 
as the compatibility switch has been 
added to the standard two-knob con- 
trols on the front of the receiver. The 
purpose of this control is to bring in 
the color transmissions in black-and- 
white at those times when color is on 
the air. 

In addition to the compatibility 
switch, this receiver is also equipped, 
as in all other CBS-Columbia receiv- 
ers, with a built-in receptacle for the 
. easy addition of a full-color companion 
piece whenever the set owner decides 
that he would like the color programs 
in full color rather than black-and- 
white. 

Suggested list price on this new re- 
ceiver is $469.95 including Federal Ex- 
cise Tax. 

a 


Lighting -catalog 


RECENT ISSUANCE of the new catalog 
of Moe Light, Inc., introduced many 
new innovations to the presentation of 

* lighting fixtures through the medium 
of printed catalogs. This catalog, be- 
ing distributed through Moe Light 
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wholesalers to electrical dealers, hard- 
ware dealers, building supply dealers, 
and department stores, contains the 
complete Moe Light line, and the fix- 
tures have been segregated by room 
location. 

Two additional lines are featured, 
the Moe Light valance and Moedaptors, 
each a complete line with application 
for every room in the house. 

The catalog is 52 pages, and features 
both the dealer and electrical contrac- 
tor. Although the message contained 
in the catalog is an excellent buyer’s 
reference for dealers and contractors, 
it also serves as a consumer catalog 
and aid to selecting fixtures. 

The catalog is printed in full color 
with appropriate room scenes devoted 
to each application as a home design 
keynote for interior decorating pur- 
poses. 
| Interesting merchandising application 
of this catalog to Moe Light’s national 
advertising has been the offer of this 
catalog to the public, through the pages 
of such magazines as the Saturday 
Evening Post, Better Homes & Gardens, 
and Successful Farming, for $1. 

If the individual purchases $10 worth 
of Moe Light fixtures from his dealer, 
the dollar is returned. Copies of the 
‘Moe Light catalog are available from 
Moe Light’s advertising department, Ft. 
Atkinson, Wis. 

Ae. ) 


Sunbeam combination iron 


A NEW combination steam or dry iron 
has just been introduced by Sunbeam 
Corp., 5600 Roosevelt Rd., Chicago 50, 
Ill. The new Sunbeam steam or dry 
Ironmaster is a light, 234-pound com- 
bination iron which the user plugs in 
for steam just as she does for current. 


The water for steam is fed directly 
to the soleplate of the iron where it is 
instantly converted to steam. The 
manufacturer stresses that the user can 
go from steam to dry ironing, and back 
again, instantly. There is no filling, 
spilling, emptying, or running dry in 
the midst of steam ironing. The house- 
wife can start dry ironing in 30 sec- 
onds and have steam in 90 seconds. 

An exclusive feature of the new iron 
is its “deep-steam penetration.” The 
steam doesn’t fluff out of the iron. It 
comes out with a force that puts it 
right down into the fabric, 24 inches to 
36 inches beyond the bottom of the 
soleplate. The iron glides on a cushion 
of steam—deep, penetrating steam—re- 


Jaxing all the fibres in the fabric and 
taking out deep-seated wear wrinkles 
and creases. 

The iron, complete with steam plug- 
in, retails for $21.90. Without the steam 
plug-in, it sells for $15.95. 


+. 
Water heater line 


Wurire Products Corp., Middleville, 
Mich., has recently announced its 1952 
line of electric water heaters. 

The new models, called the “L” 
series, have undergone, primarily, 
changes in exterior design from previ- 
ous White water heaters 


The new White Super De Luxe model 
is equipped with a long front panel, 
with the heater resting on a triangular 
base. 

The White De Luxe water heater has 
two hand-hole covers, in place of the 
front panel and rests on three legs. 
Both models are available in 20- to 
80-gallon capacities. The White Table 
Top model, available in 30- to 40-gal- 
lon sizes, remains unchanged. 


Electric solenoids 


A COMPLETE LINE of solenoids that are 
interchangeable on many machines is 
currently available from Automatic 
Service Supply Co., 210 E. Baltimore, 
Detroit 2, Mich. 

According to Automatic Service Sup- 
ply, with the advent of the automatic 
washing machine, electric solenoids 
have become a major replacement item. 
And because of many current short- 
ages, specifically copper, these sole- 
noids are often hard to find. 


ae 
Household refrigerators 


FrIcGmAIRE Division of General Mo- 
tors, Dayton 1, Ohio, has announced 
the addition of two new household re- 
frigerators to its appliance line. 

Added to the modern DeLuxe line of 
refrigerators is an all porcelain-finished 
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model (DO-90P illustrated) that fea- 
tures a porcelain-on-steel exterior as 
well as an acid-resisting porcelain in- 
terior. 

It has a capacity of 9 cubic feet and 
will store up to 46 pounds of frozen 
food. in the full-width Super-Freezer 
Chest. Eight pounds of ice can be froz- 
en in the Quickube trays. 





The other new addition to the re- 
frigerator line is a Standard model 
(SO-92) with 9.2 cubic feet of storage 
space and a shelf area of 17 square 
feet. It features a large Super-Freezer 
for storing up to 29 pounds of frozen 
food; Quickube trays that freeze eight 
pounds of ice; and the Frigidaire Met- 
er-Miser. 

? 


New heater bulletin 


Emerson-E.ectric combination radi- 
ant and fan-type heaters and wide- 
angle radiant heaters are pictured and 
described in detail in a colorful four- 
page bulletin offered by the Emerson- 
Electric Mfg. Co., St. Louis 21, Mo. 

Included in this bulletin are complete 
specifications and construction features. 
A copy of the bulletin (X6930) is 
available to those requesting it on 
their company stationery. 


* 
Electric reel-type mower 


RosBerTON division of King Pneumatic 
Tool Co., Chicago, Ill., has announced 
its Model KE25 electric reel-type mow- 
er, latest in the 15-year-old line, priced 
to sell as low as $79.50. 


a 
, 


KE25 was designed for two main ad- 
vantages: (1) to meet current material 
restrictions, by using a special light- 
weight steel frame instead of alumi- 


num; (2) to assure clean cutting at 
maximum speed, by using an 18-inch 
reel which the 1/3-hp General Electric 
motor can whirl at full speed through 
any reasonable length of grass. 

This new mower, with the KG5l 
gas-power reel type and the PRI16 ro- 
tary type, augments the Roberton line 
for 1952. 


Antenna clip 


A coorrut plastic Tenna-Klip for 
quick connecting of TV antennas has 
been announced by General Cement 
Mfg. Co., 919 Taylor Ave., Rockford, 
tll. 

The Tenna-Klip is intended for use 
where frequent changes and rapid con- 
nections are needed, such as on demon- 
stration floors or on the service bench. 

The clip, is spring-loaded and has 
sturdy metal contacts that insure pos- 
itive and secure connections. Tenna- 
Klip comes in a variety of colors. 

No soldering is needed, as wires fas- 
ten under the screws. 


Dishwasher booklets 


Two New booklets on the Youngstown 
Kitchens Jet-Tower dishwasher, one 
for consumers and one for retail sales- 
men, are available to Youngstown deal- 
ers through their wholesale distribu- 
tors, according to Mullins Mfg. Corp., 
Warren, Ohio, manufacturers of 
Youngstown Kitchens. 

The consumer literature is a color- 
ful four-page folder in which features 
of both the 48-inch electric sink model 
and the 27-inch automatic dishwasher 
model are illustrated and described. 
Title of the folder is “There HAD to be 
a better way to wash dishes and 
Youngstown Kitchens found the an- 
swer!” 

“How to Sell Dishwashers” is the title 
of the salesmen’s booklet. It is based 
on the selling experiences of Youngs- 
town Kitchen salesmen who entered a 
dishwasher sales contest early in the 
year. 

The booklet has ten sections. Some 
of the titles are “Locating Prospects,” 
“Selling the Automatic Dishwasher 
Idea,” “Types of Demonstrations,” and 
“Sales Resistance and Overcoming it.” 

A note in the booklet offers $5 for 
each usable idea on how to sell the Jet- 
Tower dishwasher. 

The salesmen’s booklet is in two col- 
ors, and the consumer booklet is four- 
color. 


Electrification advisers 
(Continued from page 87) 


also worked through civic and so- 
cial clubs, such as P-TA’s, Farm 
Bureau clubs, home demonstra- 
tion clubs, church groups, etc. 
The co-op service area was di- 
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Here’s RED-HOT Proof 


that more women want 


AUTOMATIC 
DEFROSTING 


than any other 
refrigerator feature! 


a] aR ie 


Survey Shows No Defrosting” 
as Top Vote Getter 


Asked by a leading woman's maga- 
zine* what features they wanted 
most in a refrigerator, 10,000 read- 
ers voted for “Automatic Defrost- 
ing” as most popular choice. Here's 
concrete proof that housewives are 
sold on automatic defrosting, and 
this creates a tremendous market 
for you — no matter what make of 
refrigerator you sell! For now you 
can offer simple, clean, worry-free 
defrosting for any refrigerator, new 
or old, with Paragon's performance- 
proved ‘“‘de-frost-it”! 

*name on request. 


The Only Automatic 
Defroster Sold Exclusively 
through Established Retailers 


Paragon ® re 
FOSte 


DEFROSTS WHILE YOU SLEEP 


TAD EMARE PEGA TERED 


ot $995 Complete — 


nothing else to buy. 


plete unit... 
| where... 


hung any- 
no installation 


( @ de-frost-it is the only com- 
| 


= + + + fo extra cord to buy. 


» eth || 
| @ de-frost-it is completely 
~ 
1 performance proved... 
’ | hundreds of thousands of 
P satisfied users. 


“My de-frost-it @ de-frost-it is made ond 
does away with bocked by the world’s lorg- 
hand-defrosting est exclusive manufacturer of 
mess and bother, time controls. 
saves me hoursot @ de-frost-it is backed by og- 
time, keeps food gressive national advertising 
longer — cuts . reaching over 7,000,- 
down electric 000 prospects . . . month 
bills and refrig- after month. 
erator wear. No tat 
wender tm esit a adr pgp eye rr 
on the Paragon Orns . - - SGD Pontes 

sear? + dealer aids help you 
de-frost-it! . 

cash in on customer demand. 


PARAGON ELECTRIC COMPANY 


1618 TWELFTH STREET © TWO RIVERS, WIS, 
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vided into six units, which made ber education program has paid ly held a freezer school for the 


possible more intensive coverage _ big dividends. 


graduating home economic class 


of co-op members living in each Not only has it brought infor- of the local high school. 

area. Local appliance dealers mation about electrical use to the She gave these young women 
co-operated fully, giving prizes in’ members, but it has resulted in valuable instruction in using elec- 
each county for outstanding work better co-operation between the tricity to save food even before 


done by leaders, and also helping management and 


members, and they have homes of their own— 


to put on demonstrations of both more friends for the co-op. and incidentally, in time to help 
farm and home use of electric In fact, the news about the their mothers make good use of 
power. program has spread far beyond the food freezers many of them 


Results of this program were the co-op area. 


satisfactory in the extreme. Dur- managers of other 


Directors and are planning to buy. 


* co-ops nearby Electrification advisers in rural 


ing the year 972 demonstrations have been encouraged to adopt electric co-operatives usually 


were given to 24,294 people, cov- _ similar programs. 


have acquaintances running into 


eing kitchen improvement, light- Throughout this program, the the thousands. Their personal 
ing, freezing and refrigeration, electrification adviser served as _ calls, the demonstrations they 
electric ranges, laundry equip- the spark plug, so to speak. This conduct, meetings they attend 
ment, etc. {is true of many other advisers in throughout the co-op area, their 

All this resulted in the remod- rural electric co-operatives. work with farm organizations, 
eling of 652 kitchens in the area, The work they are doing with and with other co-ops assure that. 
and the purchase of 115 sinks, young people, both in and out of These advisers also often edit 
429 refrigerators, 400 ranges, 453. ~—school, is an extremely valuable newsletters for members, write 


new cabinets, 475 new sets of activity in some 
light fixtures, 138 water heaters, the management 


laundries. results later. 


The manager and directors of __In Manassas, Vz 
the Central Georgia EMC feel the adviser for the Prince Wil- Many of them co-operate with 
that their power use and mem- liam Electric Co-operative recent- local dealers in arranging meet- 


co-ops, where for local papers, and appear on lo- 
recognizes the cal radio stations. They’re in a 


199 pumps, and the installation of ‘fact that early training in the use good position to know what’s go- 
150 bathrooms and 199 automatic of electric power will bring good ing on electrically, who’s inter- 


ested in what appliances, and 


a., for example, where the best prospects are. 





THE FAN THAT SELLS ITSELF_ 


There is @ trend toward home and 
industrial ventilation. 

This past year was the largest in 
ventilating-fan history. 1952 will 
be larger. Cash in on the trend. 
Sell MURRAY, the most demanded 
fan in the rich Southern fan market 





IS A COMPLETE 
VENTILATING SYSTEM 


us 4¥ Ventilating Fans 


Fiat-as-a-flounder, vertical discharge (as 
above) or upright horizontal discharge 
for attics, larger residences, factories, 
stores and institutions 


¢ MURRAY WINDOW FANS 


20” for smaller homes and apartments. 24” 
for larger residences and offices. Attractive 
off-white and chrome finish-protective grill, 
“Whisper-quiet’”. Up to 5030 CFM. 


MULEAY YENTIC 
COMPANY OF TEXAS a 
For information, write to 





177 HARRIS STREET, N.W. ATLANTA, GEORGIA 
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ings and demonstrations. Their 
knowledge of the buying inten- 
tions of farm people in the area 
qualifies them very well to help 
appliance dealers in meeting the 
needs of their farm customers. 


Electric water systems 
(Continued from page 83) 


and to give the potential custom- 
ers some facts about Harvey 
Hardware Company installations. 

A lot of prospects who have 
bought water systems ranging 
from $150 to $350 have been 
developed in just this way inside 
the store, according to Mr. Har- 
vey. 

The company maintains a con- 
sistent program of split-cost ad- 
vertising, run co-operatively with 
a manufacturer who supplies the 
majority of low-gallon, shallow- 
well pumps in which the store 
specializes. 

Still more prospects are de- 
veloped by sending broadside 
mailing pieces to all homes with- 
in 10 miles of each new installa- 
tion, a day or two after the new 
well has been tested and water 
is flowing. 

This form of promotion informs 
residents of the area that a new 
electric water system has been 
installed at the residence of 
Farmer Blank. The company can 
depend upon all of the neighbors 
dropping around to watch the 
electrical water system perform. 

“We also make regular use of 
radio advertising,” Mr. Harvey 
pointed out. “Short, snappy com- 
mercials attract attention during 
the morning hours when farm 
wives are likely to be listening 
to their radios.” 

Typical commercials ask, “Do 
you need water? Enjoy a com- 
plete water system to meet all 
your needs! 

Most of the newspaper adver- 
tising consists of newspaper mats 
which show a happy housewife 
operating a washing machine and 
watering her lawn, as the result 
of an electric pump system in- 
stallation. 

Oddly enough, in spite of their 
huge sales volume, Harvey Hard- 
ware Company has never used 
an outside specialty salesman on 
pump promotion. Instead, either 
Mr. Harvey or a capable assist- 


ant is available to go out and 
visit the interested homeowner 
and make recommendations on 
the spot. 

Mr. Harvey, incidentally, is 
known as “The best pump man 
in western Florida,” and _ has 
justified the title by successfully 
installing water systems in many 
areas where such service was 
thought impossible. 

Each of Mr. Harvey’s water 
system wells is dug by a reliable 
contractor, who devotes most of 
his time to Harvey installations. 
All wells, pumps, and in fact the 
entire water system is guaranteed 
toe a certain gallon output for one 
year. If desired, Harvey Hard- 
ware Company will also contract 
all of the electrical details and 
the construction of a concrete 
pump house, inasmuch as all 
Florida water systems must be in- 
stalled above the ground. 

“We get a lot of co-operation 
from a manufacturer’s represen- 
tative living in Pensacola,” Mr. 
Harvey pointed out. “We can de- 
pend upon him to slip on a pair 
of coveralls, meet us at every 
new installation, check it over, 
and make any recommendations 
necessary. This sort of expert ad- 
vice, coupled with our own ex- 
perience, inspires confidence on 
the part of prospects.” 

Because service is extremely 
important in any type of electric 
system merchandising, Harvey 
Hardware Company utilizes a 
huge service ledger. Pages are 
broken down into the horsepower 
capacity of various systems, every 
installation is listed, its cost, date 
it was installed, and any service 
work which has been required 
since it was first turned on. 

The record book, with many 
pages devoted to fractional-horse- 
power systems, and smaller num- 
bers to large-size units installed 
for stores, large ranches, fisher- 
ies, etc., is a case history of suc- 
cess in the water system field. 

The ledger is utilized to deter- 
mine how long every pump sys- 
tem has been in use, whether 
service calls are becoming pro- 
hibitively expensive, whether the 
area will produce large quanti- 
ties of water at low horsepower 
output, etc. 

The ledger is also frequently 
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SELL THIS 


WATER HEATER WITH 


to assure customers 
of cleanest hot water, 
longest service 


Sparkling clean hot water comes 
naturally with an automatic 
Fowler...Glass-lining inside the 
tank keeps water pure to safe- 
guard family health. 

There is nothing to rust or 
corrode inside a Fowler. With 
smooth, durable porcelain, bond- 
ed-to-steel inside the tank, no 
metal surfaces touch water. 

Glass-lining is only one of 
many outstanding features which 
Fowler offers to provide finest 
water heating at lowest cost. 

Fowler electric water heaters 
are backed by 20-year prorated 
warranty. Gas water heaters are 
backed by 15-year prorated war- 
ranty. 

Fowler water heaters are eco- 
nomically priced for quick, pro- 
fitable sale. 


inquire now about Fowler 


FOWLER 


Glass-lined 
Water Heater 


Manufactured by Fowler Manufacturing Co. 
2545 S$. E. Gladstone, Portiand 2, Oregon 
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shown to dubious prospects who 
fear that because of Florida’s 
characteristic sandy soil, the lack 
of water in some areas, etc., an 
installation would not work on 
their own property. Showing the 
prospects the names and case his- 
tories of customers with similar 
circumstances who now have all 
the running water they need is 
often the final sales clincher. 

The company has also set up a 
flexible time-payment system, 
whereby farmers with highly sea- 
sonal incomes, commercial fish- 
ermen, tourist court operators, 
ete., may budget their payments 
to match the fluctuations of their 
own incomes. 


Cooking schools 
(Continued from page 81) 


averages produces a number of 
prospects.” 

Each cooking school is carefully 
planned to give maximum sales 
appeal to all appliances in stock 
from the range through garbage 
disposers, refrigerators, home 
freezers, mixers, and sinks. 


All of the classes are cleverly 
conducted. Each “student” is as- 
signed a certain job in the prepa- 
ration of a meal. There is as 
little of the “classroom lecture” 
technique as possible. 

The result is that each Baum- 
bach cooking school class is so 
enjoyable that there is a long 
waiting list of clubs who want 
invitations. These include not 
only local Arlington clubs, but 
others in Chevy Chase, Md., 
Washington, D. C., and other 
nearby communities. 

The fact that all of these clubs 
and church groups were invited 
to the formal opening of the build- 
ing, in November of 1950, was 
responsible for the 1,000 attend- 
ance figure, in spite of bad weatkh- 
er. 

The Arlington retailer gave 
away a new range, staged a cook- 
ing demonstration in the kitchen 
building, gave away prizes of 
hams and turkeys, and conse- 
quently brought in $6,000 worth 
of Gash sales. 


All of the club and 


church 





State 


WATER 
HEATERS 


Your customers want a water heater which delivers plenty of 
hot water in a hurry. And State’s new Magic Circle Heating 
Element means fast hot water and low electric bills. 

Yet State’s New Magic Circle Heating Element is just one of 
State's nine points for profits — nine sale points that create 
sales and keep customers. 
story and complete catalogue and specifications on State, 
the South’s most profitable of electric water heaters. Write 


or wire. 


STATE STOVE & MANUFACTURING CO. 
509 25th Avenue N. 


NEW MAGIC CIRCLE 
HEATING ELEMENT 


It will pay you to get the full 


Nashville, Tennessee 





members who attend the cooking 
school sign the usual registration 
card, listing the appliances in 
which they are interested, but 
there is no obligation involved. 
If the homeowner isn’t actually 
interested in the purchase of new 
appliances, Baumbach’s does not 
want to waste the time of its 
salesmen. 

Therefore, each card thanks the 
recipient for attending the cook- 
ing school. The card points out 
that she need not fill out a card, 
which will result in a call by a 
salesman, unless she is sincerely 
interested in a new appliance. In 
this way, the cards turn in pros- 
pects but no suspects. 

In addition to the cooking 
school classes, Mr. Baumbach is 
a sponsor of a Welcome Wagon 
Service, through which the firm 
is introduced to each new family 
moving into Arlington. 

A Welcome Wagon representa- 
tive calls upon the family and pre- 
sents gifts that can be used with 
appliances, such as an oil can, 
cleaning fluid, refrigerator and 
range enamel cleaner, etc. with 
the store’s compliments. 

Since the Welcome Wagon 
reaches many families at a time 
when they are most likely to need 
new appliances, this service has 
paid exceptional returns. 


Contractors and builders 
(Continued from page 81) 


pany are attractively dressed, 
with one of each model on dis- 
play, a small model kitchen, and 
radio and television sets. But the 
quarters are small, since large 
quarters are not needed, and traf- 
fic is light and intermittent. A 
good many of the drop-ins are for 
radio service. 

But neither Bee nor Trice is 
concerned traffic. They 
are frankly not excited over the 
development of a retail deal. One 
retail deal much 
time—they are busy with new 
home volume. And once Bee was 
bitterly disappointed with results 
of a program that involved hiring 
a sales manager who promised 
rosy production, but failed, with 
his staff, to deliver. 

What will happen to this type 
of business 


about 


consumes too 


under restrictions 
over civilian economy, if and as 
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they develop, remains to be seen, 
in the opinion of outside observ- 
ers. It is pointed out that a re- 
duction in number of homes to be 
built in 1951 would put limitations 
on this market. But if a scarcity 
of appliances should coincide, 
more builders might beat a path 
to Bee’s -door—if he can get the 
merchandise. 

He has only mild apprehensions 
For his 
volume performance has estab- 
lished him high on the quota rat- 
ing of the manufacturer. 


on this score, however 


Package kitchens 
(Continued from page 79) 


which has put in Mrs. Blank’s 
new kitchen, and if the housewife 
will co-operate, inviting her to 
visit it. 

“Most homeowners, we have 
found, are proud enough of their 
new kitchen instailation to allow 
us to bring prospects to see it. In 
fact, the housewife who is pleased 
with her kitchen usually invites 
several neighbors to visit it a few 
days after the job is done. This 
indirectly produces many pros- 
pects. 

The home economist on the 
staff is responsible for many sales. 
Soon after the installation of a 
new kitchen, she spends the after- 
noon with the housewife, teaching 
her how to operate each appli- 
ance, answering questions, taking 
addresses of other prospects in 
the process. 

“Once we have sold a home- 
owner a new kitchen, our theory 
is that it is wise to keep him sold,” 
Mr. Griffiths said. “Home eco- 
nomist follow-ups have proven 
the best way to accomplish this.” 

Before entering the kitchen- 
planning field, Modern Kitchen 
Engineers tried to provide a solu- 
tion for each problem usually en- 
countered by dealers. 

The problem of installation was 
solved by contracting with four 
reliable firms for plumbing, paint- 
ing, electrical wiring, and decora- 
tion. These sub-contractors can 
be depended upon to do the job 
quickly under the firm’s super- 
vision, and to follow plans to the 
letter. The company has had no 
disappointing experiences with 
the failure of a sub-contractor to 
produce. They feel that they can 


rely on these four firms at all 


times. 


Also, the homeowner is billed 
for the entire job on one invoice. 
One of the Griffiths brothers is 
on the job during each installa- 
tion, checking to see that blue- 
prints are followed exactly. 

In addition, the company main- 
tains its own staff of four expert 
mechanics. They provide main- 
tenance on appliances and take 
over many of the heavy-duty in- 
stallation jobs. The job of fore- 
man is rotated among the four- 
man team. 

The company maintains a hot- 
shot repair truck that has the re- 
putation of arriving on the job 
within an hour after a call goes 
in. The servicemen on this truck 
make many adjustments without 
charge until the kitchen is exactly 
as wanted. 

Every Modern Kitchen installa- 
tion is completely engineered and 
blueprinted. This work is handled 
by L. J. Griffiths, who not only 
makes up a sketch of the project- 
ed installation, but renders it in 
water color—a handsome, impres- 
sive presentation, which pleases 
housewives. 

“We believe that spending sev- 
eral hours in making up indivi- 
dual presentations in this way is 
worth-while from many stand- 
points,” Mr. Griffiths said. “It 
may be that the homeowner will 
back out on the proposed sale at 
the last moment. But when his 
wife keeps the presentation on 
hand, and studies the water-color 
projection from time to time, the 
chances are that they will buy 
eventually. 

“We average sales to at least 50 
per cent of the prospects to whom 
we have submitted a presentation 
of this type, even though it may 
have required a year or so of call- 
backs in order to complete it.” 

The company cheerfully bud- 
gets a large amount each month 
for photographs that compose the 
handsome before-and-after _ pic- 
ture file which each man carries. 

“We believe that it is a serious 
mistake for any appliance dealer 
in this field to fail to contrast 
photographically the before and 
after aspects of his work,” Mr. 
Griffiths summed up. 

The ten-per-week installation 
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Extra Profits 
EASY AS 1.2.3 


oe iking 


WINDOW FANS 


A BIG fan . . . big enough to 1 


cool an entire home or apart- 

ment of average size—moves 3100 cubic 
feet per minute. Single or 2-speed mod- 
els. Competitively priced but with an 
extra long margin of profit. 


. shows customers how Viking home 
cooling works. A demonstrator that 
really sells fans. Hundreds of displays 
sold for $8.00, but you can get one free 


Unique Viking VADNIT, re- «} 
deemable for $3 towards lib- 

eral local co-op advertising. You get one 
Viking ADvertising uNIT for each fan 
you buy. 

ONE DISPLAY FREE for just 3 Vadnits. 
Write for complete Viking deal and 
name of nearest jobber. 


n 


AiR CONDITIONING CORP. 


5601 Walworth Cleveland 2, Ohio 
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record of the firm involves kit- 
chens ranging from $700 and $1,- 
250 for installations without ap- 
pliances, and many jobs includ- 
ing appliances have run up to 
$3,500. 


User’s School 
(Continued from page 84) 


menu and recipes, and we will 
supply her with all the raw ma- 
terials. Each woman submits, a 
few days in advance, details on 
what she is going to do, and we 
buy the materials to match. 
“During the 24-hour afternoon 
period, the housewife has the 
floor, and with the home econo- 
mist assisting, she becomes a 
kitchen queen for the day.” 
One by one, each user parades 
her experience and success with 
her own menus across the stage 
for the 44 housewives. It has 


been noticeable that there are , 


very few absentees during any 
day of the User’s School. 

The bill for the huge amount 
of meat, flour, seasonings, vege- 








FASTEST 


ELECTRIC CLEANING 
ACTION EVER BUILT! 





with Magic ri Broom action 


Brand new electric cleaning 
principle sweeps 3,500 
strokes per minute! Faster, 
easier cleaning at new, low 
cost! 


A PRECISION CLEANER 


Picks up hair, lint, tiny par- 
ticles better than finest vac- 
uums. New wheel-less ''Float- 
ing" Action reaches every- 
where. Jiffy controls. 


ONLY 


Built For Mass Market Sales 


Only Electro-Sweep is priced right for every 
home! Budget-minded homes can now afford 
electric cleaning. Class market homes will 
want Electro-Sweep for fast, light pickup jobs 
DAVIS — COMPANY, PLANO 1, ILL. 
ep. Southwest Rep. 
M. C. Huie Co. 
Thomas Bidg., 
Dallas, Tex. 








tables, fruits, and frozen foods 
which go into the 45-afternoon 
program, is a bit on the expen- 
sive side, of course, as Schwartz 
and Gill point out. However, di- 
rect results have proven that it 
is money well spent. 

“We draw the line at nothing,” 
Schwartz stated. “If the house- 
wife wants to show the other 
members of the school how she 
can prepare game meats, we will 
make every effort to provide the 
game. Otherwise, chicken, steak, 
pot roast, pork, and other meats 
comprise the largest part of the 
expense.” 

There are no hard and fast 
rules covering the User’s School, 
except that Schwartz and Gill 
make sure that a refrigerator, 
garbage disposer, automatic 
washer, automatic drier, and a 
dozen electrical housewares aze 
in operation on the stage. 

This stage is also a model kitch- 
en, with all appliances installed 
in duplicate, so that two groups 
of prospects can be handled at 
any time, throughout the year. It 
is here that all cooking is done. 
A large home freezer is backed 
up near the stage to provide an 
additional supply of food. 

There are no formal demonstra- 
tions of any other appliances. 
Nevertheless Miss Gravelle is 
asked questions on the other ap- 
pliance lines carried, and it has 
not been unusual for her to sell a 
refrigerator or washing machine 
to a proud “star” of the day’s 
class. 

It is not direct sales, however, 
but valuable leads which are pro- 
duced from such User’s Schools 
which have brought smiles to the 
Texas dealers’ faces. The User 
School entrant is so enthusiastic 
about the food she has turned 
out that she bends over back- 
wards to turn in the names of as 
many worth-while prospects as 
she can. There are no under-the- 
cover requests for commissions, 
special gratuities, or other con- 
siderations—the Modern Appli- 
ance Company’s users merely 
want to show the store that they 
appreciate the month-long get- 
together, and they do so by fur- 
nishing the names of prospects. 

During the last two User 
Schools; a period of 45 days was 


found to be too long. ‘Therefore 
the presentation of each house- 
wife has been telescoped so that 
the entire show is staged in a 
month. 

More worthwhile prospects 
have been created by this promo- 
tion than have all the door-to- 
door canvassing and newspaper 
advertising carried out for the 
previous year, Schwartz and Gill 
are convinced. 

Because hot foods in constant 
preparation in the store met with 
such a pleasant reception from 
every visitor, the dealers decided 
to keep something cooking every 
day in the year. So Miss Gravelle 
bakes, 
least one entree a day, and serves 


roasts, fries, or stews at 
hot samples of food to interested 
prospects. What’s left over is 
eaten by the sales staff. 

During the 1950 Christmas sea- 
son, the home economist roasted 
a 15- to 18-pound turkey every 
day from December 1 until De-— 
cember 25. Newspaper ads and 
radio programs invited Wacoans 
to drop in and enjoy a sample of 
turkey. 

At 8:00 o’clock each evening, 
the rest of the turkey was given 
away as a door prize. This pro- 
motion worked so well that the 
store was capacity 
every during the entire 
month of December 


jammed _ to 
night 


Bargain hunters 
(Continued from page 86) 


believe I 
have as good a chance as anyone 


al transaction. So I 


else to sell to any one or all o 
those six families who rented a 
set for a week.” 

So far, says Eoff, there has 
been no unpleasantness resulting 
from TV rental, no damage of 
any nature to any rented set. 

But such rental transactions in- 
volve the logical precaution first, 
on behalf of the dealer. Refer- 
ences are checked and before the 
set is installed, Eoff has estab- 
lished that the interested family 
is of responsible character. 

This procedure creates assur- 
ance for the dealer on two counts 
—the rented set will not be de- 
liberately abused, and the family 
is qualified as a prospect, either 
in the immediate or distant 
future. 
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INDICATIONS are that this seaso christmas Gift Shoppers are 
going to be more PRICE CONSCIOUS than at any time in recent 
years. They're going to be looking for values — the best for the 
money. 

Dominion Dealers will have an edge because Dominion Appli- 
ances rate with the best yet sell for less! Thirty years’ experience 
building appliances gives you a real plus! You can use this edge — 
together with the extra profit it brings — and enjoy the most profit- 
able Christmas business ever! 


~ 





No. 1601 Automatic Coffee 
Maker — 9-cup capacity 


No. 1115 Automatic Pop-Up 
Toaster 


Poppers — No. 1703 (4-quart) 
No. 1702 (2-quart 
@ ° 


a No. 1311 Automatic Sandwich 
) 
eo 


Toaster - Waffle Iron — with 
° 


reversible grids 


‘ 


No. 1011 Iron with reversible ; ? , ‘ 
Cord — Light weight — fully J No. 1802 rot awe. (Hot or 
automatic r 


No. 2101 Automatic 
Deep Fryer 


No. 1430 Table Stove with 

Push Button Switches—Armor 

Plate Elements — Durable Por- 
celain Finish 


A full line of Table Appliances available through reputable distributors across the nation. 


DOMINION ELECTRIC CORPORATION 
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THE BIGGEST IRONING NEWS 
IN I6 YEARS ! 


A BRAND-NEW 
HISTORY MAKER 


FOR 195] 


HANDLE IRON / 


It’s the Easiest Iron you can Seii! 


After months of research and testing, Westinghouse 
has developed an Open Handle Iron which is the easiest 
Iron a woman can use. Every new feature, from the 
completely redesigned, contoured handle, to the dial 
that clicks, convincingly proves that here’s an Iron 
which is easier on the wrist, easier on the hand, easier 
on the user. 

The new easy-ironing principle of the Westinghouse 
Open Handle Iron is quickly summed up in a two- 
minute “cold” demonstration. Prospects fee/ the 
difference and agree that with this Iron there’s never 
any strain on body, wrist or arm. 

That's the way to easier sales . . . short and simple. 
So get ready for this new best-seller. Sel] the Westing- 
house Open Handle Iron because it Sells the Easy Way! 


-». of course, it's electric! 


HERE IT 1S! A spectacular Introductory 
Promotion your store can take part in... 


Here it is . . . Easy Ironing Week to arouse curiosity, 
create excitement, to build store traffic and keep it 
coming. It’s a local promotion set up to help you sell 
Westinghouse Open Handle Irons. A big newspaper 
ad introduces this great new Iron to your customers 
and friends and invites them to see it demonstrated. 
For your local tie-in, Westinghouse will furnish 
store displays, hand-out folders, mats plus a new and 
different self-seller demonstrator. 


WESTINGHOUSE ELECTRIC CORPORATION 


Electric Appliance Division ® Mansfield, Ohio 


you CAN BE SURE...1F ws Westinghouse 








Look to WESTINGHOUSE for TV's Top Entertainment . . . Exclusive Telecasts of 
Outstanding COLLEGE FOOTBALL GAMES ... plus WESTINGHOUSE “STUDIO ONE” every week 





STUBIC 
ONE 
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/ Double break contacts of fine silver 


y Modern styling 


/ Straight-through wiring with 
g—generous wire space 


convenient 


terminal 


/ Dependable melting alloy type 
overload protection —trip-tree 


of Definite trip indication 


Jf Interchangeable overload relay units 


accessible from the front 


starter can be used with 


v/ Open type 
switch box and f{lushplate 


standard 


RATINGS 


Double pole 
1H» 115- 
230 volts 
ac. or DL. 


Singte pole 
1HP. 1S 
230 yolts A.C. 
and 4 4 Ps 
115-230 


Flush mounting. Basic starter 
can be h volts 0.C 


mechanis™ ysed wit 

standard 3” and flush 
plate — or with flush plate only 
for machine tool cavity Mounting 


Explosion-resisting 
enciosure 
ous locations — 
Group D and Class u 
Groups E. Fand G 


Water-tignt and dust-tight 
wath pilot fight 


Water- tight and 
gust-tignt 


enclosure 


st 
enclosure with of 
without pilot light 


4041 N. Richards St., Milwaukee 12, Wisconsin. 


pany, 
UARE Do propucts 


letin 2510A. Address Square D Com 
RICAL pistTRIBUTOR FOR sQ 


Write for Bul 


ASK your ELECT 


sQ 


VARE D COMPAN 


Y CANADA LTo., TO 


RONTO®* SQUARE 


D de mEKICOs 


S.A. MEXICO city, © F 
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ELECTRICAL WIRING MATERIALS PROBLEMS 


| » O. WHAT IS THE TWO-WAY PROTECTION OF “G-E WHITE” ? 


A, The hot-dipped galvanized finish on the inside and outside walls 
of G-E White rigid steel conduit is the first step towards long-lasting pro- 
tection. But that’s not all... both the inside and outside walls are further 
protected by a baked-on Glyptal* lacquer finish. The glass-like surface of 
this coating offers extra protection against corrosion...and makes it easy 
to pull wires through the conduit. 


2 ~ OQ. WHY ARE MORE AND MORE ELECTRICAL CONTRACTORS 
AND MERCHANT BUILDERS INSTALLING G-E MERCURY 
SWITCHES ? 


A, Because home buyers, home builders, and tenants in commercial 
buildings are aware of and asking for the modern touch of the G-E silent 
mercury switch. Maintenance men prefer G-E mercury switches because they 
know that fewer moving parts mean longer switch-life and fewer service calls. 


3, ©. WHAT IS AN EASY WAY TO 
SAVE TIME AND MATERIALS 


IN POWER CABLE 
INSTALLATIONS ? 


A, Use a flexible, ready-to-install cable 
that has a thoroughly impregnated varnished- 
cambric insulation and a sheathing of light- 
weight steel or bronze armor. Such a cable can 
be quickly run around obstructions, looped over 
beams, or hung up on racks...is suitable for 
permanent or temporary installations ...can be 
easily taken down and used again in new loca- 
tions. When you use G-E interlocked armor 
cable, insulated with long-lived G-E No. 1799 
varnished-cambric cloth, you have a cable that 
meets all of these requirements. 


Q. HOW CAN PROVISION BE MADE 
FOR LATER EXPANSION 
OF ELECTRIC WIRING IN 
COMMERCIAL BUILDINGS ? 


HERE’S HOW TO GET COMPLETE INFORMATION 
ON G-E WIRING MATERIALS 


Your G-E Construction Materials distributor can 
supply you with the latest information on wiring 
materials. Because he offers a comprehensive line 
of G-E wiring materials, he can help you with 
your wiring problems. Call on your G-E Construc- 
tion Materials distributor for the wiring materials 
you need. There’s a G-E Construction Materials 
distributor in every major market area ready to 
serve you. And remember also, for special engi- 
neering problems, communicate with either the 
Construction Materials district office in your 
area or the G-E Construction Materials 
Division at Bridgeport. 


*Registered Trade-mark of General Electric Company 


— 


Section K69-1124, Construction Materials Division 
General Electric Company, Bridgeport 2, Conn. 


Please send me the free information 
which | have checked: 


C Rigid Conduit Folder [_) Interlocked Armor 
(CO G-E Mercury Cable Booklet 
Switch Folder (C0 Q-Floor Wiring Data Manual 


A, When a new building is being planned, make sure that I 

the advantages of using G-E Q-Floor wiring are considered. This I 
underfloor wiring system makes possible the installation of an | 
outlet in any six-inch area of the floor surface... makes electrical | 
facilities easily available when either office rearrangement or l 
relocation of office partitions is necessary due to changing tenant | 
requirements or when expanded facilities are needed. Even though | 
construction may be held up today, it’s not too early to get all | 
the facts about G-E Q-Floor wiring. 
| 

| 
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